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i AND CASUALTY LOCAL 
AGENTS’ CONVENTION NOW 
IN SESSION AT DETROIT 


Association Has Membership of 
11,425, Exceeding Quota of 


Development Drive 
MANY FINE TALKS MADE 


A. Duncan Reid, Geo. D. Mark- 
ham, Comm. Dunham, Others, 
Contribute Valuable Ideas 


_ Detroit, Mich., Sept. 11—Hundreds of 
local fire and casualty agents from all 
parts of the country are here at the 
Book Cadillac Hotel attending the 
thirty-fourth annual convention of the 
National Association of Insurance 
Agents. There are also a number of 
company executives and field men pres- 
ent as well as a small group of insur- 
ance commissioners. It is a representa- 
tive gathering of all the branches except 
life insurance and the convention is go- 
ing over big in this fast-moving, fast- 
growing industrial city of the middle 
west. (A full report of the convention 
will be published in a special issue dated 
Saturday, September 14.) 

The National Association now has the 
largest membership in its history, with 
a total of 11,425 members at the close of 
the fiscal year on August 31. New York 
State leads with a membership of 969, 
Ohio is second with 845 and Pennsylva- 
nia is third with 805 members. The Na- 
tional Association has a five year devel- 
opmen: campaign calling for an increase 
in membership of 10% a year and the 
tate of gain in membership has exceeded 
the annual quota for the first two years. 
The third year of the plan now starts. 

%eVan and Smith Leaders 

R. P. DeVan of Charleston, W. Va., 
and Clvde B. Smith, of Lansing, Mich., 
are two of the big figures in the agency 
field here. The former is president of 
the as: sciation and presiding officer of 
the convention, while the latter is a na- 
tive sor. chairman of the executive com- 
Mittee and most likely to be the new 
Presideit of the association when the 
tlectior is held Friday. Both these men 
ae extremely popular among association 
Membe; 5. 

Presicent DeVan’s annual report, de- 
. livered at the opening business session 
this morning stressed the financial pros- 
Perity of the local agent and dealt with 
Some of the obstacles now standing in 
the way of full development. He cited 
Mong these the non-policy writing 
‘gent and the lowering of commissions 
it Some fields. Mr. Smith took the 
Tade association and business develop- 
ent for his subject, showing how trade 
‘Sociations are an integral part in the 

nalthy expansion of every line of busi- 

eg Business building is the theme of 
€ convention, with stress placed upon 
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Assurance Company, Ltd. 
of London 
150 William Street, New York 


A Corporation which has stood the test 
of time! 147 years of successful business 
operation. World-wide interests. . Abso- 
lute security. 
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The Modern Convention 


Among the many improvements made by life insurance companies in 
agency management, is the present-day Convention. Instead of the old- 
time programs made up of many windy speeches and papers by Home 
Office officials and General Agents, few of them having any value, we 
have “tell em how” talks and “show ’em how” demonstrations—meetings 
that teach, uplift, inspire, enlarge the_underwriter’s knowledge, expand 
his salesmanship capacity, strengthen his ethics, and aid him to reach 
the status of the ideal life underwriter—a life insurance counsellor. 


Life insurance, for all life underwriters, is a better profession 
because of the part that the modern Convention plays. And small com- 
panies, as well as large, have worthily contributed to this desirable pro- 
gram progress. 





Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life Insurance Company 
Philadelphia 


Independence Square Founded 1847 

















PART OF NEW COMPANY'S 
~ PREMIUMS TO 60 INTO 
NATIONAL DEFENSE FUND 


Tie-Up Of National Defense Life 
Of Washington Revealed 
In Prospectus 


E. P.. MELSON ITS MANAGER 








St. Louis Insurance Man Organizer; 
Appeal To 5,000,000 Defense 


Advocates 





Considerable mystery has surrounded 
the promotion of the National Defense 
Life of Washington as it was announced 
when the project was launched several 
months ago that it was to be identified 
with the national defense cause but in 
what way was not disclosed. Now it 
appears that the organizers plan to take 
a certain percentage of each premium 
paid into the company, turn it over to 
a separate organization known as the 
National Defense Foundation, and this 
latter organization will use the money in 
the promotion of the cause of national 
defense. The prospectus of the company 
makes this clear in the following an- 
nouncement : 

How It is Tied Up With Defense 
Cause 

“The National Defense Life Insurance 
Company is an organization incorporated 
under the laws of the District of Colum- 
bia, formed for the purpose of writing 
life insurance on an old line, legal re- 
serve basis. 

“A National Defense Foundation to be 
established in conjunction with the in- 
surance company will be authorized to 
receive donations and bequests and every 
dollar received, including a stated per- 
centage of the premium income of every 
policy written by the National Defense 
Life Insurance Company, will be used by 
the foundation to promote the cause of 
national defense. 

“The foundation will constitute the 
contact whereby the above army and na- 
tional defense advocates (assumed to 
number over 5,000,000) will be iffduced 
to purchase a part of their insurance es- 
tate from the National Defense Life In- 
surance Company. 

“In order to sell policies these alert 
and capable salesmen (the solicitors for 
the company), virtually thousands in 
number, must talk national defense to 
every prospect they approach. Thus the 
National Defense Life Insurance Com- 
pany will write a great volume’ of busi- 
ness which will guarantee satisfactory 
dividends to stockholders.” 

E. P. Melson in Active Charge 
When the company was first men- 
tioned several months ago it was con- 
nected with the names of a number of 
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(sentlemen.... 


we must raise $300,000 





Bax President was addressing the 
stockholders of a small, close corporation, all of 
whom were active officers of the company. 

He explained that the death of the Treasurer had 
resulted in his stock passing to a distant relative who 
was going to sell it. In order to keep control it 
would be necessary for them to buy in the stock 
and this would strain their corporate and personal 
credit to the limit. 

AA well planned Business Insurance Trust would 
have solved this company’s problem automatically. 

The field of business insurance offers attractive 
opportunities to the underwriter who will cultivate 
it. Business men are just beginning to realize its 
value. Competition is less than in other fields. Sub- 
stantial amounts of insurance are the rule rather 


than the exception and resources to meet the 


premiums are usually ample. 

Our new booklet, “ Will Your Business Suffer, 
Too?” will help you to write more business insur- 
ance. It explains, in language any business man 
can understand, the advantages of carrying insur- 
ance for business purposes and protecting it under 
a trust agreement. Send for a sample copy and ad- 
ditional information today. 


Ciry BANK FARMERS 


“Trust COMPANY 


Now Affiliated With The National City Bank of New York 


Formerly The Farmers’ Loan and Trust Company | 


22 WILLIAM STREET 
Temporary Headquarters: 37 Wau. STREET 


Sth Ave. at 41st Street.... Madison Ave. at 42nd Street....181 Montague St., Brooklyn 


TRUST SERVICE IS AVAILABLE THROUGH ANY BRANCH OF THE NATIONAL CITY BANK OF NEW YORK OR THE NATIONAL CITY COMPANY 
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Etna Life General Agents’ Conference 





Aetna Life General 
Agents In Conference 


GATHER AT SWAMPSCOTT, MASS. 





General Agents Discuss Problems of 
Field; Greater Stress on Importance 
of Management 





The Aetna Life’s sixth annual general 
agents’ conference has been in session all 
this week at the New Ocean House, 
Swampscott, Mass., with a full program 
of addresses and discussion by both ex- 
ecutives of the company and_ general 
agents. President Morgan B. Brainard 
presided at the opening session, recalling 
that he had’a perfect attendance at these 
meetings, expressed his admiration of the 
fine work of the Aetna Life organization, 
and described with enthusiasm the new 
home building of the company now be- 
ing erected in Hartford. 

Vice-President K. A. Luther started 
the conference off with a talk on the 
keynote of the gathering which was, 
“The Man in Management.” The gen- 
eral agents of the Aetna Life, he said, 
must set themselves the task for the 
coming year of bettering their capacity 
to manage their field organization. In 
his address Mr. Luther emphasized the 
point that the need for an “introspec- 
tive’ consideration of the management 
end of the business had been made more 
than ever apparent to him by the re- 
gional meetings for Aetna agents that 
have just recently been held in various 
parts of the country. 

“To me,” he said, “they emphasize 
more than ever the great asset that is 
the company’s in its full-time organi- 
zation. They strengthen my conviction 
that the growth, increase and permanent 
development of our business, both as re- 
gards quality and quantity, must depend 
toa very large extent, if not almost en- 
tirely, on the growth, increase, and per- 
manent development of our all-time or- 
ganization.” 


Sees Responsibility on General Agent 


It was his conclusion that the situation, 
healthy though it is and potent with op- 
portunity, places the real job, the real 
tesponsibility in the insurance business 
today directly upon the general agent. 
“Any growth, progress, or development 
is but the reflection of the ability and 
efficiency of its leaders. Our program 
for 1930 plainly must turn itself com- 
pletely and wholeheartedly to an ana- 
lytical consideration of the ‘man in man- 
agement,” he said. 

One of the first topics discussed was, 
“Creating Community Contacts,” on 
which a paper was read by F. L. Wells, 
Baltimore, and supplementary papers 
were presented for the consideration of 
the conference by O. T. Cropper, To- 
peka, and J. P. Graham, Jr., New York. 

“Organizing Personal Effort” was an- 
other subject, handled in the same man- 
ner, H. K. Schoch, Boston, delivering the 
main address, and supplementary papers 
by H. C. Hubbell, New York, and Neil 
Flenner, Spokane. T. Mount Searles, 

ewark, also made a main address and 
Supplements by A. E. Mielenz, Milwau- 
kee, and E. D. Luther, New Haven, took 
up the subject, “The Manager—An 

nalyzer of Men.” Each group was fol- 

Owed by open discussion. General Agent 
ong H. Campbell of Little Rock pre- 

ed. 

A successful general agent must be a 
actor in his community and its life, so- 
cally, financially, industrially, religious- 
y, and civicly was the opinion of F. L. 
Vells. “Wide association in the commu- 
Nity is necessary,” he said, “to give peo- 
Ple confidence in you, to attract them 
to you when insurance service is needed, 
and to attract men of merit who are de- 
“Am of entering the insurance busi- 

s. 
piscussing the topic of “Organizing 

€rsonal Effort,” H. K. Schoch made the 
Statement that “Executives occasionally 


fall short of their greatest possibilities 
because they allow their troubles to 
worry them more than necessary. The 
pace of industry,” he explained, “is rapid 
and the pressure for results takes its toll 
in health and equanimity. In organizing 
personal effort, we must not overlook 
that we are physical and mental ma- 
chines and make sure that they are kept 
in order. Men who are ill, find worries 
grow apace and the executive is soon 


befogged in doubt, hesitation and ineffi- - 


ciency.” 
Must Keep Abreast of Times 


H. C. Hubbell added the point that the 
executive—the general agent—must keep 
abreast of the times, he must keep up 
with the tremendous growth of the life 
insurance business, but to do this he 
must study constantly, preferably at 
home so that it will not detract from 
his increasingly short business day. 

In his opening comments on the topic, 
“The Manager—An Analyzer of Men,” 
T. M. Searles called attention to the tre- 
mendous “turn-over” in agents entering 
and leaving the business. He quoted the 
figures of the National Association of 
Life Underwriters that of the 200,000 
agents in the business, there are 60,000 
to 80,000 leaving the business every year. 
“What most agents need,” he said, “is 
cold-blooded, hard-boiled analysis of 
their weakness, and most managers are 
unable to put their finger on the specific 
weakness or if they are able to, they 
generally haven’t the courage to come 
forward and tell the man.” He conclud- 
ed that it is vital to the agency organi- 
zation for the general agent to develop 
an adequate and reasonably accurate 
method of judging men in order to keep 
men out of the organization who have 
fatal and irreparable weaknesses. 

Each man taken into an organization 
to sell life insurance should be analyzed 
for type and ability, was the opinion of 
E. D. Luther. He stated in his talk on 
analyzing men that he _ constantly 
watches his men to determine whether 
their inclinations lie in the direction of 
continuing as a large personal producer, 
of becoming a general agent, or of no 
direction at all. He considers some de- 
cision here very necessary to the build- 
ing up of his agency. 

Only by agents who have a well-bal- 
anced sense of obligation to both the 
public and the insurance business as a 
whole, can a satisfactory grade of busi- 
ness be secured today, stated L. D. 
Klous, general agent of Utica. 

R. I. Clancey, Dominion superintend- 
ent in Canada, spoke on “Agency In- 
spiration and Stimulation,” and empha- 
sized the importance of the “man in 
management” inspiring his organization 
to intelligent and harmonious team 
work. 

Clyde F. Gay, superintendent of the 
Southern regional division, summarized 
the work of the conference in an address 
that drew the relationship of the sep- 
arate topics discussed into a single ex- 
position of the responsibilities and op- 
portunities of the man in management. 
Following this the business sessions of 
meeting were brought to a close by 
Vice-President Luther. 


Neither Meetings Nor 
Schools For New Men 


KEFFER’S NEW TRAINING PLAN 





After Experiments Aetna Life General 
Agent Finds-Many Agents Are 
Spoiled by Class Work 





Speaking before the Aetna Life’s gen- 
eral agents’ conference at Swampscott 
this week, R. H. Keffer, general agent, 
New York, gave an interesting analysis 
of the experience of ‘his agency with 
new men and his conclusions after ex- 
perimenting with different methods of 
getting and training new agents. Mr. 
Keffer told of his entrance into the life 
insurance business after ten years as a 
successful traveling salesman, when he 
became general agent for the Aetna Life 
at Scranton and starting without knowl- 


edge of the business became a leading 
personal producer and also built up an 
important agency. 


In telling about the agency’s experi- 
ence with a group of new agents on a 
salary basis, Mr. Keffer said: 

“When we first started our salary 
group, we tried making. every man re- 
port at 8:30 A. M. Every man was sup- 
plied with cards and had to make reports 
on all calls. We gave them the very 
strictest supervision possible. I met 
these men personally at 8:30. We had 
a short meeting every morning. After 
trying this out for several months, I de- 
cided that my original idea of men was 


correct: there are only two kinds of 
men—those who can sell and those who 
cannot. Those who can sell need no 
supervision, and those who cannot or will 
not are not worth wasting time on. So 
we now put it up to the man—he either 
sells or he gets out. A few months ago 
we fired sixteen men at one time, and 
we are going to continue to clean out 
the non-producers. We don’t have meet- 
ings and we don’t have schools. We be- 
lieve many men are spoiled by a little 
class work. They just find out what they 
don’t know and they think they must be 
experts before they can start making 
calls. We believe the Aetna correspond- 
ence course is all a man needs until he 
starts out to sell policies. We had one 
man who stayed in the office for many 
months, reading books on insurance, and 
we finally had to fire him to get him out 
of the way. As a contrast to this, G. L. 
Farrington, who started with us the last 
of March, this year, has never had any 
instruction. He started right to work 
and up to July 20 he paid for $605,000, 
and if all of his business stays on the 
books for ten years he will have a profit 
of approximately $20,000 for his four 
months’ work. This is an exceptionally 
successful record for a new man. It 
shows what can be done. 

“Farrington started in selling ‘policies.’ 








FRANK TALK ON UNDERWRITING 





W. H. Dallas Tells Aetna Managers 
Some Business Insurance is Specu- 
lative; Many Suicide Claims 


In a frank talk to the Aetna -Life gen- 
eral agents’ conference, W. H. Dallas, 
assistant vice-president in charge of un- 
derwriting, said: “All insurance compa- 
nies are forced to pay many claims that 
are undoubtedly suicides, which cannot 
be so proved, legally.” He referred to 
the present as “a new era of life under- 
writing when the mortality rate is high 
and continues to go up.” He stated that 
all contributing reasons are not known 
but that underwriters everywhere are ac- 
cumulating valuable-experience data that 
he hopes will bring to light some of the 


extremely. unfavorable factors in under- 
writing that have grown apace in recent 
years. 

Speaking of business insurance, he 
challenged the general opinion that there 
is no such thing as speculation where 
business insurance is involved and where 
the premiums are being paid by others 
than the applicant and where the pro- 
ceeds, when the policy becomes a claim, 
will not redound to the benefit of the 
policyholder or his immediate estate. 

“We have literally dozens of cases,” 
he said, “that prove conclusively that 
there is speculation involved in business 
insurance.” He went on to say that the 
company looks with suspicion upon busi- 
ness insurance cases where the total 
amount is more than five times the ap- 
plicant’s salary. 


For the new agent, and even for the 
average man who has been in the busi- 
ness for some time, I believe that is the 
best plan. It stands to reason that no 
man can be equipped to go right out and 
do an intelligent job of analyzing poli- 
cies, programming a prospect’s insurance, 
and advising him on such matters as 
business insurance, corporation insur- 
ance, inheritance taxes, and trust agree- 
ments until he has had a broad experi- 
ence in the business. And not then un- 
less his mind runs in that direction and 
he has been willing to make a careful 
and intensive study of these subjects. I 
believe that more agents have been 
spoiled than made by their attempting 
this method. 


Give New Agent Definite Plan 


“The important thing, it would seem 
to me, is to give the new agent a defi- 
nite, simple and understandable working 
plan—something that he can go out and 
sell and make money with. And in this 
connection may I suggest that I don’t 
think you have to sell most prospects 
on the value of life insurance nowadays. 
They know that they need it. The main 
thing an agent has to do is to show 
them a plan that will appeal to them 
enough to induce them to part with some 
of their money for it. 


“Once the agent becomes successful 
with the definite selling plan that he 
starts with, then there are two courses 
that will be open to him: either he will 
continue with this plan, or he may, 
through study, experience and inclina- 
tion, work into one of the more techni- 
cal and involved methods of selling such 
as I have just mentioned. The general 
agent, however, should not attempt to 
influence this, in my opinion, except that 
in most cases it may be more advisable 
to tell the agent to stick to the method 
that he has used successfully.” 


The Financial Side cf Agency 


Discussing the agency financial prac- 
tice Mr. Keffer said: 

“In addition to the salary plan which 
I have told you about, we have another 
financing plan at 100 William street. We 
lend money to any agent who has suf- 
ficient collateral in the form of renewals, 
taking a judgment note and charging him 
the current rate of interest that we have 
to pay at our bank. This happens to 
be 7% at the present time. 

“T take the judgment note, not be- 
cause I think it gives me any better se- 
curity, but because it seems to give the 
agent a better appreciation of the fact 
that he has incurred an obligation which 
he must meet. I believe that it is only 
fair and business-like to charge inter- 
est on these loans. When you are financ- 
ing extensively, having about $40,000 tied 
up most of the time, interest runs into 
money, and I do not believe the general 
agent should be called upon to stand an 
expense of two or three thousand dol- 
lars a year in this connection. We are 
glad to extend this service to our men, 
however, and I think it is entirely proper 
that we should do so. 


“Now for some conclusions in regard 
to these plans which we have had in 
operation for developing successful full- 
time men in our agency. 

“We have seven of the men who were 
in the salary group, each of whom has 
produced in excess of $150,000 of new 
paid business during the first seven 
months of 1929. These seven men are all 
listed in the Leaders’ Club Bulletin. 
Their total production figures nearly 
$2,000,000 for the period. This year I es- 
timate conservatively that “A” will pay 
for $1,500,000; “B” will pay for $500,000; 
“C” will pay for $400,000; “D” will pay 
for $400,000; “E” will pay for $300,000; 
“FE” should pay for upward of $400,000; 
and “G” should pay for about $250,000. 
Individually, some of these estimates may 
be a few thousands off. Collectively, 
they add up to $3,750,000 of business that 
I anticipate these seven men will pro- 


(Continued on Page 4) 
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$200,000 Production 
Required Of Agents 


MINIMUM OF W. R. HARPER MEN 





Philadelphia General Agent Tells Aetna 
Convention of His Full-Time 
Organization 





In addressing the general agents of the 
Aetna Life at Swampscott, Mass., this 
week, W. R. Harper, Philadelphia gen- 
eral agent told how he is building up a 
full-time general agency. In ‘his opinion 
a general agent will not reach first base 
if he tries to organize with inferior ma- 
terial in a large city. An army of small 
type men can’t be operated with a mar- 
gin of profit. They take up so much 
office space and require so much train- 


ing that if a general agent has too many 
such agents the agency will lose money 
Therefore he is now requiring that an 
agent produce a minimum of $200,000 a 
year. In telling how effective agents are 
obtained he said in part: 

“Personalized circular letters, to a 
carefully selected list of influential men, 
often result in contacts with good pros- 
pective agent material. In this, the in- 
direct appeal is quite effective. If you 
know a man of ability—in other words, 
a man whom you would like to get into 
the business,—write to him, outlining 
your proposition and ask his assistance 
in helping you to get some one who can 
qualify for the opportunity you have to 
offer. It is more than possible that he 
himself may be interested, after reading 
your letter, and that he will get in touch 
with you for further details. 

“College and university placement bu- 
reaus, and a few of the more exclusive 
executive employment agencies, can also 
be used to advantage. Here again, 
though, it is doubtful whether we can 
contact with many desirable men unless 
we are specific in outlining the oppor- 
tunity we have to offer;—including finan- 
cial inducements. 

“The men already in our organization 
have been, and always can be, one of 
the best sources of contacting with pros- 
pective agents. Remember, however, 
that the law of attraction operates here 
also. We cannot expect an unsuccess- 
ful agent to put us in touch with a po- 
tential half-million dollar producer,—nor 
can we expect the latter to be attracted 
to our business and agency because of 
the unsuccessful agent. 

“Personal solicitation by the general 
agent and his salaried assistants is gen- 
erally looked upon as the most effec- 
tive means of recruiting men of the right 
type. This may be done in several ways. 
Among others are friends, social con- 
nections, business acquaintances and 
prominent policyholders. I will not at- 
tempt to enumerate all the possibilities 
here, for you are familiar with them. I 
believe the “creating of community con- 
tacts,” which Friend Wells has covered 
so ably, has an important bearing on this 
phase of recruiting. 

Has Sales Service Bureau 


“Several months ago I established a 
sales-service bureau in the agencv. The 
work is handled by two salaried men, 
one of whom I secured from the Inter- 
nal Revenue Department, and we also 


have an arrangement for securing the 
advice of our attorney on any matters’ 


that may call for legal knowledge or 
opinion. Both of the men I mention 
have had some experience in tax and es- 
tate work. They are studying con- 
stantly, and will accumulate more expe- 
rience as time goes on. 

“The object of the bureau is to assist 
our agents in rendering intelligent and 
competent advice to their clients on mat- 
ters having to do with the creation and 
conservation of their estates. .We do not 


limit the service to life insurance. There 
have been many cases where the serv- 
ice bureau has worked out a complete 


(Continued on Page 14) 








that satisfies. 





Satisfying Service 


The MUTUAL BENEFIT LIFE writes 
policy contracts that meet the needs of the 
people; assists its agents in presenting these 
contracts; and gives to policyholders a service 


The Mutual Beaishit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 














THREE ASS’T GENERAL AGENTS 





Hastings in Charge of Keffer Agency 
Administration; Bryant of Super- 
vision; Sechtman of Brokerage 


The Aetna Life’s general agency in 
149th street, New York City, is to be 
made a branch of the 100 William street 
office, and Ray Goewey, who was gen- 
eral agent at 149th street has been trans- 
ferred to Syracuse, N. Y., as assistant 
general agent. The territory covered by 
the office included Westchester county 
and other branches will probably be 
opened there on the full-time basis. 

Leslie D. Bryant, who will supervise 


————S 
the 149th street branch, has been. made 
an assistant general agent by Mr. Kef- 
fer. He has been associated with him 
since 1923 as supervisor and was former- 
ly located at Yonkers, N. Y., for the 
Aetna Life, 

Louis Sechtman, one of the _ best 
known producers of the Aetna Life in 
New York, has been made assistant gen- 
eral agent in charge of brokerage. 

Herbert: Hastings, who has been with 
the Aetna Life at 100 William street for 
some years, and is assistant general 
agent, has been placed in charge of ad- 
ministration of the Keffer general 
agency. 














Robbins and Simons 


extend greetings and a most cordial and 
friendly welcome to 


Dr. George E. Woodford 


the New Assistant Medical Director of The Home 


Life Insurance Company of New York. 


who will be in full charge of New York 3 
City business 




















Keffer’s Talk 


(Continued from Page 3) 
duce this year, and I believe that the 
total estimate is about correct. 

“Supposing then that the total in- 
debtedness under the salary plan, which 
you will note on Chart “A” figures alout 
$15,000, should be an entire loss. I am 
willing to count it that way, even though 
you have seen that a lot of it is pretty 
adequately secured by deferred com:nis- 
sions. What have I gotten through this 
expenditure? That’s a fair question to 
ask. : 

“First of all, I have gotten over 4- 
500,000 of new paid business from th 
men in the salary group as a whole. This 
is what their production totals. In New 
York, at least, most of the general agents 
figure that their gross profit per $i,000 
of insurance, over a period of years, is 
$5. I don’t figure as I have said be- 
I spend the money and think about 
it afterwards. 

“Now, over $4,500,000 of business t $5 
a thousand is $22,500. According to the 
statisticians, therefore, and assuming the 
$15,000 indebtedness under the salary 
plan as a loss, I have sacrificed al! but 
$7,500 of my potential profit in the busi- 
ness these men have produced. What 
have I gained, though? That’s another 
fair question to ask. 

“Well, as I have just indicated to you, 
I have seven men, at least, whom I got 
through this plan, who will produce this 
year around $4,000,000 of business. | 
have seven good full-time producers, all 
of whom are on the Leaders’ Bulletin, 
and one of whom I hope will lead the 
country. That’s something. Then, too, 
I hope naturally that those seven men, 
or at least most of them, will be with 
me in 1930, and that I will get a few 
more million from them. If they keep 
on making money, and I can keep on 
helping them to be successful, I am not 
so concerned with the possibility of their 
dropping by the wayside. 

“Apart from this, and still counting 
that $15,000 as a loss, I feel that | have 
been far more economical, that I have 
spent my money more wisely, and that 
I have more in results to show for it, 
than if I had followed the mass-recruit- 
ing method and had put on a hundred or 
so new men—most of whom I am coh- 
fident would not have succeeded and 
would not be with my agency today. 
Comparatively speaking, I believe I am 
way ahead of the game, although again 
I can’t be bothered trying to figure it 
‘out. The figures I have given you are 
for your benefit,.and for whatever they 
may be worth to you. Frankly, I am not 
interested in them—but in the results ! 
may have been able to accomplish and 
the progress I may have made. At the 
end of June, 1928, 100 William street had 
eight full-time men on the companys 
Leaders’ Club Bulletin. At the end of 
June, this year, we had seventeen mem 
on the Bulletin.” 


GENERAL AGENT’S AGENDA 








Daily Program of Time as Suggested by 
Boston Manager of 
Aetna Life 


H. K. Schoch, general agent of. the 
Aetna Life, Boston, had ‘as his ‘opic at 
the general agents’ convention of the 
company in Swampscott this week “Or 
ganizing Personal Effort.” He was dis 
cussing the average agency, not he one 
doing tens of millions a year. tere 
the daily program he suggested 

A.M 

8:30- 9:00 Planning period. 

9:00- 9:45 Reading mail and «eck-uP 
with supervisors cashier 
and clerks. 

9:45-10.30 Dictation. 

10 :30-12:30 Prosecution of cas 5, — 
ferences, solicit:'ion ° 
business with ants 
from brokers. 

P.M. 

12:30- 2:00 Lunch. 

2:00- 2:45 Home office period 

2:45- 3:30 Dictation or follow-'P. 

3:30- 5:00 Prosecution of cass, talks 


with agents, clea. up. 
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Lt. Governor Ross’s 
Reception To Be Event 


PLE ASES CANADIAN EXECUTIVES 





W. ». Ross, Who Will Be Host to Com- 
missioners, Holds Position of Great 
Importance 





The fact that Lieutenant Governor 
William D. Ross of the Province of 
Ontario and Mrs. Ross are to be hosts 
at a reception in Government House, To- 
ronto, to visiting insurance commission- 
ers and others who will attend the in- 
ternational convention of the commis- 
sioncrs in Toronto this month has great- 
ly pleased Canadian insurance men. It 
is au unusual thing for the lieutenant 
governor to hold such a reception and it 
is understood in Ontario that he has 
done so largely because of personal 
friendship for T. G. McConkey, general 
manager of the Canada Life, who is do- 
ing so much to make the convention an 
outstanding affair. 

Lieutenant Governor Ross is a distin- 
guished Canadian banker who was origi- 
nally from the Maritime Provinces. He 
is exceedingly -popular; and with his 
charming wife and daughters represents 
- head, as it were, of Ontario’s social 
life. 


Direct Personal Representative of 
the King 


Some facts about the office of lieuten- 
ant governor are presented herewith as 
of interest to American insurance men 
in view of the fact that so many of them 
and their wives will attend the com- 
Missioners’ convention. 

In the first place, he is the direct per- 
sonal representative of His Majesty the 
King in the Province of Ontario and is 
appointed on the advice of the King’s 


advisors in Canada; viz., the Dominion . 


cabinet. Under the Canadian constitu- 
tion, as represented by the British North 
America Act of 1867, His Majesty is 
represented by a governor general who 
resides at Ottawa (Lord Willingdon), 
and by a lieutenant governor in each 
province. 

It has become customary for the King 
to appoint, always with the advice and 
consent of the Dominion government, a 
distinguished British nobleman as gov- 
etnor-general, and a distinguished Can- 
adian citizen, such as Mr. Ross, as lieu- 
tenant governor. The term of office in 
tach case is four years, although some- 
tmes incumbents have held office for 
more than one term. The lieutenant 
governor is thus not an elected repre- 
sentative of the people, and, further, 
there is no governor of Ontario. Ninety- 
nine Americans out of a hundred errone- 


ously think that if there is a lieutenant - 


governor of Ontario there must be a 
governor of Ontario. 


Power of Lieutenant Governor 


_ The lieutenant governor thus occupies 
in Ontario a position more or less com- 
parable to that of the King at West- 
Minster. His consent is required to all 
bills wiich pass the legislature before 
they become law—the so-called “royal 
assent.” He must also approve all Or- 
ders-in Council, and petitions to the gov- 
tamen: are customarily addressed to 
His Honor, the Lieutenant Governor in 
Council.” He resides during his term of 
office ai so-called “Government House,” 
avery fine palatial home in the heart 
% one of Toronto’s best residential dis- 
ete, ‘Te receives no salary but is al- 
Owed a few thousand dollars for up-keep 
of the house. As a matter of fact, most 
‘tutenant governors in recent years have 


Sent from $50,000 to $75,000 in enter- 
ainment, 





WITH NORTHWESTERN MUTUAL 


tT. Robert Retzer, director during last 
Year of the life insurance course at New 
ork University, has been - appointed 
‘gency supervisor and instructor for the 
tw York City agency of the North- 
Western Mutual, with offices in the 
tand Central Terminal Bldg. He was 
i erly an agent for the Northwestern 
Utual in Baltimore. 


Why 
Lite Insurance? 


Here is a splendid answer for the 
prospect who asks that question. Show 
him these figures on The Prudential’s 
disbursements during the first six 


~months of 1929: 


TO HOLDERS OF WEEKLY PREMIUM POLICIES 
eet oo... Sees $26,639,430.83 


Accidental Death Benefits (In add. to Face)........ 1,297,330.90 
Disability Payments (Loss of sight or limbs)....... . 701,815.30 
Matuted Pumowitetiee....:. 6... 55S Soe 886,534.10 
Mortuary Dividends (Paid at Death).............. 34,118.43 
Paid-up Additions (These increased the amount of 

policies without extra cost to insured).......... 2,908,703.70 


TO HOLDERS OF ORDINARY POLICIES 
Death Claims ......: PR io.e, 5. 6) a ee ee $25,284,461.81 


EE eee rear ey 109,957.57 
Accidental Death Benefits........................ 911,109.83 
Wanted: Tuewilenis Pk a bk Sereeeb. 5,633,704.50 
PRUE ORE 5 Chath. oan 5 a athe Bes Siok ob ee 489,393.49 
ee a ee 1,609,398.36 


These figures represent 199,289 claims for a total 
of more than 66 Million dollars, or about 
1,454 claims for over $485,000 EACH 
WORKING DAY. 


Compute that record into terms of distress relieved 
and your question is answered. 


The 
Prudential 


Insurance Company of America 


Home Office: Newark, New Jersey 
Epwarp D. Durratp, President 











‘Prudential Creates 


New Vice-Presidents 


ALSO MAKE OTHER PROMOTIONS 








Little, Baker, Sutphen and Matkin Are 
Made Second Vice-Presidents of 


Company 





Four new second vice-presidents were 
appointed by-the board of directors of 
The Prudential at their meeting this 
week. Other promotions were also made 
as a reward for meritorious service in 
the company. 

James F. Little, who has been asso- 
ciate actuary, is made second vice-presi- 
dent and associate actuary. F. A. C. 
Baker, Henry C. Sutphen and John L, 
Matkin, who have been assistant secre- 
taries, are also made second vice-presi- 
dents. 

Arthur C. Metz and D. H. Harris, who 
have been supervisors, are advanced to 
the office of assistant secretaries. 

William H. Bettner and H. H. Par- 
berry, who have been division managers, 
are appointed supervisors. 





COOLIDGE AT NYLIC MEETING 





New York Life $400,000 Club Agents 
Greet Former President Enthusias- 
tically at Spring Lake 

The guest of honor at the annual con- 
vention of the $400,000 Club of the iNew 
York Life held at Spring Lake, N. J., 
last week was Calvin Coolidge, who ap- 
parently enjoyed the meetings but re- 
fused to make any comment. He was 
willing to pose for photographs, was lib- 
eral with his signature, but could not be 
tempted to break his armor of silence. 

Mr. Kingsley, Dr. Lawrence Abbott 
and other directors toasted the former 
President, congratulating him on the 
birthday and forthcoming marriage of his 
son to Miss Trumbull, hoping to tempt 
him to say something in reply. But Mr. 
Coolidge remained silent, smilingly 


* puffing his cigar. 


It was announced that the former 
President now occupies the post of 
chairman of the agency committee on 
the board of directors of the company. 


TWO NAMED FOR PRESIDENT 





S. T. Whatley and C. C. Day Only Ones 
Nominated as Yet for National 
Association. _Head 

Lloyd K. Allen, associate general agent 
of the Union Central in Boston, who is 
chairman of the advisory committee of 
the National Association, advises that no 
new nominations for presidency to the 
National Association have been filed 
since the names of S. T. Whatley of 
Chicago and C. C. Day of Oklahoma City 
were filed with him in the middle of last 
month. 

He does say that his committee is be- 
ing swamped with endorsements for E. 
J. McCormack, general agent at Mem- 
-phis, Tenn., for the office of first vice- 
president. The committee does not ex- 
pect to meet again until the national 
convention at Washington where nomi- 
nations will be submitted. 





DAY AND CORNISH CONVENTION 

The Newark agency of Day & Cor- 
nish, Mutual Benefit Life, is making 
plans for the annual one day convention 
which will be held on September 30 at 
the Canoe Brook Country Club, Sum- 
mit. There will be a morning and after- 
noon session, with a luncheon which will 
be served in the dining room of the 
club. About fifty members of the 
agency will attend. 


HARVEY WEEKS ADVANCED 

Harvey Weeks, formerly general agent 
at Buffalo for the Provident Mutual, has 
been appointed assistant-secretary of the 





Central Hanover Bank & Trust, New. 


York City. An authority on sales pro- 
motion, Mr.. Weeks has had an wunusu- 
ally broad experience in insurance mat- 


«ters. He is past president of the Buf- 


falo Life Underwriters’ Association. 


ae ao 
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Equitable Society 
Makes Agency Changes 


TRANSFERS COVER EAST, WEST 





Superintendent Fitting Will Give More 
Attention to Managerial Work; 
Harold Nolting to Succeed Him 





The Equitable Assurance Society has 
announced a number of important 
agency department changes effective Oc- 
tober 1. Ly 

William G. Fitting, who has been han- 
dling two positions, superintendent of 
agencies of the New York Metropolitan 
department and manager of a New York 
City agency, has requested that he be 
relieved of-some of his duties in order to 
confine his activities to managerial work. 
He has consented to remain as superin- 
tendent of agencies for the time being, 
assisting the new appointee, Mr. Nolting. 

Harold C. Nolting will come to the 
home office as the new Metropolitan su- 
perintendent from his post as superin- 
tendent of agencies in the southern field, 
where he has been very successful. Roy 
R. Hale, at present supervisor of agents 
at the home office, will go into the south- 
ern field to take Mr. Nolting’s place. 

Frank B. Runyon, who has been serv- 
ing as superintendent of agencies, Home 
Office department, will be transferred to 
the field supervisory staff, and .assigned 
to the Eastern department as a superin- 
tendent of agencies, where he will have 
an opportunity to help develop the agen- 
cies in the New England and Middle 
Atlantic territory. 

John T. Haviland, who has been han- 
dling the work which Mr. Runyon will 
go into, will at his own request relin- 
quish the superintendency and devote his 
entire time to his agency organization. 

William M. Rothaermel, who has been 
superintendent of agencies in the West- 
ern department, will be promoted to the 
position of superintendent of agencies in 
the Central department, with headquar- 
ters in Chicago. He will be succeeded 
by William H. Glines, who has_ been 
manager of the salary savings division 
at the home office. 





J. P. LICKLIDER HURT 





Publicity Director of Missouri State 
Life Struck by Trolley; 


Injuries Serious 

Joseph P. Licklider, director of pub- 
licity and sales research for the Mis- 
souri State Life, was injured seriously 
on September 2 when run down by a 
street car at Oakland and Macklind ave- 
nues, St. Louis. At the Barnes Hos- 
pital where he was rushed immediately 
after the accident it was reported he had 
sustained a fracture of the skull, lascera- 
tions of the scalp and numerous cuts and 
bruises about the body. 

Mr. Licklider was returning from a 
model airplane contest conducted in For- 
est Park. His son, Robert, fourteen 
years old, was one of the contestants 
and had won first prize in the tractor 
glider contest. 

Mr. Licklider has been prominent for 
many years in St. Louis advertising and 
publicity circles and at present is presi- 
dent of the Advertising Club of St. 
Louis. He is also a member of impor- 
tant national committees of the Asso- 
ciated Advertising Clubs. 





A. E. PATTERSON GAIN 


During August the Alexander E. Pat- 
terson Agency of the Penn Mutual Life 
in Chicago paid for 162 cases for a total 
of $1,119,203, a gain of 137% over August 
of 1928. The agency has now paid for 
over a million dollars of business during 
six consecutive months. Total paid 
business for the eight months of 1929 is 
$9,953,708 compared to a total paid busi- 
ness of $5,530,402 for the first eight 
months of 1928. The gain over last year 
is $4,423,306 or an increase of 80%. 


NATIONAL LIFE (VT.) AT QUEBEC 





Company Adopts “The Control Book” 
Including Standardized Sales Talk 
For All Agents 


A standardized method of selling was 


the theme of the National Life of Ver- 
mont convention held last week at the 
Chateau Frontenac, Quebec. “The Con- 
trol Book” was explained to the visiting 
agents, a book presenting a definite sys- 
tem of sales interview by preparation, 
and controlling the underwriter’s valu- 
able asset—time. This book will be used 
by all National Life agents. 

One of the principal addresses was 
made by Dr. James H. Greene, the direc- 
tor of the research bureau for retail sell- 
ing at the University of Pittsburgh. Dr. 
Greene has been associated with Vice- 
President Hoffman of the Studebaker 
Corporation, as consultant in the devel- 
opment of the Studebaker system of 


selling, and his subject was “The Pre- 


pared Sales Presentation in Use.” Mr. 
Hoffman was also expected but was un- 
able to attend the convention. 

The main address at the banquet was 
made by the president of Rutgers Uni- 
versity, Dr. John Martin Thomas, a di- 
rector of the National Life. His subject 
was “Sufficient Ideals for the National 
Representative.” Another feature of 
this meeting was the introduction of the 
home office officials, and the introduction 
of the club leaders, E. N. Strong of 
Portland, Ore.; Griswold Wilson, of 
Cleveland, and John T. Bryson, of Man- 
chester, N. H 

In addition to the business meetings, 
many recreational activities entertained 
the delegates, including a golf tourna- 
ment at the Kent Golf Club, tennis, 
bridge, dancing, and bus trips around 
Quebec. 





Thoughts lead on to purposes; pur- 
poses go forth to actions; actions form 
habits; habits form character; and char- 
acter fixes our destiny—Tryon Edwards. 








_ 1 
is a big word. 
It is also a big 
factor in suc- 
cess. Illinois 
Life men have 
learned that 
they may de- 
pend upon the 
full coopera- 
tion of their 
Company. 

| ~~ 


ILLINOIS 


LIFE 
INSURANCE CO. 
1212 
LAKE SHORE DRIVE 
CHICAGO 


Raymond W. Stevens 
President 








Mason & Hyman Open 
Penn Mutual Agency 


YOUNG MEN BUT EXPERIENCED 





Will Be Associate General Agents of 
McWilliam & Hyde in New 
York City 





Mason & Hyman have opened at 170 
Fifth avenue, New York City, a branch 
office for McWilliam & Hyde, Penn Mu- 
tual general agents at 285 Madison ave- 
nue. The firm has the title of asso- 
ciate general agents and is composed of 
Marcus D. Mason and Arthur Hyman. 


Mr. Mason, although but twenty-five 
years old, has had an uncommon busi- 
ness experience. At age sixteen he ac- 
companied his father to Europe, and for 
two years worked throughout eastern 
Europe for a banking corporation or- 
ganized by his father. On returning to 
this country he resumed his studies at 
George Washington University, Wash- 
ington, D. C., graduating in 1926. Upon 
leaving college he assisted in organizing 
the Judea Life, and subsequently be- 
came a general agent, leading his com- 
pany’s production during the two years 
of his service, his clientele being chiefly 
brokers, among whom he specialized. 

Mr. Hyman is thirty-five years old, 
and entered the general insurance busi- 
ness as an office boy eighteen years ago, 
eventually becoming a manager. During 
the past few years he has produced over 
a million each year. Also he has been 
instrumental in starting a number of 
men in the life insurance business, some 
of whom have become large producers. 
Having become convinced that his own 
future lay in life insurance, he has joined 
forces with Mr. Mason, under McWill- 
iam & Hyde, to establish a new asso- 
ciate general agency. He is well and 
favorably known among the brokers of 
New York, is a member of the New 





George Washington Life 
Insurance 
Charleston, W. Va. 

Presents opportunity for liberal 
contracts covering definite territory 
with Home Office registry and with 
power of appointment of sub- 
agents. 

The State of West Virginia, Vir- 
ginia, Ohio, Kentucky, Tennessee, 
South Carolina, North Carolina, 
Georgia, and Michigan. 

ddress: 


ERNEST C. MILAIR 
Vice-President and Secretary 





PROVIDENT 
SPEED-0-GRAMS 


A broker after first contact said, 

“I know I could not have gotten 

better, pleasanter, or faster ser- 

vice anywhere than you people 

gave me on this case.” 

Call JOHN MUMFORD, 
Brokerage Expediter, 

John 3771 


WELLS & CONNELL 
General Agents 


Provident Mutual Life Insurance 
Company 


33 Liberty Street, 
New York City. 











York Life Underwriters’ Association, the 
Insurance Square Club, and the Metro- 
politan Brokers’ Association. 





A LIFE COLUMN IN NEWSPAPER 


Lincoln National Life Publishes IIlus- 
trated Column in Sunday Fort Wayne 
“Journal Gazette” 

“Making Life Insurance carry out your 
life’s plans,” is the title of a series of 
illustrated paragraphs published in the 
form of a column in the Sunday issue 
of the Fort Wayne “Journal Gazette.” 
These articles are written by Edgar Paul 
Herman, director of publicity of the Lin- 
coln National Life, and illustrated by 
Fred L. Fisher, Jr., of the publicity de- 
partment, with thumb nail cartoons. 

Each week a definite subject is taken 
up such as for example, the “Living uses 
of life insurance,” “What your wife 
ought to know about your policies,” “Ser- 
vices that your underwriter can give you 
in programming.” 








SERVICE 


For more than 15 years we 
have been schooled in the 
kind of SERVICE that satis- 
fies the Insurance Man. We 
want to serve you, on your 
next surplus or brokerage 
line. 


S. SAMUEL WOLFSON, 
General Agent 
Berkshire Life Insurance Co. 
Suite 1609—225 West 34th St., 
New York 
‘*Phones PENnsylvania 6778-6879 


“We Grow As We Serve” 
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Travelers Writing 
Group Pension Plan 


ANNUITY FORMS NOW READY 





Company Establishes Unit at Home 
Offic: to Handle Business; Either 
Contributory or Employer Basis 





At the recent conference at the home 
ofice the Travelers announced to its as- 
sistant managers and field assistants 
fom branch offices that, it was now 
ready to provide pensiops for employes 
of business establishments, through the 
medium of annuities issued on a group 
plan. 

The Travelers has been issuing vari- 
ous forms of annuity contracts for many 
years to employers who wished to pro- 
vide pensions to selected individuals and 
it has also furnished some employers 
with the equivalent of a pension plan 
through the medium of salary allotment 
life insurance franchises, under which 
individual insurance-annuity or pension- 
insurance policies were sold to em- 
ployes. 

The group annuity plan was worked 
out some time ago, but no general bid 
for such business has been made. The 
company’s forms, however, are now 
ready, a unit in the home office has been 
established to handle the business and 
the salaried field staff has been tutored 
in the fundamentals. During the past 
year all new field assistants going 
through the training course at the home 
ofice have been given instructions on 
group annuities and at the recent con- 
ference at the home office the rest of 
the field assistants and assistant man- 
agers were similarly instructed. The 
company plans to provide any agent who 
has a pension prospect with the assis- 
tance of a salaried man who is familiar 
with the problem. 

The company will issue group annui- 
ties on both the employer-pay-all and on 
the contributory basis and also on the 
voluntary or obligatory plan or a com- 
bination of the two. 





NEW LIFE COMPANY IN SOUTH 





Charlotte Life to Begin Operations in 
North Carolina Next December; J. 
Lester Wolfe ‘President 
_A charter has been granted for a new 
life insurance company, the Charlotte 
Life of (harlotte, N. C., which will be- 
gin oper:tions in December with a paid 
In capita! of $200,000 and a paid in sur- 
plus of $90,000. J. Lester Wolfe, presi- 


dent of ::¢ company, announces that al- 
though c'::zens of Charlotte were entire- 
ly willin. to subscribe the entire capi- 
tal and < rplus he and his associates de- 
Sire a wv le distribution of stock; and 
it looks 2s if this wider distribution will 
e had. 

John Copeland, consulting actuary, 
A‘lanta, ‘.a., has been engaged to pre- 


Pare the rate book and policy forms. 


M.J.GO) DBERG WITH EQUITABLE 
The E: citable Life Assurance Society 
has appo: ited Milton J. Goldberg of Des 


Moines 1 the actuarial staff of the So- 
“ety. My. Goldberg is a graduate of the 
Universi » of Iowa and received his M.S. 

‘gree when he was twenty-one. 

A new office known as District No 3 
of The ''rudential has been opened in 
Jersey City in charge of Thomas S. 
Husk as superintendent. 


PACIFIC MUTUAL MEETING 





Company’s Field Organization to Hold 
Convention at Washington During 
National Association Gathering 


The convention of the Pacific Mutual 
General Agency Association will be held 
in Washington, D. C., on September 23 
and 24. Arrangements have been made 
to hold the meetings at the Lee House, 
at Fifteenth and L streets. The general 
agents are urged to write in advance 
for reservations since a number of in- 
surance companies are planning to hold 
conventions just prior to the convention 
of the National Association. 

The first day of the convention will be 
given over to a one-day school for life 
managers, to be conducted by Tohn M. 
Holcombe, Tr., assisted by Messrs. Ke- 
nagy. Hendershot and Dickinson, all of 


the Life Insurance Sales Research=Bu- 


reau. : 

Many important speakers are \schéd- 
uled for the second day meetings. Vice- 
President Parsons, the new agency head, 
will be on hand. Vincent ‘Coffin of. the 
Penn Mutual will also speak. John <H. 
Russell will make a report, as will Car- 
roll Day. who will also present his 
“Standardized Plan of Induction of New 
Men.” Other speakers include Frank 
Schwentker, Walter Gastil and Frank 
Fitts. 





200 ATTEND HOUSEWARMING 





Lane Agencv Visitors Inclide President 
Low and V.-P. Fulton; Get $160,000 
New Business from Agents 
As an indication of the friendly spirit 
of co-operation in life underwriting cir- 
cles. nearly 200 agent and broker friends 
of the Lane Agency of the Home Life 
of New York showed up at the honse- 
warming of the agency last Thursdav. 
Roth. President Ethelbert Ide Low and 
Vice-President James A. Fulton were on 
hand, as well as Dr. Chester F. S. 
Whitney. medical director, and Dr. 
George E. Woodford, assistant medical 

director. 

Early in the day Louis L. Lane. who 
formerly had charge of one of the 
Equitable Life Assurance Societv’s agen- 
cies in New York City, was visited by 
the entire staff of his former agency. 
The members of the Lane agency also 
showed their good will to Mr. Lane by 
presenting him with $100,000 of new 
business. 

The Lane agency is going along at a 
fast pace and has every reason to be 
pleased with its Home Life connection. 





The married man needs life insurance 
because he is exposed to death—the sin- 
gle man needs it because he is exposed 
to marriage—‘The Imperial Life-Guard.’ 








“The Appeal of Value Knows no Boundary, 
and 
Quality speaks a Universal Tongue” 





* 





New England Mutual Life Insurance Co. 


Boston, Mass. ' 
; Chartered 1835 
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SEES BUSINESS DOUBLE BY 1939 





Edward §S. Goodwin Predicts That Life 
Insurance Will Reach $200,000,000,000 
In Next Ten Years 


Edward S. Goodwin of the investment 
firm of Goodwin-Beach & Co., of New 
York, predicts that life insurance in 
force in the United States wiil double 
to $200,000,000,000 before 1939. Mr. 
Goodwin is director and. chairman of the 
finance committee of Preferred Accident 
and. vice-president of Underwriters’ 
Service Corporation. 


“A well managed life insurance com- 
pany’s growth is compéunded just as a 
savings bank interest is compounded,” 
says Mr. Goodwin. “If the rate of 
growth of life insurance during the last 
six and a half years, when $50,000,000,000 
of new insurance was added to the total, 
continues to compound at the present 
rate, from $150,000,000,000 to $175,000,000,- 
000 of new insurance will be written in 
the next ten years, making a total of 
$275,000,000,000.” 

American manufacturing efficiency en- 
ables the people to earn about eight 


times their per capita share of the world 
income and such a relatively large earn- 
ing power permits the national accumu- 
lation of wealth at rates inconceivable 
twenty-five years ago. This has resulted 
in greater savings and higher living 
standards so that much larger accumu- 
lation for support of his dependents. 
This, in the case of most people, must 
be provided throush life insurance. 

Mr. Goodwin believes that the under- 
lying mathematical principle of growth 
is understood by only a very few people. 
A rate of growth compounds upon itself 
he explains, just as interest in a savings 
account will accumulate if not with- 
drawn. A business which grows 15% a 
year and compounds will grow in ten 
years not 150% but 300%. The final re- 


sult will be four times as much business 


as at the outset of the period. 


W. J. WILLIAMS GIVES DINNER 


W. J. Williams, president and founder 
of the Western and Southern Life, re- 
cently entertained agents of the Fort 
Wayne, Inds, district at a banquet at the 
Keenan Hotel -there. 

















The Columbian National Life Insurance Company 
BOSTON, MASSACHUSETTS 
Columbia National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample capital, 
surplus and highest standard of reserves. 


Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 








PENNSYLVANIA -- 


igents wanted for agen 


in- Philadelphia 
Pittsburg 
Bethlehem 
Harrishuyg 
and vicinity 


Write. 


The Lincoln National Life 
Insurance Company, 


Fort Wayne, Indiana, 


















appiness of its representatives. 
ee 


Pittsfield, Massachusetts 





1851 BERKSHIRE LIFE INSURANCE COMPANY 1929 


in establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
agent. The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
as a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


sk any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 








FRED. H. RHODES, President 




















The Colonial Life Insurance Company of America 


Insurance in Force 
Over ONE HUNDRED MILLION DOLLARS 
A strong and progressive Company, affording agents unusual money-making 


opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole PF 








S. R. Drown, Secretary 
EB. C. Wise, Treasurer 
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OW would you 

feel if you could 
not read the news of the 
world? No newspapers, 
magazines, books, let- 
ters, not even a danger 
sign or a warning no- 
tice? 


Somewhere near you isa 
grown person groping in 
the dark, in many ways 
helpless as a child, because he cannot read 
or write. You can bring sunlight into his 
darkened life. More than that, you may be 
the means of bringing him better health— 
even of saving his life. 


Today he cannot read messages on disease 
prevention. He does not know, unless 
someone tells him, the important rules of 
health or how to keep his family from 
having diphtheria, smallpox, or typhoid 
fever. These and other preventable dis- 
eases often make illiterate localities their 
breeding places and thus endanger the 
health of the educated, despite all their 
precautions. 


Perhaps you share the mistaken belief that 
it is impossible to teach grown-up illiterates 
how to read and write and that they are 
content to be illiterate. 


Get the confidence of an illiterate and ask 
him if he would like to be able to read and 
write. Tell him he can learn to write his 
name in 80 minutes and learn to read in a 
few months. In all probability his eager 
response will amaze you. 


METROPOLITAN LIFE 


FREDERICK H. ECKER, PRESIDENT 


JMMED MOMEONIERY “DLACE 


“Thank God! At last I'll 


be able to read and write. 








It may surprise you to 
learn that the majority 
of illiterate persons in 
the United States are 
native born—more than 
three million illiterate 
Americans. Many of 
them have never had a 
chance to learn and do 
not know where to look 
for instruction. 


9? 


Illiterates are not hard to find—a servant, 
a farmhand, an employee in your own or 
your neighbor’s shop, a laundress, a deliv- 
eryman, a laborer in your neighborhood. 


There are more than 5,000,000 men and 
women in the United States who cannot 
read health messages concerning sanita- 
tion and prevention of disease—more than 
400,000 of them are in the State of New 
York, more than 300,000 in Pennsylvania, 
about 150,000 in Massachusetts. You can 
find them in every State of the Union—in 
cities, in towns and in country districts. 


Will you give someone a present that he 
would not exchange for hundreds of dollars 
—the ability to read and write—a present 
which costs you nothing? 


Find your illiterate. If you will help him to 
learn to read and write, the Metropolitan 
Life Insurance Company will send you. 
free of cost, grooved writing pads and illus- 
trated lessons for beginners. 


Ask for Booklet 9 E U 9. 


INSURANCE COMPAN 


ONE MAapIson Ave., New York, N.} 
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He w Patterson Views 
Berlin Ad Convention 


COLOR WORK IS REMARKABLE 





New York Insurance Man Keenly Im- 
pressed By Posters, Brochures and 
Advertising Photography; Hospi- 

tality Amazing 


Ey LLOYD PATTERSON 
New York 


Lloyd Patterson of Keane-Patterson 
agency, Massachusetts Mutual Life, New 
York City, recently returned from Ger- 
many where he attended the International 
Advertising Convention. Asked by The 
Eastern Underwriter to write his impres- 
sions of the convention and what he had 
noted in Germany, he sent this paper the 
following article: 


The Eastern Underwriter has asked me 
to write my impressions of the Interna- 
tional Advertising Convention which was 
held in Berlin in August. 

Impressions is the correct word. So 
much was happening during the conven- 
tion—which was really a flock of con- 
ventions—that I can only hit the high 
spots. So many meetings were held, so 
much entertainment, including teas, din- 
ner parties, visits to country estates, to 








LLOYD PATTERSON 


Museums, to industrial centers, to palaces, 
including Potsdam, to places of great 
historic interest that a man would have 
to split himself into a number of entities 
in order to have taken it all in. 

But now that it is over I have a num- 
ber Of impressions which may interest 
istrance men who have a penchant for 
advertising, who like good advertising 
copy and suggestions, and who admire 
ingenuity and enterprise in seeing a 
Product or commodity or necessity or 
luxury put before the public in a man- 
Id to attract the attention of the pub- 
It, to hold that attention, and to stimu- 
late buying. 

Marvelous Poster Work 


The first thing which impressed me 
ho the importance which the Germans 
Place on style of type, on art work, on 
aplay.. When it comes to getting up 
attractive posters no nationals can com- 
ey with the Germans. Not only was 
in a work superb but they are masters 
Oy or. Furthermore, I saw extremely 
€ Misrepresentative advertising. In 
an posters, and the same is trite 
a €ir wonderful magazine pages, one 
i €s not see a good looking young cou- 
= Pictured at the top of the advertise- 
a only to find out after reading the 
of. that the copy is aimed to boost 
be yY razors or automobile bodies or 
er tires or a real estate development. 

é «Advertisements tell the story, at first 
the ance and then the copy drives 
© argument home. The exhibit of 





poster work, of brochures, of other read- 
ing matter and of printing at the mam- 
moth Radio Hall, Berlin, was worth the 
visit of any student of advertising. This 
exhibit was so good that it was almost 
thrilling. Another most enjoyable visit 
was to the former home of Rudolph 
Mosse, famous German publisher, now 
dead, but which building is now a mu- 
seum of art and books. 

The next thing which struck me was 
the remarkable results which the Ger- 
man photographers achieve. I have nev- 
er seen such splendid exhibitions of cam- 
era work. The Americans do just as 
well, maybe better sometimes, in photo- 
graphs of people, in set groups used to 
carry out advertising suggestions, but I 
think they are outclassed by the Ger- 
mans when it comes to taking pictures, 
say, of buildings and similar subjects. 
All Americans who have had anything to 
do with taking pictures of buildings for 
advertising purposes know how difficult 
it is. There are some buildings which 
seem to defy our photographers with the 
result that it is necessary to call in an 
artist to do a sketch, but the German 
photographers are at home in photo- 
graphing any angle of a building. 

Daily Paper Ads Not So Good 

When it comes to daily paper advertis- 
ing I think the Americans are far ahead. 
I did not think much of the advertising 
copy in the German papers. Most of the 
space taken was small and I do not think 
it was effectively used. Americans are 
the pioneers in advertising in the mod- 
ern sense and there is much the Ger- 
mans can learn from our advertising 
copy writers, but, of course, not in the 
art sense. 

Some of the brochures I saw at Radio 
Hall were eye-openers. Here is a place 
where the Germans are supreme, but of 
course one must take into consideration 
the difference in the cost of manufac- 
turing a brochure in the two countries. 
Over there the finest quality of paper, 
the most wonderful art work and the 
flood of color are available at apparently 
not too heavy expense. For such prod- 
ucts over here the cost is often prohibit- 
ive. 

Probably there was not an American 
who went to Germany to attend the con- 
ventions or to see what Germany of- 
fered in the way of sight-seeing and edu- 
cation who was not completely captivated 
by the amazing hospitality. We started 
being welcomed when the boat reached 
Bremen; and we kept on being wel- 
comed. The burgomaster was always on 
the job. One of the biggest and warmest 
receptions was that in Radio Hall, Ber- 
lin, by the municipal authorities. In fact, 
the city of Berlin and the German Re- 
public could not do enough to make the 
visitors feel at home, and as the days 
passed it became a choice with us as 
to what function we should attend. Na- 
turally, such hospitality could not but 
warm tlie relations between the two 
countries. It was delightful. It is not 
easy to describe the complete satisfac- 
tion which the visitors felt towards Ber- 
lin, the Republic and the German people. 
Then, too, we got a fine impression of 
the Republic’s stability, of prevailing law 
and order, of the industrial happenings 
everywhere apparent, of the contentment 
of the people. Unless appearances are 
decidedly deceitful these people are 
happy. 

Pleasant Contact With Leaders 

As for the convention itself you got 
out of the meetings what you put into 
them. I had the pleasure of meeting 
some of the cleverest and most promi- 
nent advertising people of America, as 
well as industrial and corporation lead- 
ers. They told me there was something 
at Berlin for everybody, and the special- 
ists were particularly delighted as they 
found much to interest them. 

The convention and the trip gave me a 
broader conception of advertising. It 
demonstrated that advertising is not sim- 
ply a means of selling visible products 
but also of making ideas acceptable. For 
instance, one talk which interested me 
very much was made by the vice-presi- 


(Continued on Page 12) 














Fostermg Longevity 


The Guardian was one of the earliest among Life Companies to 
avail itself of the services of the Life Extension Institute, whose vital 
work in prolonging life through the periodical health-check-up has 
become universally appreciated by the insuring public, as well as by 


the Life Insurance profession. 


This valuable Health Service is available free to all Guardian. 


policyholders, regardless of size of policy. It is felt to represent by 
no means an unimportant factor in the consistently low mortality 


experience enjoyed by The Guardian for many years past. 


Send for Publication 289, outlining this and other features of 
The Guardian’s Service Program—of use to the Policyholder while 
living—to the Beneficiary thereafter. 


THE GUARDIAN LIFE INSURANCE COMPANY 
of AMERICA 
“The Company that Guards and Serves” 
50 UNION SQUARE NEW YORK CITY 


























of the new business paid 
52 2 3%:,. in The Northwest- 
ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1928 was upon 


applications of members previously insured 
in the Company. 


Once a Policyholder— 


Always a Prospect 
THE POLICYHOLDERS COMPANY 





The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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LIVE HINTS FOR BUSINESS 





.GETTERS(3 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 


The “Equiowa” of- 


A Stimulus fers the following 
For very good counsel for 
New Agents the new man in the 


business: Don’t let 
the fact that you are new in the busi- 
ness daunt you. Suppose a man has been 
an insurance man for fifteen years. 
What of it? If you stick in the weekly 
production club, see sixty people every 
week, study in a concentrated way half 
an hour each night, sell an average of 
two apps a week or more, you will be a 
better, more up-to-date, and more reli- 
able insurance man than 90% of the 
fifteen-year-olds inside of a year. This 
is not a business that requires years to 
learn. Work, contacts, and study will 
put a man on top in a hurry. 

* * x 


An interesting and 


The Purpose’ educational letter 
Of a Man’s was written by Dis- 
Investments trict Supervisor J. H. 


Andes of Los An- 
geles to some of the Acacia Mutual Life 
agents. As reprinted in “Acacia News,” 
it reads as follows: 

“What do you want your investments 
to do for you? 

“If you forget everything else I ever 
say or write to you, please remember 
that question. 

“Tf you forget all you know about sell- 
ing—if ‘you forget all the sales argu- 
ments you ever heard, if you don’t know 
a single answer to objections, please re- 
member that question. 

“For upon it hang all the laws and 
prophets. 

“If you can get a man to face that 
question just once, he will buy life insur- 
ance. If you can get him to face it again, 
he will buy more life insurance. 

“There just isn’t any escape. 

“Your whole job, as a salesman, is to 
get your prospects to face, honestly, with 
an open mind, that one question. It has 
been put to thousands of men, and the 
answer is always the same. In the final 
analysis, every man wants his invest- 
ments to serve him surely and well in 
case of unemployment, disability, old age 
and death. 

“And if you can’t show any man that 
life insurance offers most in those four 
emergencies, come into the office and 
I'll prove it to you.” 

* * <* 
Life underwriting 

No Other Selling offers a more attrac- 

Compared With tive career than the 
Life Underwriting sale of any other 

single commodity on 
the American market, is the opinion of 

George F. B. Smith, of the Connecticut 
Mutual, expressed in the “Manager’s 
Magazine” of the Life Insurance Sales 
Research Bureau. 

Oftentimes life agents will wonder if 
they have chosen well and look enviously 
at the other fellow’s job with the idea 
of changing places, but the pitfalls met 
by salesmen of other lines should help 
agents the more to appreciate their jobs: 

Modern competitive sales methods in 
many -businesses. require salesmen to cut 


their prices in order to secure business, 
and incidentally, they cut their own com- 
missions. Changes in distribution require 
niany salesmen to give up work which 
seemed to have unlimited possibilities 
several years before. Seasonal merchan-' 
dise is another factor other salesmen 
must contend with. 

Mr. Smith believes that life underwrit- 
ers have none of these problems. When 
the jobs are closely looked into, it can 
be seen that the insurance selling is a 
field of expanding opportunity, and that 
the levels that a man can reach in in- 
come and usefulness are set only by the 
individual’s capacity and energy. 

eg 

Five minutes with 
paper and pencil tell 
a fascinating story 
for the man who 
wants a run for his 
money, says the Capital Life of Denver. 
If a man must do some speculating, what 
better opportunity than the following: 

If he buys insurance and dies inside of 
a year, his family gets back approx- 
imately 3233% more than he paid in, says 
this company. If he lives two years, the 
return is 1566%; three years, 1010%; 
five years, 566%; 10 years, 233%; 15 
years, 122%; 20 years, 66%; 25 years, 
32%. 

Thirty years is a good long time of 
premium paying, and yet even then the 
return is 11% greater than total pre- 
miums. Life insurance is not a gamble, 
nor a speculation, yet the opportunity 
for a spectacular return is greater than 
offered by the most ‘alluring venture. 


Large Returns 
From 
Insurance 


eS ca & 
President © Downs 
Hints From of the Illinois Cen- 
A Railroad tral Railroad gives 
President fourteen points for 
his philosophy of 


achievement in “The Life Aetna-izer.” 
They are an almost ideal philosophy for 
the life agent, and read as follows: 


1. Don’t strain to be brilliant. 

2. Be a plugger. 

3. Be steady. 

4. Analyze your performance. 

5. Analyze your job. 

6. Analyze the job ahéad. 

7. Don’t..worry about being an aver- 
age man; simply use your talents more 


constantly than others do. 

8. Work a little harder than the rest. 

9. Cultivate your judgment. 

10. Express your opinions 
and persuasively. 

ll. Be persuasive without being ob- 
Stinate. 

12. Be-fair in what you say. 

13. Be determined. 

14. Work out a program for improve- 
ment. 


tactfully 


* * ae 


Glen H. Eddy of 
the Ohio Brass Com- 
pany defines sales- 
manship as “the art 
of removing objec- 
tion from the buyer’s mind.” Mr. Eddy 
believes that the salesman’s chief duty 
is that of an interviewer. Hé-comes 


Lets Prospects 
Buy Instead Of 
Selling Them 





Policy Holders 
Total New Life 
Holders 


Established 1879 





Eighteen Million Plus on the 
‘Lives of Policy Holders 


January 1, 1929, to July 31, 1929, inclusive 
Percentage of Total New Life Insurance... 25 
Total Number Applications on Lives of 
eek Rae alas 3,427 
Insurance on Policy 
ee te $18,208,394 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


=— 
— 
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Des Moines, Iowa 
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to the prospect to ask questions in or- 
der to know whether the prospect can 
use his product or service profitavly. 

There is no high-pressure selling in 
this system. The salesman does not 
grow oratorical or watch for the so- 
called phychological moment to. get the 
signature on the dotted line. He merely 
asks intelligent questions of his prospect 
and listens sympathetically.’ His relaxed 
mental attitude and his honesty of pur- 
pose help him to win through. 

Mr: Eddy believes that in order to sell ' 
successfully year after year in the same 
territory, the salesman must think of 
himself as a partner of the people he 
calls upon to serve. 





PEOPLES LIFE MEETING 

Field representatives of the Peoples 
Life of Frankfort, Ind., met at the home 
office last week in the twenty-second an- 
nual agency meeting of the company. 
Leaders ‘in production’ from the nine 
states in which the company operates 
attended the meeting. 

They came from Ohio, Michigan, 
Illinois, Iowa, Texas, Arkansas, Tennes- 
see and California, in addition to In- 
diana. Arthur Louette, agency director 
of the company arranged a program 
including Clarence C. Wysong, insurance 
commissioner of Indiana, and Mansur B. 
Oakes, president of the Research and 
Review service of Indianapolis. 





ose tieeeiienemeeene eee 


TO BROKERS 


GUARANTEED INCOME 
POLICY in any amounts 
without medical examination 
—worth your while to inquire 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


W. H. JONES, Mgr. 





110 William Street 
New York City 
Beekman 5058-6691 








HAIGHT, DAVIS & HAIGHT, Inc. | 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Kansas City 
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“In This Way 
A 


size. 


degree of its service. 
its service broadens. 


34 Nassau Street 


DAVID F. HOUSTON 
President 


LIFE INSURANCE COMPANY may well measure iis 
success by the good it performs rather than by great 
Through eighty-six years THE MUTUAL LIFE 
INSURANCE COMPANY OF NEW YORK, the “first American Com- 
pany,” has measured its success by the scope, manner and 
In such a way it is measuring now 4s 


Issuance of contracts of all standard forms, substant al 
dividends, income settlement provisions, Disability and: Dou Jle 
Indemnity Benefits,.and prompt payments and practices for 
‘convenience of members are embraced in its present serv!<e. 


It welcomes as field representatives those who know t’.at 


success is according to the natural law of compensation—t »at 
the best comes to those who give out the best of themselves. 


The Mutual Life Insurance Compary 
of New York 





We Measure” 


New York, N. 7%. 


GEORGE K. SARGEN 
2nd. Vice-President 


k and 
Manager of Agencic* 
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Pean Mutual Changes 
Its Convention Plans 


DROPS REGIONAL MEETINGS 





Gen«ral Convention at Quebec Septem- 
ber 16 to 19 Will Have Nationally 
Known Speakers 


The Penn Mutual has abandoned the 
regional convention plan and will this 
year present to its agents a single con- 
vention, to be held at the Chateau 
Frontenac in Quebec September 16 to 
19, inclusive. The program has been 
some months in the making, and Vice- 
President Hart and Director of Educa- 
tion Coffin believe that it will, repre- 
sent the latest ideas of effective agency 
meetings. A strong contingent headed 
by the company’s president, William A. 
Law, will go from the home office, and 
every part of the Penn Mutual field will 
be represented in the program. Also, 
there will be outside speakers of national 
note. 


The four sessions will be presided over,,” 


respectively, by Will O. Ferguson, gen- 
eral agent at Los Angeles; Director of 
Education Coffin, J. Elliott Hall, gen- 
eral agent in New York City, and Frank 
H. Davis, general agent in Denver. Ap- 
proximately 500 will attend from the 
field. 

This will be the seventh year in which 
the Penn Mutual has held a convention 
chiefly for special agents. Previous to 
1923 its meetings were under the aus- 
pices of the Penn Mutual Agency Asso- 
ciation, a single conference each year, 
those attendant being almost exclusively 
the company’s general agents and home 
office executive staff. : 

The convention of the National Asso- 
ciation meets in the following week at 
Washington, and it is expected that 
many ot the Penn Mutual’s representa- 
tives will go direct from Quebec to 
Washington. 





FEDERAL COURT FOR WOODMEN 





Injunction Suits Being Transferred 
From State; Raise in Rates Pre- 
vented for Present 


The iederal courts are being called 
upon io handle the numerous injunction 
Suits brought by members of the Mod- 
etn Woodmen of the World who are 
protesiing the new higher rates being 


put in cffect. The suits, which are be- 
ing fil! in the state courts, are being 
transferred to the Federal tribunals by 
the company attorneys. 
* An injunction obtained against the 
compaiiy and still in effect orders offi- 
cials o: the organization to refrain from 
puttin into effect the new rate sched- 
ule, frm soliciting older members to 
chang: their groupings, from soliciting 
the su-:ender of any benefit certificate 
for cas. and from dividing the member- 
ship ir» two groups. 

Thos: who are opposing the changes 
Claim -hat while the head camp may - 
at nd enforce new rate schedules 

ar 


are necessary for the financial pres- 
€tvation of the order, it is without power 
'o arbitrarily divide the members into 
ne groups depending upon whether 
jue ae members before or after 
ro , 1919, when the result will be to 
: € prohibitive the rates upon those 
Who hs ve longest been members. 





NEW CASHIER AT MINNEAPOLIS 
Min ‘icw of the rapid growth of the 
Hor eos agency of the Connecticut 
gutual Life under Edwin L. Pickhardt, 
“ company has appointed Clifford E. 
Pick as cashier. This will relieve Mr. 
itkhardt from office details and enable 


im to further th i i - 
Gitization e€ expansion of his or 








Ao FIELD SUPERVISOR 
nl ert K. Strattan has been made 
ird rapetvenae for the Jefferson Stand- 
tess Ne and will work in south New 
ey under Manager John T. O’Brien 
the Camden office. 


EQUITABLE SOCIETY CHANGES 


‘Lloyd W. Klingman Becomes Manager 


of Salary Savings; Fred Bayne and 
Harold Rossman Advanced 


Lloyd W. Klingman, son of Second 
Vice-President Klingman of the Equi- 
table Life Assurance Society, has been 
promoted to the position of manager of 


‘the salary savings division of the home 
office agency department in New York, 


effective October 1. His efficient work 
in both the group and salary savings 
have merited his’ steady advancement. 
He was promoted to the position of as- 
sistant manager of the salary savings 
division early this year. 

Fred D. Bayne has been promoted to 
the position of assistant ‘superintendent 
of agencies, home office department, and 
will have charge of the office organiza- 
tion of Second Vice-President Klingman. 
Mr. Bayne has had years of experience 
in both the*field and home office, and is 
known to.the entire agency organization. 

Harold J. Rossman, who has served 
for the past several years as assistant to 
the resident supervisor at Chicago, and 
later as agency assistant, is being trans- 
ferred to the home office to become an 
assistant to Assistant Superintendent 
Bayne. 


INTERNATIONAL LIFE SUIT 





Edmund Babler, Henry Babler and 
Emma Wall File Petition in St. 
Louis Court Against Receivers 
An intervening petition in the receiv- 
ership suit against the International Life 
of St. Louis, the business of which was 
reinsured in -the Missouri State Life; 
Superintendent of Insurance Joseph B. 
Thompson; and Massey Wilson, co-re- 
ceivers for the insurance company, has 
been filed in the United States District 
Court in St.Louis by counsel for Ed- 
mund A. Babler, Henry J. Babler and 

Emma E. Wall. 

The petitioners ask the court to di- 
rect the receivers to redeem first mort- 
gage bonds amounting to $40,772 on the 
Lindell Boulevard Apartments, St. Louis, 
and eighty-one shares of International 
Life stock. 

Edmund Babler alleges that he pur- 
chased mortgage bonds for $25,494 under 
a contract dated December 15, 1927, with 
the understanding that the life insur- 
ance company would repurchase them in 
ten years. Emma E. Wall claims to 
have purchased $15,298 of the bonds 
with the same understanding of repur- 
chase, while Henry Babler stated that 
under a contract entered into on May 


UNION MUTUAL CONVENTION 





Instructive Talks Feature Portland 
Meetings; David Sprague Toast- 
master at Banquet 
A convention of managers and agents 
of the Union Mutual Life of Portland, 
Maine, was held at the home office Sep- 
tember 5, 6 and 7. Instructive talks were 
given on current sales and insurance 
topics, including a helpful presentation 
on “Why We Are in the Life Insurance 
Business,” by Stanley G. Dickinson of 
the Life Insurance Sales Research Bu- 

reat. of Hartford, Conn. 

David E. Sprague, associate manager 
of the Union Mutual in Boston, who has 
served several times as song leader at 
the conventions of the National Associa- 
tion, acted as master of ceremonies at 
the banquet held at the Eastland Hotel. 
The meetings closed with an old-fash- 
ioned Maine clam bake at Great Dia- 
mond Island in Casco Bay, followed by 
a steamer sail in the bay. 





8, 1924, with Massey Wilson and W. T. 
Grantges, then officers of the Interna- 
tional Life, he purchased eighty-one 
shares of the International stock with 
the understanding that the stock would 
be bought back at $112.50 a share. 








MISSOURI 
STATE 
LIFE 


The Progressive Company 

















ae continued rapid growth and expansion of 

the Missouri State Life has back of it the 
Progressive ideas and careful planning of seasoned 
executives plus the active and hearty co-operation 
of a happy, hard-hitting field force. 
drive straight ahead on production is due to careful 
selection of agents, close co-operation with those 
selected and high aggressiveness on the part of 
the men in the field. 4 The Company is rapidly 
nearing the “Billion and a Quarter” mark in 


amount of insurance in force. ¥ 


{ Power to 


HILLSMAN TAYLOR, PresipeENt 
St. Louis, Missouri 





Admitted Assets Over 
$131,000,000.00 


Insurance in Force Over 


$1,200,000,000.00 2 
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Complete Program Of 
Speakers For A. L. C. 





SOME FEATURES OF MEETING 
H. H. Armstrong of Travelers and 
W. W. Jaeger To Discuss Agency 
Probiems 





The program for the annual meeting 
of the American Life Convention to be 
held at the Sinton Hotel, Cincinnati, Oc- 
tober 14 to 18, has been tentatively com- 
pleted with the addition of H. A. Arm- 
strong, vice-president of the Travelers, 
who will speak on “The Home Office and 
Its Agency Department.” So important 
is the subject assigned to Mr. Armstrong 
considered by the program committee 
and the executives of the American Life 
Convention that two authorities on life 
insurance agency problems have been 
requested to discuss his paper. These 
men are E. S. Albritton, vice-president 
and manager of agencies for the South- 
ern State Life, of Atlanta, Ga. and 
James A. McVoy, president of the Cen- 
tral States Life of St. Louis. 

The program committee ‘has also an- 
nounced that at the session on the morn- 
ing of October 17, W. W. Jaeger, vice- 
president and manager of agencies for 
the Bankers Life of Des Moines, will 
speak on, “What Shall We Do for the 
Agent Beside Giving Him a Contract 
and Rate Book?” 

Mr. Jaeger’s paper is expected to prove 
one of the real high lights of the annual 
meeting. As head of the agency depart- 
ment of one of the leading companies of 
the country he has given considerable 
thought and study to the problems con- 
cerning the proper training and selec- 
tion of insurance agents. For that rea- 
son his address is certain to prove of 
more than average interest. 

In addition, the program committee 
has arranged to have two life insurance 
executives who have had much success- 
ful experience in the agency end of the 
insurance business to discuss Mr. Jae- 
ger’s paper. These discussants are J. J. 
Moriarity, vice-president of the Missouri 
State Life of St. Louis, and Ted M. Sim- 
mons, manager of the United States 
agencies of the Pan-American Life of 
New Orleans. 

As previously announced by the pro- 
gram committee another outstanding 
speaker on the program for the session 
on October 17 will be Leroy A. Lincoln, 
first vice-president and general counsel 
of the Metropolitan Life of New Yor«, 
who will discuss “Life Insurance and the 
National Business Structure.” 

With the announcement of the speak- 
ers for the session on October 17 the 
tentative program for the meeting of the 
convention is now complete with the ex- 
ception of the gatherings of the Legal 
— which will be held on October 


‘ 


Plans of the Various Sections 
C. Petrus Peterson, general counsel of 
the Bankers Life, Lincoln, Neb., chair- 







man of the Legal Section, and Walter 


‘ H. Eckert; general counsel of the Federal 


Life of Chicago, are now putting the 
finishing touches to the general program 
for their sectional meeting and it is 
probable that portion of the convention’s 
annual gathering may be announced 
within the next week or ten days. 

John M. Laird, vice-president of the 
Connecticut General Life of Hartford, 
chairman of the program committee for 
the general meeting and the other mem- 
bers of his committee have worked very 
hard in preparing the program. 

The details of the special: sessions of 
the Agency, Financial and Office Man- 
agement Sections were handled by the 
officers of those sections. They are: 
Agency Section—Chairman, W.. T. 
O’Donohue, vice-president and agency 
manager, Jefferson Standard Life of 
Greensboro, N. C.; secretary, Walter E. 
Webb, vice-president National Life of 
Chicago. 

Financial Section—Chairman, Robert 
J. Merrill, vice-president United Life and 
Accident of Concord, N. H.; secretary, 
D. T. Torrens, vice-president and loan 
officer, Kansas City Life; and Office 
Management Section—Chairman, Roy M. 
Jones, secretary and general manager, 
Atlantic Life, Richmond, Va.; secretary, 
H. F. Chadeayne, manager of the admin- 
istration department of the Missouri 
State Life, St. Louis. 
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PROTECTS THE ENTIRE FAMILY 
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Policies are issued on both 
and industrial plans from birth to sixty years next birthday. 
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Berlin Ad Meeting 


(Continued from Page 9) 


dent of an Ohio steel company. He ad- 
vocated an appropriation by the various 
governments of part of their armament, 
financial allotments, this appropriation to 
be used for the purpose of advertising 
to the people of their country and of the 
world the advantages of peace and its 
general promotion. Advertising has 
shown in the past how it can influence 
great bodies of people, and he felt that 
through advertising the mind of the pub- 
lic can be swayed away from war and 
armaments. Incidentally, one pull in such 
an advertising series would be the light- 
ening of taxation burdens. In New York 
we can see a great deal of advertising 
which is not on the dollars and cents 
basis. An example is the series of ads in 
the New York subway in which the po- 
lice department gives to crooks and 
those who might become crooks the ad- 
vice “You Can’t Win.” 


Significance to Insurance Agent 


Now, the reader will say what is the 
significance to Bill Jones the life insur- 
ance man of the international conven- 
tion? He might ask: Was life insurance 
advertising discussed .in Berlin? It was 
not. But the lesson which Bill Jones 
would gather from the Berlin event is 
that the more general, the more artis- 
tic, and the better the advertising of life 
insurance the bigger and better policies 
of insurance will Bill Jones write. He 
must be on the job and let people know 
he is on the job. In his own way, of 

















Provident “Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 





course, he is always advertising himself, 
his agency, his company. He does so 
every time he pays a call, but some day 
he will find life insurance spreading its 
message through pure advertising chan- 
nels, and on a great scale. At the pres- 
ent time this advertising in life insur- 
ance is in its infancy, but it is bound 
to grow and to be so increasingly intelli- 
gent that the day will come when the 
public will understand what life insur- 
ance is all about and will so appreciate 
its significance and its need that the 
public will send for Bill Jones in order 
to ask his insurance advice. But he 
must grow in stature, understand fully 
his job, and be competent to advise; 
otherwise, the advertising will not be ef- 
fective. If he does not grow, if he does 
not understand his business, if he cannot 
anticipate the public’s insurance needs 
and be competent to meet them and 
give the public what it wants, he should 
not be able to hold his license. 


Intelligent Women 


I do not desire to close this article 
without telling of another angle of this 
trip which made a deep impression upon 
me, and that was the number of Ameri- 
can women who were along and who are 
experts in some phase of American ad- 
vertising or business—women artists and 
copy writers and executives—making 
from $5,000 to $25,000 a year and appar- 
ently doing their jobs as capably as any 
man can. The number of these women 


National Defense Life 


(Continued from Page 1) 
retired Army and Navy officers and 
others who have been identified with the 
national defense cause. Among them 
were Rear Admiral R. E. Coontz, re- 


tired, and Major General Mark L. Her- 


sey, retired. 

But one of the chief promoters of the 
new company is E. P. Melson, former 
president of the Continental Life of St. 
Louis, and one of the founders of the 
Missouri State Life. Mr. Melson has 
established his residence in Washington 
and is now in charge of the development 
of the company as its general manager. 
It is understood that several of Mr. Mel- 
son’s former associates in the life insur- 
ance business in St. Louis will become 
identified with the National Defense 
Life. 


_—___—_—— 








is constantly growing and it was a pleas- 
ure to meet and talk with them. 

After leaving Berlin we spent a week 
in Bavarian Germany, where we were 


still further impressed by the beauty of, 


the country, orderly and immaculate 
every corner, the people healthy, sturdy 
and thrifty. The medieval towns wert 
especially attractive to an American an 
worth visiting. Several days in the Alps 
and then through the back door of 
France to Paris, the Paris which every- 
body knows—or knows about—and then 
home, completely satisfied by one of the 
most interesting and instructive trips 
which we have ever taken. 





our service. 





IN SUMMER 


or in winter the representatives and policyholders of ‘1¢ 
Massachusetts Mutual enjoy not only the great resour“es 
and splendid facilities of this Company, but also t!at 
mutual counsel and co-operation which make ev:ry 
relationship a definite advantage to all those who rely on 


The Massachusetts Mutual Life Insurance “9. 
Springfield, Massachusetts 


{ . Organized 1851 


More Than a Billion and Three-Quarters of Insurance in Force 
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Cor.necticut General’s 
Nev “Convertible To 65” 


1ssUzS LOW NET COST FORM 





Minir:um Cost to Age 65 and Convert- 
ibie After Five Years Without 
Medical Examination 





The Connecticut General Life has 
brought out a new low cost policy to 
be known as “Convertible to 65.” The 
policy will furnish insurance to age 
sixty-five at a minimum cost and may 
be converted without medical examina- 
tion to any form of life or endowment 
insurance at any time after it has been 
in force for five years. When the con- 
version is made the full reserve is used 
to provide’ an annual reduction in the 
premium on the policy to which conver- 
sion is made. It is issued in amounts of 
$5,000 or more and the usual double in- 
demnity and disability provisions are is- 
sued. The policy is non-participating. 

The following table shows comparison 
of rates of the “Convertible to 65” with 
ten year term and ordinary life: 


Convertible Ordinary 

Age 10 Year Term to 65 Life N. P. 
20 $7.72 $10.52 $13.04 
25 8.05 11.55 14.72 
30 8.54 12.86 16.89 
35 9.31 14.57 19.71 
40 10.67 16.87 23.38 
45 13.57 19.94 28.35 
50 18.93 25.06 34.99 
55 28.12 34.74 45.01 


The new policy gives low cost protec- 
tion during the period of life prior to 
age sixty-five, a time when a man’s 
family is most dependent and when the 
services of an executive are most valu- 
able to his business. That part of the 
premium which in the higher premium 
forms of insurance is used to build fu- 
ture equities is applied by the Convert- 
ible to 65 policy to provide additional in- 
surance when needed most. 

For the last few years, like mdny 
other companies, the Connecticut Gen- 
eral has experienced a large and grow- 
ing demand for term insurance. The 
public has been showing a strong de- 
sire to obtain ample insurance early in 
life—more than could be paid for on any 
Permanent plan. The company has not 
felt satisfied, however, that a contract 
furnishing insurance for less than the 
entire productive period constituted the 
best protection in a good many cases, 
since it may and often does terminate 
just when needed most, or that a short 
conversion period satisfactorily meet re- 
quirements, since many men do not ex- 
perience any considerable increase in 
tarnings during the short period within 
which the usual term policies are con- 
Vertible. 

Increasing the duration of the contract 
and of the conversion period would not 
be a complete solution since, if conver- 
sion were made in middle or later life, 
the cost would often be prohibitive. 

me way of reducing the cost of the 

Mew insurance seemed to be necessary 
omake conversion practicable after the 
Contract had been in force a consider- 
ale number of years. To effect this, 
te company worked out a premium 
Which accumulates a substantial reserve 
Which is applied in the form of a guar- 
anteed annual credit to reduce the pre- 
Mums on the policy to which conver- 
‘ion is made. In this way the insured 


tains maximum protection at low cost . 


When needed most, and combined with 
tt excellent facilities for converting to 
Mrmanent insurance and options for 
reducing the amount of the insurance or 
leminating it. 





DUNSMORE AUGUST RECORD 


ting August the Dunsmore Agency 
of the Equitable Society had the larg- 
St paid month in its history, with $1,- 
Thi volume and $62,000 in premiums. 

S represents a gain of 80% over Aug- 
"St of last year and puts the agency on 
a basis of 30% increase over 1928. 


PARSONS HEADS AGENCIES 


Danford M. Baker of Pacific Mutual Re- 
tires Because of Poor Health; New 
Title For D. E. C. Moore 

Arthur C. Parsons, who has been vice- 
president and assistant superintendent of 
agencies of the Pacific Mutual, has been 
appointed superintendent of agencies and 
will have full charge of the duties of that 
office in both the life and accident de- 
partments. He succeeds Danford M. 
Baker, who has been in poor health and 
wishes to be relieved. Mr. Baker will 
continue to take an active part in ad- 
vising in agency matters. 

Mr. Parsons came with the Pacific 
Mutual in 1922, giving up a lucrative po- 
sition in the real estate business to take 
charge of the company’s San Francisco 
agency. In 1924 he was brought to the 
home office and placed in the agency ex- 
ecutive department where as_ assistant 
superintendent he has given much of his 
time to traveling and making agency ap- 
pointments in the field. 

‘The Pacific board of directors at its 
August meeting also honored Douglas 
E. C. Moore with the title of junior vice- 
president and assistant counsel. Mr. 
Moore has been in the company’s ser- 
vice twenty-two years, having spent his 
vacations in various departments at the 
home office throughout most of his school 
years and until he got through college. 
After World War service he studied law 
and was admitted to the bar in 1921. 

Mr. Moore entered the legal depart- 
ment of the Pacific in 1919 and has been 
legal adviser to the accident and agency 
departments and also has had charge of 
all matters affecting the company’s cor- 
porate existence. He also serves on a 
number of important standing commit- 
tees at the home office and is a director 
in several financial and insurance cor- 
porations located in California. 


ACACIA CLUB AIDS VISITORS 











Unusual Service to Members of Asso- 
ciation Who Visit National 
Capital 

A club of policyholder members of the 
Acacia Mutual Life Association which 
aims to assist its members when they 
visit Washington, D. C., has been in 
existence since the association entered 
its new home office building there. Such 
has been its success that it has been host 
to more than 1,700 guests during the 
vacation season this year, from April 1. 

These visitors have received every pos- 
sible assistance which a visitor in Wash- 
ington could require. The club has given 
them maps, made train reservations, ar- 
ranged sightseeing trips and in the club 
rooms Acacia members have found com- 
fortably appointed headquarters where 
they might read and rest. 

Under the original plan for the club, 
as worked out by President -William 
Montgomery, every member of the 
Acacia Mutual Life Association is eli- 
gible to membership in the club, and the 
widespread use to which it has been put 
during the present vacation season is re- 
garded an emphatic seal of approval. 





FRANKLIN DAY RESIGNS 

Franklin Day, second-vice president of 
the Equitable Life Assurance Society, 
who has rendered very valuable services 
to his company, particularly in connec- 
tion with the complicated and important 
work relating to the retirement of the 
Equitable from all foreign fields, has re- 
signed “in order to devote himself to 
the pursuit of other interests which have 
attracted him for many years.” His 
resignation has been accepted with re- 
gret, and his associates wish him much 
future happiness and prosperity. 


TRAYLOR MADE INSTRUCTOR 

Announcement has been made of the 
appointment of Fitzhugh Traylor, assist- 
ant agency manager for Indiana of the 
Equitable Society, as company instruc- 
tor for the central department of the 
company. He is a native of Indianapolis 
and has been with the company seven 
years, serving as agent, district and as- 
sistant agency manager. 
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LVew York Life 


Dyrectors 


The success of any Company is primarily a matter of 
‘ management—that is, of MEN. Following is a list of 
Directors, New York Life Insurance Company, the most 
recently elected being Calvin Coolidge: 
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LAWRENCE F. ABBOTT......... Director Valentine & Co. 
ek Within archer eee ee Manufacturer 















= te a ee Commission Dry Goods 


MORTIMER N. BUCKNER $Chairman of Board, New York 
Trust Co. 
THOMAS A. BUCKNER................... Vice-President 


NICHOLAS MURRAY BUTLER. Pres’t Columbia University 


War? \te 





CALVIN COOLIDGE. Former President of the United States : 
GEORGE B. CORTELYOU...... Pres’t Consolidated Gas Co. is 
WALTER W. HEAD.......... Pres’t State Bank of Chicago e 
CHARLES D. HILLES................. Insurance Manager % 
ALBA B. JOHNSON...;......... Retired, Philadelphia, Pa. % 
PERCY H. JOHNSTON... .Pres’t Chemical Bank & Trust Co. % 

s 






Vi 


WILLARD V. KING Chairman Advisory Board, Irving 

















Trust Co. XS 

DARWIN P. KINGSLEY....................... President s 
RICHARD I. MANNING... . Farmer, Columbia, So. Carolina S 
SOP URNE . . 2 iS Lawyer : 
GERRISH H. MILLIKEN .......... Deering, Milliken & Co. °6: 
FRANK PRESBREY........ Frank Presbrey Co., Advertising s 
JOHN J. PULLEYN...... Pres’t Emigrant Ind. Savings Bank = 
FLEMING H. REVELL..... Fleming H. Revell Co., Publishers = 
{ Chairman of Executive Committee, s 

GEORGE M. : oie Continental s 
Illinois Bank & Trust Co., Chicago ss 

HIRAM R. STEELE....... Steele, DeFriese & Steele, Lawyers K 


JESSE ISIDORE STRAUS. President R. H. Macy & Co., Inc. 
RIDLEY WATTS ...... Ridley Watts & Co., Dry Goods 


Commission 
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NEW YORK 
LIFE INSURANCE 
COMPANY 


MADISON SQUARE 
NEW YORK, N. Y. 
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Aetna Life Concludes 
Regional Conventions 


EASTERNERS AT ASBURY PARK 





Vice-President Luther Predicts that Re- 
quirements for Agent’s Contracts 


Will Be Made Higher 





The Aetna Life held its eastern re- 


gional meeting at Asbury Park, N. J, 
September 4, 5, and 6. This meeting 


was the fifth and last of the company’s 
regional meetings that have taken place 
in various parts of the country during 
the past six weeks. The Aetna is one 
of the first companies to introduce the 
regional plan of meeting, and its results 
are watched with keen interest. Only 
full time agents of a specified high qual- 
ity and quantity of production were eli- 
gible to attend. 

Some 300 from all over the country 
qualified and attended the meetings in 
their respective regions; and the three 
days were devoted to both business and 
recreations. There were three business 
sessions at which the agents themselves 
mainly were the speakers. Home of- 
fice representatives, general agents, su- 
pervisors, and guests also attended the 
convention. A staff of home office men 
made the rounds of the five meetings 
and talked at each on the home office 
angles of the business. This staff con- 
sisted of K. A. Luther, vice-president; 
W. H. Dallas, assistant vice-president in 
charge of underwriting; Dr. P. M. Cort, 
associate medical director; Ralph Keffer, 
assistant actuary; and P. W. Watt, su- 
perintendent of the group division. 


Future Agents Must Produce 


“The time is coming when insurance 
men will be required to write a substan- 
tially high ‘minimum’ of business if they 
are to hold their agents’ contracts with 
us,” Vice-President Luther told the con- 
vention. “The cost of maintaining the 
small producer is becoming too expen- 
sive.” It is his belief that the perma- 
nent growth and development of the 
company’s business will come to depend 
more and more upon the calibre of men 
attending these regional meetings. 

In his discussion of underwriting Mr. 
Dallas brought out the point that results 
of the so-called ‘boom’ period of life in- 
surance following 1923 are shown in the 
higher mortality rate for life companies. 
“Quick deaths, a visible tendency toward 
speculative buying of life insurance and 
over-insurance” he said, “are other fac- 
tors which are causing the life compa- 
nies great concern. There have occurred 
an excessive number of ‘quick deaths’ in 
the large cases.” 

Disturbing factors in the insurance 
business today, he explained, include the 
tendency of persons to insure others 
without any definite reason for the in- 
surance and where there is a question 
of insurable interest, the practice of plac- 
ing large sums on minors by parents who 
carry little or no life insurance, and the 
attempts of men receiving moderate an- 
nual incomes to have themselves insured 
for sums from fifteen to twenty times 
that income. 

Aviation Insurance 

The subject of aviation insurance was 
touched on briefly by Mr. Keffer. He 
referred to the statement often made by 
people that there is no more hazard con- 
nected with the operation of airplanes 
than there is connected with the opera- 
tion of automobiles.’ “Its inéonsistency 
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is made clear,” he said, “when you con- 
sider that if the deaths from automo- 
biles occurred as frequently in propor- 
tion as they occurred in’ 1928 from the 
operation of airplanes, there would be 
from 4,000 to 5,000 such deaths each day 
in the year.” 

He went on to say that it is hoped 
insurance companies will soon be able 
to determine at least some classes of 
aviation risks, but that there still is a 
real hazard connected with the operation 
of airplanes even under the best condi- 
tions and that insurance companies must 
move carefully before they undertake 
such risks. 

Dr. Cort Speaks 


In discussing the medical phases of 
underwriting, Dr. Cort made the surmise 
that we see more men wear out today 
than ever before in the history of our 
race. He went on to say, “Dublin has 
shown that one of every five of the pop- 
ulation today is destined to die of heart 
disease. War and pestilence have been 
put aside and youth is now permitted 
to grow up only to wear out. 

“Conditions are persistently changing,” 
he «said, “and therefore underwriting re- 
Strictions cannot be fixed.” He empha- 
sized the importance of any liberality 
shown by any company in its underwrit- 
ing ratings coming, not through the pres- 
sure of competition, but from actual find- 
ings in the underwriting department it- 
self. 

The development of group insurance 
was reviewed by Mr. Watt. “The very 
large group or wholesale cases,” he said, 
“are a small part of the total group 
business. The average size case on our 
books is about $400,000. Most of the 
large cases have been written.” The fu- 
ture of group business, he concluded, 
lies in average size cases. 





MISSOURI STATE LIFE 

A gain of $7,628,437 in written business 
is reported by the Missouri State Life 
during August, 1929, as compared with 
the same month in 1928. According to 
Hillsman Taylor, president of the com- 
pany, ordinary and group sales totaled 
$36,804,103 for the eighth month of 1929, 
as against $29,175,666, for the correspond- 
ing month of last year. 





WALTER F. MEIBURG HONORED 

The twenty-fifth anniversary of Wal- 
ter F. Meiburg’s connection with the 
Guaranty Life of Davenport, Iowa, was 
celebrated recently by the officers and 
employes of the company. Mr. Meiburg 
is secretary and a director of the com- 
pany. 

L.. J. Dougherty, vice-president and 
manager, on behalf of the officers pre- 
sented Mr. Meiburg with a set of 
matched golf clubs, a leather golf bag, 
and a complete fishing outfit. 


Harper’s Talk 


(Continued from Page 4) 
analysis of a client’s whole estate, includ- 
ing securities as well as life insurance. 

“The most significant conclusion I'am 
sure, is that some plan of financing must 
be employed in order to successfully in- 
terest high-grade men in coming into 
our business. There may be rare in- 
stances where you can get a good man 
without financing him, but these are the 
exceptions and not the rule. Usually, 
you get one out of ten or fifteen, with- 
out financing, and then there is a ques- 
tion as to how good that one really is. 
I know that we have always shied away 
from the subject of financing, and I 
think that the time has come for us to 
come out in the open and discuss it fully 
and frankly—for the sake of ecenomy 
and good business if for no other reason. 

Financing 

“The principal thing we should de- 
termine is not whether we should finance 
new men,—for apparently all of us have 
in the past and will in the future—but 
how we can finance wisely and efficiently, 
so as to accomplish our purpose and se- 
cure a fair return on our investment. 
The latter, it seems to me, is a problem 
which we, as general agents, must work 
out, and is a responsibility which we 
must assume. 

“Tt involves three major phases, con- 
tacting with and careful selection of 
high-grade men, training them thorough- 
ly and competently, and guiding their 
efforts closely, giving them real sales- 
service and expert assistance in their 
work. These functions are ours, and 
each of them calls for good judgment 
and sound business ability. 

“Since the first of the year we have 
started several full-time men on a sal- 
ary basis in Philadelphia. We were far 
more concerned about the care with 
which we selected these men than we 
were about the extent to which we 
financed them. We are paying one or 
two of them as high as $400 a month. 
We believe that they are worth it, how- 
ever, based on their past records and 
qualifications,—and we believe that they 
will justify it. We shall undoubtedly 
have some losses as time goes on, but 
we are prepared for that. I doubt, 
though, that our losses will begin to ag- 
gregate the time, effort and money spent 
in mass recruiting—and I shall certainly 
be greatly disappointed if the results, 


particularly from the standpoint of per-_ 


manency, are not far more satisfactory.” 


KEANE-PATTERSON FIGURES 
The Keane-Patterson agency of the 
Massachusetts Mutual in New York paid 
for $14,320,274 to September 1, as against 
$9,284,693 last year. This eight months’ 
production is more than the paid- for in 
the whole of 1928. 





—. 
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Bankers National Lif» 
Agents In Conven ion 


VISIT JERSEY CITY HOME OFFICE 





Number of Prominent Speakers A-idres; 
Agents in Closing Dinner at H< tel 
McAlpin, New York 


The Bankers National Life of _ ersey 
City held its first convention c! the 
Hundred Thousand Dollar Club 2t the 
home office September 9, 10 and 1. The 
self-elected officers of the 1929 Club are 
Harry A. Baron, Philadelphia; S2muel 
Rappaport, Providence, R. L, and Ruric 

Wiggins, of Cleveland. Many f the 
qualified agents have been with the com- 
pany only six months, and expect to 
make the Quarter Million Club conven. 
tion next year. 

It was announced that the. Quarter 
Million Club will hold a joint convention 
with the Bankers National Life of Jack- 
sonville, Fla., and the Bankers National 
Life of Kansas City, next February in 
Havana. 

The opening convention day program 
included a tour of the home office, “Fol- 
lowing an Application Through the 
Mill”; a luncheon at the Hotel Plaza in 
Jersey City, at which President Ralph 
Lounsbury welcomed the visitors and 
presented them with buttons denoting 
their membership in the club; an open 
forum in the afternoon session, with 
George Ramee, superintendent of agen- 
cies presiding; and a dinner on the Hotel 
Pennsylvania roof in New York in the 
evening followed by a visit to Earl Car- 
roll’s theatre. 

The home office department heads ad- 
dressed the delegates Tuesday morning, 
covering such subjects as “What an 
Actuary Does,” “Medical Requirements,’ 
and “Borrowers’ Protection.” Arthur 
Howell, assistant superintendent of agen- 
cies, led the agents in an exchange of 
selling ideas. 





Dinner Meeting 

The most important session of the con- 
vention was the closing dinner Wednes- 
day evening in the Hotel McAlpin, New 
York City. The speakers included Harry 
A. Baron, of Philadelphia, the president 
of the 1929 Hundred Thousand Club, 
whose subject was “On Behalf of the 
Club Members”; J. A. Reichart, presi- 
dent of Clarence Hodson & Co., of New 
York, who spoke on “Selling”; Judge 
Richard Lee of New York, whose. topic 
was “Selling the House”; Judge J. J. 
Lentz, president of the: American Insur- 


ance Union, Columbus, Ohio, telling 
“What a Director Expects”; E. k. Beck- 
with, corporation attorney of New York, 
on “Wild Insurance Agents | Have 


Met”; and the chairman of the board of 


directors of the Bankers ational, 
Charles H. Watts, whose subj-ct was 
“What Is Back of Bankers Naticval Life 


Insurance Co.?”. These subjec's were 
handled very ably by men who were in 
a position to give good advice ‘nd en 


couragement to the visiting age: ‘s. 





SUN LIFE OF CANADA 
The Sun Life of Canada repor's as of 
June 30 surplus of $51,820,982, against 
$52,730,002 a year ago, a decrease of 


1.5%. Assets were $525,934,6!', com- 
pared with $455,125,801, a gain © 15.3%. 
Income of the company for the ‘rst six 
months, 1929, was $85,892,893, « mpared 
with $81,639,373 for the 1928 pe iod, am 
increase of 6.1%. pre 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300. 





MANAGERS. 


INSURANCE CO, sce 
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Home Office, 50 Union Square, New York City 
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Uptown 





420 Lexington Ave.—LEXingto:: 6715 
245 Fifth Ave.—ASHland 1772 a 
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C. M. Hunsicker Eight 
Times Fidelity Leader 


CO. HONORS NEW OFFICERS 


Anrual Leader’s Club Convention Held 
at Atlantic City this Week; Hear 
Outside Speakers 


The 1929 officers of the Fidelity Mu- 
tual Life. Leader’s Club were duly in- 
stalled and honored at the company’s 
annual convention at Haddon Hall, At- 
lantic City, this week. The new officers 
are: Clayton Hunsicker of Philadelphia, 
president; Karl Collings of Philadelphia, 
vice-president; James Brennan of Chi- 
cago, second vice-president; Franklin 
Bettger of Philadelphia; secretary; and 
Elmer Baase of Buffalo, N. Y., treasurer. 

C. M. Hunsicker is president of the 
club for the eighth time, at the age of 
seventy. The last twenty-five years of 
his forty-six spent in the business have 
been with the Fidelity. To lead the 
club, Mr. Hunsicker paid for a million 
and a half new business, although he 
only worked eight months during the 
club year. He was the principal speaker 
on the first day’s program with his sub- 
ject “Never mind the policy—discover 
the prospect’s needs.” 

After the formal opening of the con- 
vention by Vice-President Frank H. 
Sykes, and a word of greeting from the 
president, Walter LeMar Talbot, Profes- 
sor John Dennis Mahoney conducted the 
instalation ceremony, which was a bur- 
lesque of the Edison intelligence test 
awards. Garbed in cap and gown, he 
acted as dean of University of Fidelity 
conferring degrees on winners of nation- 
wide test of fitness. 


L. A. Mershon Speaks 


L. A. Mershon, former secretary of 
the trust company division of the Ameri- 
can Bankers Association, talking on 
“Balancing an Estate,” predicted that 
twenty-two billions of life insurance in 
force will be added next year, and pre- 
dicted a total of three hundred billion in 
force during his lifetime. 

L. B. Hendershot of the field service 
department of the Life Insurance Sales 
Research Bureau, speaking on prospect- 
ing, stated that he had listed forty-two 
needs for insurance. He said that the 
agent’s main problem was to convert 
Suspects to prospects to customers to 
policyholders. An ample supply of pros- 








pects is the foundation of success, he 
added 
Earle Schaeffer of Harrisburg gave an 


interesting discussion of programming. 
He out!ined all the elements of good pro- 
grams and cited from his own experience 
how a program makes a sale easier, in- 


creases the amount and encourages per- 
' Sistency. He attributes the great in- 
Crease in life insurance solely to pro- 


gram insurance. 

Other speakers at the convention in- 
cluded John W. Oliver of Philadelphia; 
R. F. Tull, secreteary of the company; 
Thomas F. Guthrie of Minneapolis; L. A. 
» Ir. of New York; R. L. Taylor of 
his, Tenn.; S. Wilson of Easton, 
Pa; 2nd Vice-President and General 
Counse! George Wilson, who gave a 
technical structure of simple business 
Msurance agreements. 

Awards for standardized sales talks 
went to Charles F. Taylor, Philadelphia, 
On income to beneficiary; Elmer Baase, 

uffalo, on low rate life policy, and E. C. 


Stetson, Portiand, Ore., on income. for 
ife. 





NEW PREMIUM PLAN SUCCEEDS 
The Equitable Life Assurance Society 
announced its new monthly premium 
Plan on July 5, and on August 19 it had 
teadv received over 300 applications for 
he mately $3,000,000 of insurance on 
Pian, 





HOBOKEN GENERAL AGENTS 
Joseph J. Garibaldi and Joseph A. 
field have been appointed general 


agents of th ane : % 
boken, Nj. e John Hancock in Ho 


Judge Byron K. Elliott 
Named For A. L. C. Post 


TO SUCCEED CLARIS ADAMS 





Indianapolis Judge Suggested as Secre- 
tary and Counsel of American 
Life Convention 





The election of Judge Byron K. Elliott 
of the Superior Court of Marion county, 
Indianapolis, as secretary and general 
counsel of the American Life Convention 
to succeed Claris Adams will be recom- 
mended by a special committee to the 
executive committee at its meeting to be 
held in Toronto, Canada, next week. Mr. 
Adams is leaving the convention to be- 
come vice-president of the American 
Life Insurance Co. of Detroit. During 
the past few months the special com- 
mittee appointed for that purpose has 
considered a large number of men sug- 
gested for the position being vacated by 
Mr. Adams and decided upon Judge 
Elliott unanimously. 


Tudge Elliott was born in Indianapolis 
May 5, 1899, and attended the public 
schools of that city until 1917, when he 
enlisted in the Army as a private. Later 
he served as a lieutenant of coast ar- 
tillery. He received his AB. degree 
from Indiana University in 1920 and his 
LL.B. from Harvard Law School in 1923. 
Later he entered the practice of law 
with his father, William F. Elliott. 

In 1925 he was appointed Assistant At- 
torney General of Indiana and was 
elected to the Superior bench in 1926. 
His grandfather, Judge Byron K. Elliott, 
for twelve years was chief justice of the 
Indiana Supreme Court. 

Judge Elliott did part of the editorial 
work on “Elliott on Roads and Streets,” 
and “Elliott on Contracts,” and a sup- 
plement on “Elliott on Railroads.” His 
father and grandfather were the authors 
of Elliott’s “Works of the Advocate,” 
Appellate Procedure,” and “General 


Practice.” He is now president of the 
Curtiss Flying Service in Indiana, a 
member of the Presbyterian Church, In- 
dianapolis Dramatic Club, Contemporary 
Club, Columbia Club, Woodstock Coun- 
try Club, Indianapolis Athletic Club, Ma- 
sonic Orders, American Legion and Beta 
Theta Pi college fraternity. 


He formerly was counsel for the In- 
dianapolis Better Business Bureau.. 


INSURANCE WEEK FOR BANKERS 








New York Permanent Exposition De- 
votes Days to Divisions of 
Business 
Insurance days will be held at the 
Bankers’ Industrial Exposition at No. 11 
West Forty-second street next week 
from Tuesday to Friday, September 17 
to 20. These days will be Life Insurance 
Day, Fire & Marine Day, Brokers’ and 
Adjusters’ Day and Foreign Insurance 

Day respectively. 

It is expected that insurance men will 
address the visitors to the exposition be- 
tween 12 and 12:30 each day. 

The Bankers’ Exposition is a perma- 
nent exposition with banking and indus- 
trial exhibits. 


LANE AGENCY LUNCHEON 


The Lane Agency of the Home Life, 
New York, held its first luncheon for 
the opening of its fall campaign at the 
Aldine Club on Tuesday of this week. 
The luncheon was attended by four- 
teen agents in addition to the execu- 
tive staff.of the agency, consisting of 
Messrs. Louis Lane, Mervin L. Lane, 
Frank L. Lane, Assistant Manager Mor- 
ris H. Misbin, and Agency Cashier Eu- 
gene O. Sheridan. The home office of 
the company was represented by Agen- 
cy Vice-President James A. Fulton. Su- 
perintendent of Agencies H. W. Man- 
ning, Vice-President William J. Cam- 
eron and Assistant Medical Director Dr. 
George E. Woodford. A special guest of 
the occasion was Archibald R. Cassidy 
of Sarasota, Fla. ‘ 














Life Companies and 
Trust Organizations 








distinctive. 


‘insurance. 


awake life insurance man. 





If we examine the scope of the services performed by 
life insurance companies and trust organizations—in- 
cluding in the latter term trust sections of commercial 
banks—we shall find a broad field of co-operation. 


While the general character of each is fiduciary, the 
two instrumentalities are not natural competitors. They 
are more nearly like allies although their activities are 


Each suggests, initiates, activity for the other. 
furnishes service for which the other is not equipped; 
one the insurance of the productive value, accumulated 
and prospective, of human life; the other the adminis- 
tration of trusteeships, of which many proceed from life 


There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized this 
fact and applied it in a practical way. On the other 
hand, it is evident to me that a corresponding interest in 
the promotion of the welfare of the banking and trust 
companies is now a part of the program of every wide- 


Watton L. Crocxsr, President 





Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Each 























Connecticut Mutual 
Meet At Bigwin Island 


MANY CUPS PRESENTED LEADERS 
Plans 





for Development Outlined by 
Educational Director Stokes 
and by Outside Speakers 





The theme of this year’s Connecticut 
Mutual convention held at Bigwin Inn, 
Bigwin Island, Ontario, Canada, last 
week was “The A. B. C. of Sales Re- 
sults.” The various points in the com- 
pany’s new program of sales develop- 
ment were outlined, explained and dis- 
cussed. 

Many cups awarded agents for con- 
spicuous achievements were presented 
by President James Loomis. The new 
paid business during the first eight 
months of 1929 amounted to $93,551,,333 
representing a gain of 11.5% over a 
similar period last year. As of Septem- 
ber 1, insurance in force stood at $874,- 
879,434. 

H. M. Holderness, agency secretary 
and superintendent of agencies, presided 
at all sessions. He discussed the pur- 
pose of the convention, after which T. C. 
Rice-Wray of Chicago spoke on “The 
Personality of the Salesman.” Thomas 
M. Stokes, educational director, outlined 
the three major factors that make for 
sales success. Two New York Univer- 
sity professors, Drs. Borden and Busse, 
who have studied and analyzed over 
15,000 actual sales interviews, talked on 
“Six Principles of Salesmanship.” They 
illustrated their six points with rapid- 
fire dialogues taken from life. 

Among the other speakers were L. D. 
Fowler of Fort Wayne, who talked on 
“Old Age Incomes and Investment Trust 
Bonds”; E. C. Sparver, who emphasized 
the importance of preparation and the 
important part a plan and schedule 
plays in the success of the agent; Fred 
O. Lyter, assistant superintendent of 
agencies, who spoke on “The Company 
and the Business”; and Stratford Lee 
Morton of St. Louis whose topic was 
“Business Insurance.” 

As one of the features of the program, 
a moving picture “The Growth of an 
Idea” was shown, depicting home of- 
fice management, and including the 
progress of an application through the 
home office. Lewis Hendershot of the 
Life Insurance Sales Research Bureau 
showed and discussed the Bureau’s new 
slide film service on visual education. 


DINNER TO F. H. HARDISON 


Former Massachusetts Commissioner 
Guest on 80th Birthday and 50th 
Wedding Anniversary 
In honor of his eightieth birthday, a 
luncheon was tendered former Insurance 
Commissioner Frank H. Hardison of 
Massachusetts in the Hotel Statler in 
Boston on September 3. The date also 
marked the fiftieth anniversary of Mr. 
and Mrs. Hardison’s wedding. Mr. Har- 
dison is now consulting actuary of the 

Liberty Mutual. 

Among those present at the luncheon 
were Deputy Insurance Commissioner 
Arthur E. Linnell of Massachusetts; 
George Smith, vice-president of the New 
England Mutual Life; Secretary Harry 
L. Peabody of the Ridgeley Protective 
Association, and Manager N. W. Magoun 
of the State Compensation and Auto 
Rating Bureau, all formerly of the Mas- 
sachusetts Insurance Department, where 
they were associated with Mr. Hardison; 
President Walter S. Bucklin and Vice- 
President Fred A. Carrol of the National 
Shawmut Bank; Secretary - Treasurer 
Daniel Waish of the Twin Mutuals; 
President S. Bruce Black and the fol- 
lowing executives of the Liberty Mutual: 
J: W. Cronin, Cooke Lewis, C. E. Wood-- 
ward, D. S. Beyer, R. A. Wheeler, O. 








H. Simmons, Jr., J. W. Philips, all of 
Boston, and C. R. Wilder of New York. 
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LOCAL AGENTS’ EDITION 


The Eastern Underwriter will publish 
tomorrow, Saturday, September 14, an 
extra edition covering the convention of 
the National Association of Insurance 
Agents held this week at Detroit, Mich 
This edition will contain a complete re- 
port of all that transpired at the com 
vention. 





THE GOLD BOOK OF LIFE 
INSURANCE SELLING 
FOR 1929 


There is no piece of work done by the 
staff of The Eastern Underwriter pro- 
ducing more genuine satisfaction to its 
members than building The Gold Book 
of Life Insurance Selling. Each issue 
presents a challenge both to the staff 
and to the contributors to match, if not 
to surpass, those that have gone before. 

With the next issue of The Eastern 
Underwriter The Gold Book for 1929 
will go to all subscribers. It is bigger 
than any previous number—132 pages— 
and in it will be found a wide range of 
useful material for both the field and the 
home office. It aims to give many of the 
most successful sales ideas of the year 
and the actual methods and experiences 
of successful life insurance salesmen, .as 
well as much educational material by ex- 
perts in their lines. 


Presidents of a number of companies 
give sales ideas; some of America’s great 
corporations discuss employment dead- 
lines; the plight of America’s elderly 
people is pictured; the amazing growth 
of wealth among women is shown; the 
happy working together of life insurance 
and trust companies in the joint produc- 
tion of insurance trust business is promi- 
nent in this number; the value of good 
will, estate analysis work, and legal and 
illegal tax avoidance, have their place. 

Writing life insurance for families on 
farms; the great field of aviation risks, 
and numerous personality stories, includ- 
ing one about that remarkable young 
manager who is making his mark in the 
production field, Ralph G. Engelsman, 
and another on Ethelbert Ide Low, are 
to be found. Climbing to success with 
prospects; how the home office sees un- 
derwriting, will interest the producér and 
the “I - can - invest - my - money-myself” 
bubble is exploded. “Why the Life .Un- 
derwriters’ Association?” by John C. 
McNamara, Jr.; “The American College 
‘of Life Underwriters,” by Dr. David 
McCahan, assistant dean, are other ar- 





ticles, and “The Surest Way to Save” is 
discussed by James F. Little. 


The foregoing are just a few of the 
features of The Gold Book for 1929. 





FIRE PREVENTION WEEK 

October 6 to 12 is Fire Prevention 

Week, now more widely observed than 
ever before. This period should concen- 
trate community interest in the conser- 
vation of life and property. There is no 
person in a community more interested 
in the results of these activities than 
the local fire insurance agent. The key- 
note of insurance being service and the 
alleviation of disaster, no better service 
can be rendered than that of leadership 
in fire prevention which removes the 
cause of that disaster that even insur- 
ance cannot fully compensate. 

Committees of business men who seek 
to promote fire prevention efforts depend 
upon insurance men who understand the 
subject for enthusiastic leadership. The 
local agent should welcome this chance 
to assume worthwhile — responsibility 
which will place him in the forefront of 
the citizenry of his home town. 

Fire insurance companies are seeking 
the hearty co-operation of their own 
group and their agents in the field in 
making the 1929 campaign one for edu- 
cation and inspection that will be pro- 
ductive of permanent results. Special 
programs have been prepared by the 
National Fire Protection Association, the 
National Board of Fire Underwriters and 
the National Fire Waste Council. Fre- 
quently those in charge of local pro- 
grams seek too late to obtain assistance 
from the organizations aforementioned. 
Now is the time for preparation for Fire 
Prevention Week! 





Charles Fish Howell, editor of “The 
Weekly Underwriter,” who recently had 
published a book of his called “An Trish 
Ramble” giving a description of a visit 
he made to southern Ireland, made a 
hit with the book with the famous Irish 
literary man, Padriac Colum. Colum 
thought: the book was written with zest 
and wonderful insight. Writing of Mr. 
Howell, he said: “He can describe what 
is dreary in Ireland—night life in Cork, 
a listless day in Blandon, a journey 
through a bleak land on a rainy day— 
without any feeling of his being ag- 
grieved or cheated. He knows that to 
enjoy what is enchanting in an Irish ram- 
ble one has to know and accept such 
scenes.” 

* * &* 

Clyde Potts, director of the Pavonia 
Fire of Jersey City, and mayor of Mor- 
ristown, N. J., has returned from an 
eight-weeks’ trip abroad. 














The Human Side of Insurance 











WILLIAM MONTGOMERY 








William Montgomery, president of the 
Acacia Mutual Life Association of 
Washington, is one of the most demo- 
cratic of the presidents of life insurance 
companies. His hobies are the Acacia 
and his farms and gardens, the latter 
located just outside the Nation’s Capital 
City. The Acacia is growing by leaps 
and bounds and in the results there is 
to be seen the handiwork of its chief of- 
ficer. “Billy’—as he is familiarly known 
—knows the details of the entire organi- 
zation for he started as a clerk more 
than thirty years ago with the Masonic 
Mutual Relief Association, which later 
became the Acacia Mutual. He takes a 
hand in working out the actual problems 
of all phases of the Association’s busi- 
ness. He even writes some of the ad- 
vertisements which are appearing in the 
national magazines and the insurance 
papers in connection with reducing the 
costs of life insurance, and which have 
been accorded thoughtful reading by life 
insurance executives and the subject of 
no little discussion. This recalls that 
President Kingsley of the New York 
Life has written some of the best and 
most discussed advertisements of that 
company. There is no formality about 
the private office of “Billy’ Montgom- 
ery. He is always accessible to members 
of the association, the home office staff 
or to visitors of the insurance frater- 
nity to Washington. 

ee 


William J. Whiteside, newly appointed 
agency director, and W. R. Griffin, sec- 
retary, Commercial Casualty, are repre- 
senting the Commercial Casualty at the 
Detroit convention of the National As- 
sociation of Insurance Agents this week. 

a 


James M. Watt, an assistant examiner 
in the Western department at Chicago 
of the Hartford Fire, last week cele- 
brated his fiftieth anniversary of continu- 
ous service with the company. He was 
presented with the fifty year gold medal 
by the officers and directors of the com- 
pany and with a beautiful watch and 
chain by his fellow workers. Western 
Manager A. G. Dugan made the presen- 
tation to Mr. Watt. 

“a a 


Hillsman Taylor, president of the 
Missouri State Life, is one of the speak- 
ers scheduled for the fifty-fifth annual 
convention of the American Bankers 
Association, to be held in San Francisco 
from September 30 to October 3. His 
subject will be “The Business Insurance 
Trust.” 


Frederick Lieberich, manager for 
northern New Jersey for the Jefferson 
Standard Life,; Charles H. Schmitz, sec- 
retary of the Newark Life Underwriters’ 
Association; William H. Kee, disirict 
manager in East Orange, Mutual Life, 
New York; W. Reginald Baker, attached 
to the Newark office of the Mutual | jife, 
and Stuart B. Rote, general agent for 
New Jersey, Connecticut Mutual, plan to 
attend the convention of the National 
Association of Life Underwriters. 

ee ar te 

Waddill Catchings, member of the firm 
of Goldman Sachs & Co., prominent New 
York banking house, and president of 
Goldman Sachs Trading Corporation, 
whose interest in insurance companies is 
nation-wide, has been elected a director 
of the Commercial Credit Co. of Balti- 
more. Mr. Catchings is represented on 
the board of directors of a long list of 
industrial companies and has written nu- 
merous articles on financial and economic 
topics. 

er ee 

W. Ross McCain, vice-president of the 
Aetna (Fire) and secretary of the Cen- 
tury Indemnity, was this week elected a 
member of the board of directors of the 
Aetna to fill the vacancy caused by the 
death of A. N. Williams. He also be- 
comes a director of the World Fire & 
Marine, the Century Indemnity and the 
Mayflower Securities Co. 

ere S 

Hugh R. Loudon, former general at- 
torney of the Liverpool & London & 
Globe, who resigned his position here to 
enjoy life in the sunshine of Florida, 
was a visitor to New York City last 
week, 

a 
Ernest B. Boyd, senior partner of 

Frank & DuBois, United States mana- 

gers of the Yorkshire, has returned from 

a trip to Europe. While in England he 

was entertained extensively by Sir James 

Hamilton and other insurance men. 

ie ee 
W. Thomas Thach, editor of publi- 
cations for the Mutual Benefit Life, has 
returned from Louisville, Ky., where he 
conducted an agents’ school for two 
weeks. 
a 
Arthur H. F. Schumm, vice-president 
and general manager of the Sussex group 
of Newark, has returned from a three 
weeks’ trip to the coast. 
ee 


George M. Shull of Mount Morris, 
N. Y., is retiring from active work aftet 
conducting a fire and casualty local 
agency for fifty-three years. He still 
retains an interest in the business which 
has been transferred to H. T. Ranney. 
Mr. Shull is a veteran of the Civil War 
and was formerly publisher of 2 Mount 
Morris newspaper. 

* * * 


Barrett M. Woodsmall, secre‘ary and 
treasurer of the H. H. Woodsmal! & Co. 
large insurance agency of Indianapolis, 
has been appointed receiver for the In- 
diana Kennel Club. The club recently 
went into receivership when police ol- 
cials of Indianapolis would not permit 
betting on dog races the organization 
held. 

* * * 


J. J. Hall, National Bureau of Casualty 
& Surety Underwriters, is an a/dition 
speaker for the public safety division 


of the National Safety Congress, next 


month in Chicago. Mr. Hal! will dis 

cuss save-a-life campaigns. 
* * x 

Graham C. Wells, gener®! agent 

Provident Mutual in New York, a” 


Mrs. Wells, ‘are on an extended om 
abroad. He plans to return the lattet 
part of this month. 
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Curious French Policy Practice 


My attention has been called to some 
curious conditions in connection with 


fire insurance practice in France. My 
informant says that as a general rule no 
return premium is allowed an assured 
for any reduction made to the policy 
during the current year. If, for exam- 
ple, a policy is issued in January for 
an amount of 100,000 with a premium of 
1,000, and then in March, is reduced to 
$0,000, the endorsement will show such 
reduction and the reduction in premium 
from 1,000 to 500, but the difference in 
premium is not returned to the assured. 
The endorsement is made only in order 
to notify the company of the reduction 
and in order to put on record the fact 
that the policy is reduced and that, at 
the next renewal (January) the new 
amount and new premium will be 50,000 
and 500 respectively. 

On the other hand, if, during the pol- 
icy year, an item of the policy is reduced 
or cancelled, the company has the right 
to ask for 25% of the total premium 
that the company would have collected 
had the item been left in force for the 
full term of the policy. 

By this is meant, not yearly term, but 
the total of the years remaining to the 
final expiration of the policy. If, there- 
ore, during the third year, an item of 
apolicy is reduced or cancelled, the com- 
pany may collect 25% of the premium 
that would have been charged for the 
Seven remaining years. This is a rule 
that very seldom can be enforced, but 
nevertheless in a few cases the agent 
succeeds in enforcing it and in collect- 
ing the premium. Most policies in 


tance are written for a term of ten 
years, ° 
* * * 


Insurance Science Plus Astrology 


Every so often an enthusiastic astrolo- 
ast tells the insurance business, espe- 
tally the actuaries of the life compa- 
tes, that all their guesswork about haz- 
ads and risks could be eliminated by 
the application of the ancient science of 
astrolory to selection. For the astrolo- 
ast the deaths. accidents and other haz- 
ms covered by insurance are in the 
Ts, 
_ The practical application of astrology 
nthe field of insurance and life insur- 
ice especially has been the subject of 
'stussion which filled many pages in re- 
tnt issues of “Neumann’s Zeitschrift,” 
we of the most conservative insurance 
’pers on the Continent of Europe. 
reas in December last year and 
wid in 1929 the subject was discussed 
af from. the point of view of the agent 
if how it could help him to sell more 
(* insurance, it is now being subiect 
|? thorough examination by German life 
Murance companies from the under- 
ee. point of view. A large Ber- 
ife insurance company has given an 
Ologer a number of “problems to 
ty as a teacher would give a school- 
te ea See what the boy knew about 
matics.” It figured that the theo- 






























retical prophesies dealing only with the 
future would not help much to solve the 
question whether or not astrology could 
be applied to life insurance or other 
branches. So in order to get practical 
results which could be checked imme- 
diately it included a large number of 
cases where the insured had already died. 
The astrologer was given the date and 
hour and place of birth and no other 
information of any kind. He had no 
means of checking, so it was for him 
“hic Rhodos, hic salta.” The difficulty 
was that the birth hour was given only 
from the public records which are not 
very exact in this respect, so that the 
“corrections” usually made in horoscopes 
through knowledge of part of the past 
life could not be applied in these cases, 
which tended to make the results some- 
what less precise than what astrologers 
claim they can do when they get full 
particulars. Nevertheless the test showed 
that even with this limited data a per- 
centage of hits was obtained large 
enough to induce the company to make 
closer examination of the matter. 


From the first series of ten birth dates 
given the astrologer said he believed that 
not more than three could still be living. 
In fact eight had died. When return- 
ing the second series the astrologer re- 
marked in his letter to the company that 
he had the impression that the company 
had picked this series specially as evi- 
dently most of the cases had died 
through accident and suicide. This was 
correct. Following are a few cases where 
the details had also been strikingly pre- 
dicted. Ast.: Death probable 1924-1927, 
kidney trouble; Fact: Died early 1928, 
kidneys. A.: Critical time August-Octo- 
ber, 1928, uterus. F.: Died November 5, 
1928, uterus cancer. A.: Critical years, 
1916, 1921, 1928; F.: died 1928 A.: 
Nerves and lungs, possibly died winter, 
1928-29; F.: died October 25, 1928, lungs. 

There are, of course, cases where there 
is little agreement between the facts and 
the prognosis. A number of insureds 
still living have also correctly been de- 
termined. In one case suicide was pre- 
dicted for'1927. It actually took place 
in 1928. Taking everything together and 
the lack of the possibility of correct- 
ing in these cases the astrologers say 
that they will be able to give 80% cor- 
rect predictions with complete data given 
them. The companies are continuing 
their experiments. 

An interesting incident is that “As- 
trologie,” a German astrologers’ maga- 
zine, had warned the North German 
Lloyd in its second September issue, 
1928, that the date chosen for the launch- 
ing of the “Europa” was about the worst 
they could choose. 

* * * 
Norman Walker’s Party 

Norman Walker, managing director of 
the British General Insurance Co., re- 
cently celebrated the twenty-fifth anni- 
versary year of the company and his 
own quarter of a century insurance serv- 
ice, with a garden party to the London 


staff. It was at his beautiful home, Wray 
Mill House, Reigate. Two hundred and 
fifty guests attended, and as American 
readers may want to know what happens 
at such an affair the following descrip- 
tion of the event is reprinted from 
“Under Bow Bells,” the interesting 
agency publication of the British Gen- 
eral: 

On June 15 the London Office Staff 
and their wives (those who have them) 
attended the Garden Party given by Mr. 
and Mrs. Norman Walker at their de- 
lightful home at Wray Mill House, 
Reigate. Some two hundred and fifty 
guests were able to be present, and the 
most pleasing feature was that all were 
permitted to enjoy themselves in their 
own unrestricted way. 

It is difficult to say which gave the 
greatest pleasure, the gardens with their 
profusion of flowers, the tennis-courts, 
the eighteen-hole golf putting course, 
the Hidden Treasure Hunt, the Shadow 
Portrait Artist, or the Fortune-tellers 
(otherwise hand-readers). Wherever one 
turned, there were plenty queued up for 
the various events. There was excellent 
music for all and sundry, but particularly 
for the dancers. 

The fun and the enjoyment, from 3 
o'clock to 9 o'clock, interspersed with 
tea and supper of the best, never lagged 
for one moment. Our host and hostess 
joined in the entertainments, thus mak- 
ing things particularly delightful. There 
was evidence of their elder boy Peter’s 
fifth birthday being near at hand (Sun- 
day, the day following), and he cut his 
birthday cake with the same nonchalant, 
confidence as his father presides over a 
shareholders’ meeting or his mother re- 
ceives her guests. 

A surprise for everyone came at the 
close of the procedings, when handsome 
prizes were presented for the best scores 
in the various competitions. 

The nimble threepenny-bit entrance 
fee to the putting competition realized 
£2 2s. 6d., which was handed over by 
Mr. Norman Walker to the recently- 
formed Insurance Benevolent Fund. 

The garden party synchronized with 
the twenty-fifth anniversary year of the 
“British General” as a company, and 
Mr. Norman Walker’s twenty-five years’ 
service, pioneering its career from in- 
fancy to its present position as a leading 
company today. 

At the close of a perfect day, Mr. 
George Barton, chairman of the House 
Committee, expressed hearty thanks on 
behalf of the staff to Mr. and Mrs. Nor- 
man Walker for the cordial and charm- 
ing reception they had accorded the 
visitors. 

a, oe 
Scottish Island Honors 
T. B. Macaulay 

- One of the most remarkable ceremon- 
ies ever held on a Scottish hillside was 
the presentation recently of an illumin- 
ated address from the crofting com- 
munity of the Hebridean island of Lewis 
to T. B. Macaulay, one of the island’s 
Canadian-born sons now president of the 
Sun Life of Canada. In company with 
more than two hundred Americans and 
Canadians whose forefathers had been 
Lewis men, Mr. Macaulay chartered the 
Canadian Pacific Railway liner Minne- 
dosa from Montreal to Stornoway. This 
was the first time that a modern liner 
had made this journey, which is away 
from the ordinary shipping routes. 

The islanders, so unfamiliar with civic 
pomp, had every reason for honouring 
Mr. Macaulay. He has given them 
splendid municipal buildings and other 
endowments totaling £100,000. 

The site chosen for the ceremony was 
a wild and desolate hillside—Uig Valts 
the Islanders call it— on the western 
slopes of the island. Here, more than 
a century ago, Mr. Macaulay’s grand- 
father gained a perilous living from: the 
sea. 

Here 3,000 crofters gathered to the 
skirling of 100 pipes, to honour the old 
fisherman’s millionaire grandson. 

The scene on the hillside, once over- 
looking the wild Atlantic, was impres- 
sive. . 


Mr. Macaulay, who was wearing a tar- 
tan of his own folk, was afterwards 
presented with a primitive stone axe. 
This was formerly used by Donald Cam 
Macaulay, one of the most famous of 
the Macaulays, for killing and skinning 
cattle seized in raids. 

Mr. Macaulay’s benefactions include a 
new wing to the Lewis Hospital, a library 
endowment of £12,000, an Institute for 
Soil Research costing £10,000, and a 
scholarship scheme open to all the child- 
ren of Lewis and Harris. 

Mr. Macaulay, who is 70, became Pre- 
sident of the Sun Life in sucession to 


. his father, Robertson Macaulay, the first 


of the family to seek his fortune over- 
seas, 


* * * 
Agents Can’t Trademark Their 
Slogans 


An enterprising insurance agent who 
tried to secure a trade mark registration 
for his slogan printed on labels attached 
to his policies was turned down by the 
commissioner of patents in Washington 
on the ground that such a slogan is not 
registrable because the labels are not 
being sold in commerce but merely at- 
tached to delivered policies. The first 
assistant commissioner in his opinion on 
the case said in part: 

“The applicant has appealed from the 
decision of the examiner of trade marks 
denying registration of the slogan “See 
Rex Before Wrecks,” as a trade mark 
for insurance policies, fidelity bonds and 
surety bonds. 

“The ground upon which registration 
was denied is that the goods are. not 
proper subject matter to support trade 
mark registration, that the goods are not 
sold in commerce but are mere printed 
blanks possessing a certain utility only 
when filled out and signed as contracts. 

“The applicant has urged that the no- 
tation is a trade mark at common law 
and since the trade mark statutes pro- 
vide for registration of any such mark 
which is not in violation of any of the 
provisions of the statutes, the applicant 
is entitled to registration. The difficulty 
with this proposition is that printed 
blanks for insurance policies and bonds 
are not deemed articles of merchandise 
at common law. It is true the producer 
or manufacturer of these printed blanks 
may sell them in suitable bulk to the 
insurance company, but the latter com- 
pany cannot be regarded as selling these 
articles. So far as the insurance policy 
or the bond described upon one of these 
blanks is concerned, there is no sale of 
the printed paper when such a policy, 
contract, or bond is sold or purchased. 
In such a transaction the intrinsic value 
of the paper is not considered. 

“The insurance company does not 
maintain these printed blank forms for 
separate sale as such but uses them, not 
as vendable articles possessing intrinsic 
value, but as mere articles upon which 
the contracts between the insurance com- 
pany or the giver of the bonds and its 
clients, may be written. Notwithstanding 
the issues that were presented in the 
adjudicated cases relied upon by the ex- 
aminer, it must be held they support 
what has been heretofore the settled 
practice of this office that goods of the 
character referred to in this application 
are not merchandise or goods used in 
commerce as contemplated in the trade 
mark statutes under which registration is 
granted. 

“The decision of the examiner is af- 
firmed.” 

s° 2 8 
Federal Group Insurance Conference 


Group life men have their eyes on the 
February 6 official conference in Wash- 
ington, at which will be discussed the 
proposal that the Federal Government 
establish and administer a plan of low- 
rate group or blanket insurance for its 
employes, important in view of the half 
million of those employes. The idea was 
born at a meeting of the New York 
Federal Business Association, which is 
composed of executives in charge of 
various Federal offices in and near New 
York. 
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A. A. Knoepfle Succeeds 
Kelly With Yorkshire 

MADE BRANCH SECRETARY HERE 

H. W. Rudolph Made Secretary of the 


Yorkshire Indemnity; E. F. Flindell 
Comes to Home Office 








August A. Knoepfle has been ap- 
pointed branch secretary of the York- 
shire and the London & Provincial Ma- 
rine & General at the United States 
home office in New York succeeding 
Wallace Kelly, who is now manager of 
the Pacific Coast department of the Sea- 
board Fire & Marine and the York- 
shire Indemnity. For the last named 
company Harold W. Rudolph has been 
appointed secretary in New York in 
place of Mr. Kelly. Mr. Rudolph is also 
secretary of the Seaboard Surety and 
the Seaboard F. & M., and serves as 
general counsel for the entire group. 

E. F. Flindell, Jr., who has served the 
Yorkshire companies as state and spe- 
cial agent in various territories, and 
who for the last three years has been 
state agent in eastern Ohio, has been 
transferred to the home office and will 
serve as assistant secretary of the three 
fire companies and the Yorkshire Indem- 
nity. His successor in the Ohio field will 
be named shortly. 

Alan O. Robinson, who has been in 
charge of the automobile departments of 
these companies, has been assistant sec- 
retary of the Yorkshire Indemnity for 
some time. His responsibilities have 
been enlarged to include the fire com- 
panies and he will hereafter serve as 
assistant secretary for all four companies. 





SEEK $15,000 FROM COMPANIES 


Another kickback of the 12%4% in- 
crease in Kentucky fire insurance rates, 
which was in long litigation, until com- 
promised this summer, was seen last 
week, when Louisville newspapers car- 
ried a story in which Chesley H. Searcy, 
president of the Board of Sinking Fund 
Commissioners, and political boss of 
Louisville, had advised Mayor Harrison 
that the city may be able to recover ap- 
proximately $15,000 from the insurance 
companies on license taxes unpaid dur- 
ing the litigation with the state over the 
1214% increase. During the period of 
litigation the increase in premium was 
impounded, and no taxes paid to the 
state, nor commissions to agents. In the 
compromise the companies were permit- 
ted to retain 121%4% over a period of one 
year, and 6% for the remainder of the 
time. Searcy points out that the city is 
entitled to its pro rata of this increase 
in premiums, as the companies pay $2.50 
per each $100 of premium collected in 
Louisville. 





QUITS MISSOURI RATE FIGHT 


The General of Seattle is the first 
stock fire insurance company to dismiss 
its suit contesting the 10% rate reduc-. 
tion order issued by former Superinten- 
dent of Insurance Ben C. Hyde of Mis- 
souri in October, 1922: It was the first 
company to formally accept the rate- 
reduction ‘order. Its acceptance of the 
cut in rates on July 1 precipitated a simi- 
lar action by the other stock companies 
immediately after Governor Henry S 
Caulfield had rejected a compromise of- 
fer made by the company. In letters 


sent to State Superintendent of Insur- 
ance Joseph B. Thompson and Attorney 
General Shartel the General set out its 
compliance with the reduction order and 
the directions given by the two state 
officials when it first negotiated with the 
state for a settlement. 


Home Fire Security 
To Increase Capital 


TO BE AUTHORIZED AT $100,000,000 





Stockholders to Get Rights to Buy 
Share for Share at $20; Company’s 
Rapid Progress 





Directors of the Home Fire Security 
Corporation voted Monday of this week 
to call a meeting of the stockholders on 
the morning of September 25 at 59 
Maiden Lane to act upon a recommenda- 
tion of the board that the authorized 


capital of the corporation be increased 
to $100,000,000, and that each stockholder 
of record at the close of business on 
September 25 be given the right to sub- 
scribe at $20 a share for one additional 
share of stock for each share now held, 
payment to be made on or before No- 
vember 7 


The present capital of the Home Fire 
Security Corp. is $1,800,000, divided into 
180,000 shares. It was formed last year 
as a holding company for the stocks of 
companies affiliated with the Home and 
those that might be secured in the fu- 
ture. The number of shares was made 
the same as that of the Home and stock- 
holders of the Home were given the 
right to subscribe to shares of the hold- 
ing company at $15, which created 
$900,000 surplus. On Monday of this 
week this stock was quoted $50 bid, $53 
asked. 

The Home Fire Security bought the 
stock of the Georgia Home and handled 
the purchase of part of the shares of the 
National Liberty, Baltimore American 
and the Peoples National Fire. Under 
the plan proposed by the directors an- 
other $1,800,000 of stock of the Securi- 
ties Co. will shortly be issued, leaving 
in the treasury $96,400,000 to be issued 
in the future. 





B. O. MESEROLE PROMOTED 


Excellent work by B. O. Meserole, 
State agent, of the Crum & Forster 
group in Kentucky, has resulted in his 
being recalled from the Kentucky field 
to the New York office, with which he 
was connected prior to going to Louis- 
ville. He will go East on September 15. 
Mr. Meserole was elected president of 
the Kentucky Bureau Field Club at its 
organization last year and re-elected at 
the annual meeting this year. Henry 
Haynes, agency superintendent from the 
Atlanta office, has gone to Louisville to 
take charge on a temporary basis, until 
a new state agent is employed. 





HAROLD WARNER RETURNS 

Harold Warner, United States man- 
ager of the Liverpool & London & 
Globe, accompanied by his family, ar- 
rived in New York early this week on 
the “Baltic” from England. 





























DEVOTION 























EVOTION to lofty principles has been a 
controlling factor in the lives of great men 


The Homestead : 





a ne 


and great institutions. 

In the fire insurance business, devotion to the I 
ideal of the strict fulfillment of obligations is i 
desirable. c 
Local agents who adhere to principles of fair : 
play and equal justice in handling loss adjustments ‘i 
and in their other relations to policyholders will . 
find the Homestead Fire Insurance Company in e 
complete harmony with this ideal. F 
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The Tokio Marine & Fire Ins. Co., Ltd. 


United States Fire Branch: 80 Jchn Street, New York 


J. A. KELSEY, General Agent 





PREMIUM RESERVES 
OTHER LIABILITIES 
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FRANKFORT CREDITORS GREER WITH MONARCH FIRE von 
London Creditors Hope German Banks Resigns as Manager of West Aut scl 
Represented on Board Will Guar- mobile Dep’t of the Rte and ‘ - 
rantee Foreign Debts Old Colony pre 
The arrival in London of a represen- Frank J. Greer, head of the automo- of 
tative of the Frankfort General Allge- bile division of the western department mo 
meine, who is understood to be trying to of the Boston and Old Colony at Lansing, ter 
arrange a moratorium, has stimulated in- Mich., for twelve years, has resigned and i 
terest with regard to the treatment will go with the new Monarch Fire & 280 
which will be accorded to the London Marine of Cleveland as assistant sec- wh 
creditors. The feeling among the latter retary. Mr. Greer was in Cleveland | 
is that the German banks who were rep-___ early this week in conference with Ralph ri 
resented on the board of the Frankfort Rawlings, president of the new Cleve- for 
should guarantee the London bankers— and carrier, and formerly co-manager has 
whose total interest in the undertaking ith B str 
is understood to be about £750,000 ($3,- ee ae Hewett of the Boston and - a 
750,000)—the amount of their credits. . Colony’s western offices. After talking ove 
Several precedents for such a course Over the matter with Mr. Rawlings, Mr. wet 
could be cited in recent cases of finan- Greer sent definite word of his new af- Bro 
cial troubles in Continental countries  filiation effective September 15. Sen 
outside Germany, and in particular cir- 3 Scr ; of | 
cumstances connected with this suspen- Mr. Greer’s entire insurance expert: ed | 
sion it is clearly in the interests of Ger- ¢nce has been with the Boston «nd Old Tre 
man credit institutions as a whole that Colony here as he “broke into the game er ¢ 
these foreign debts should be protected. ™ the western department organization Am 
EE EY After a year in the office and 2 year m of | 

= Palette, =| the — pr aptitude in his new work 
; won him advancement to the manage J 
Established 1879 ment of the automobile divis'on, the A 
post he has since held with d: ‘inction. of t] 
He is a native of Lansing but | ad been Und 
with a Cleveland powder manw »cturing Mee 
company previous to entering | * insur Bra 
ance’ business. Me 
mi 
N. J. AGENTS TO ME<T ad 
GEORGE Z. DAY, Ass’t General Agent The New Jersey Associatio: of Ut- pak 
derwriters (local agents) wil! ‘old 1s oy: 
annual meeting next Thursday i CH 
t December 31, 1928 oe 19, at the Plaza Hote! Joo “Ch 

quare, Jersey City. The mee ‘1g. * 

$10,841,544 begin at 11 a. m., Daylight Sav':< Tims pn 
2,396,058 and will continue through lunc’ 0" ss ten 
910,250 regi eae The meeting is ! 1g Oe will. 
7,535,236 in Jersey City at the invitatio: Of He; 
6a Underwriters Association otf Hudson B 
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Conway Names Ward 
As Second Deputy 


SUCCEEDS DANIEL F. GORDON 


" Ward Has Been With the Liquidation 


Bureau for Five Years; Has Done 
Excellent Work 





Insurance Superintendent Albert Con- 
way has appointed Francis P. Ward sec- 
ond deputy superintendent of the New 
York Department. He succeeded Daniel 
F. Gordon, who resigned recently. Henry 
D. Appleton is first deputy at Albany. 

Mr. Ward was born in New York City 
and. educated in the public schools of 
Brooklyn, St. Johns College, New York 
Law School and Brooklyn Law School. 
He was admitted to the bar in 1906 and 
entered general practice the same year. 
In 1915 he was elected a delegate to the 
constitutional convention and in 1921 was 
appointed an assistant corporation coun- 
sel of the City of New York, and served 
in that capacity until 1924. In 1924 he 
was appointed to the Liquidation Bureau 
of the State Department of Insurance 
and has served in that capacity since. 

During his term of office in the liqui- 
dation bureau Mr. Ward has won un- 
usual recognition in the insurance world. 
Among his outstanding accomplishments 
has been the successful handling of 
many companies taken over by the In- 
surance Department for liquidation. In 
most of these the department has been 
able to pay substantial dividends, in 
many, dividends as high as 100%. 

During the World War Mr. Ward 
served as chairman of one of the local 
boards of the city of New York. He is 
a member of the New York Bar Asso- 
ciation, Brooklyn Bar Association, Theta 
Phi and various welfare and civic organi- 
zations in the City of New York. 


FALL RIVER SCHOOL FIGHT 

Four members of the Fall River school 
committee last week overrode the stand 
taken by Mayor Talbot that public build- 
ings in Fall River should not be insured, 
and voted that the sentiment of the 
school board be that all “public school 
buildings be protected by fire insurance.” 
The mayor has refused to make any ap- 
Propriations for insurance but members 
of the city council are considering a 
move io force an appropriation by writ- 
ten request from the floor. The insur- 
ance wrangle started when the mayor 
refused to provide $18,000 covering $5,- 
280,000 worth of policies on buildings 
which expired on July 18. 


FULTON FIRE WITH TREISS 
The Fulton Fire of New York, newly 








formed running mate of the Hanover, 
has a; pointed H. G. Treiss, 80 John 
Street, New York City agent. Mr. Treiss 
began iis insurance career with the Han- 
Over twenty-five years ago before he 
went with the A. J. Corsa agency in 
oo! n, where the Hanover was repre- 
ed. 


_Later he was with the agency 
of Howie & Cain, which also represent- 
ed the Hanover, and five years ago Mr. 
Treiss stablished his own agency. Oth- 
f companies in the Treiss office are the 
American National Fire, the Empire Fire 
of Brooklyn and the Ajax Fire. 





JAMESTOWN AGENTS MEET 
Addic B. Manley was elected president 
of the Jamestown, N. Y., Fire & Casualty 
nderwriters Association at its annual 
meeting on September 6. William A. 
quadshaw was re-elected honorary presi- 
fnt. Other new officers are Edmund S 
mith, vice-president; Harry Ingleson, 
Secretary; W. E. Stevenson, treasurer; 
atry A. Taber, Charles W. Jones and 
oyal Blodgett, directors. 





CHAS. H. DOSCHER’S NEW POST 
‘ harles H, Doscher, who recently re- 
Sned as field secretary of the National 
ign otiation of Insurance Agents, has 
a the National Underwriter Co. and 
.travel for that publishing house. 
ait 18 well known to insurance agents in 
Parts of the country. ‘ 


Chain Stores as Fire Hazards 
Vs. the Independent Merchant 


By CLARENCE T. HUBBARD, 
Assistant Secretary, Automobile Insurance Co. 


“Together we succeed, separated we 
fail’ might be the paraphrased slogan 
applied to the chain store operations. In 
a general way the chain stores have 
proven good fire risks when the proper 
rate has been obtained. In many re- 
spects these risks are improving because 
of more carefully selected locations in 
better constructed buildings. The loca- 
tion is extremely important to the chain 
store and a desirable location zealously 
guarded. The operators do not wish to 
lose such a location by means of a fire. 
Neither does the independent grocer, for 
that matter, but the chain store man- 
ager is better trained in this direction. 


These are all factors to be considered 
in weighing chain stores as fire risks. 
The manager of any unit of a success- 
ful chain store, has generally served in 
several different locations. He is a more 
experienced man in merchandising lines 
than the owner of an independent store 
who has been at one particular stand 
for many years and is only acquainted 
with local problems and is not always 
aware of the general changes in mer- 
chandising all over the country. The 
local merchant is on very intimate terms 
with his townspeople which has certain 
advantages, but also many disadvantages, 
especially in the matter of collections, 
which often leads to a financial situa- 
tion that makes him a bad moral risk. 


Management a Big Factor 

Perhaps the outstanding feature for 
consideration in underwriting a chain 
system of stores is the management. This 
is even more important than the loca- 
tion and construction of the stores. It 
is quite a business in itself, having its 
own technique and when directed by an 
experienced and capable manager can be 
very successful. When controlled and 
directed by men seeking only to make 
a financial success and without any ex- 
perience in this class of work, it can be- 
come a very bad risk. Therefore one 
of the most essential features is to de- 
termine who is back of the chain sys- 
tem, what is their previous experience, 
their capital, their resources and particu- 
larly the training of the individuals com- 
posing the corporation. 

Most successful chain systems operate 
on a profit sharing basis with their man- 
agers. This is a healthy condition for 
the manager will lose his profits in the 
event of a fire, and therefore will con- 
duct orderly housekeeping and prove 
cautious in every way so that his trade 
cannot be interrupted by fire. Secondly 
as a chain store manager probably pro- 
moted from some. other unit, he has 
learned that “congestion” is no longer a 
retail store necessity, and that the ten- 
dency today, and one which has worked 
out successfully, is to simplify the ar- 
rangement of stock and not to have the 
store and ‘shelves and basement cluttered 
with everything. He carries a nominal 
stock made up of the more popular goods 
for which there is a demand, and is not 
loaded up with a quantity of slow mov- 
ing merchandise, but only sales tested 
goods for which there is a quick turn- 
over. 

This again lessens the moral hazard, 
for there is no frozen credit accumulat- 
ing in useless stock. Another factor 
which the chain store manager possesses, 
not found in the independent grocer, is 
that he is a better merchandiser. He 
knows the value of uniform advertising, 
of uniform store appearance, of uniform 
sales methods. There is a standard of 
efficiency, of appearance and of system. 
There are regular inspections by men 
from headquarters. 

Cleanliness is made a feature in the 
promotion of chain operations. There is 
one string of candy stores which bases 





its success on the immediate appearance 
of every store, not only in the way of a 
display window but carried right through 
to every inch of the establishment and 
even to the main factory. Cleanliness 
and sanitation is an important present 
day factor in the merchandising of na- 
tionally known products from tooth- 
brushes to pastry. These goods are en- 
tirely wrapped up and put up so, that 
they cannot be handled. The chain 
store operator who is more or less 
adopting the general methods of national 
advertising, is following these principles 
in the conduct of his stores. This pro- 
duces a better physical risk from a fire 
viewpoint. 
Hazards of Chain Store Risks 


There are also dangers, of course, in 
chain store risks, and one of them is 
the increased competition among such 
stores. There are some who have car- 
ried this competition too far possibly on 
a personal basis, and have insisted upon 
opening stores on corners opposite to 
their competitors, even though profit 
has not resulted. A price war follows 
and neither store makes any money and 
sometimes inferior goods are introduced. 
This is a point that should be watched. 
In some towns there are very highly 
competitive chain store conditions. 

Here again the management enters for 
the efficiently managed chain recognizes 
such competitive conditions and proves 
the better through its methods—such as 
possibly having its. managers join the 
various Chambers of Commerce and be- 
come part of the town, or through in- 
troducing new sales departments or new 
features. In underwriting such risks the 
communities in which the stores are lo- 
cated should be considered as well as 
the stores themselves. If they are grow- 
ing communities with future promise the 
risks are much better than if they are 
“stuck” with locations in towns which 
are suffering depression. 

The chain store risk as a whole, writ- 
ten as a rule under a reporting general 
cover or sometimes a floater, has been a 
good fire risk, though the tendency has 
been to reduce the rates on such risks 
until the premium developing is insuf- 
ficient for the hazard. It is generally 
conceded that chain stores by reason of 
their experience are entitled to an aver- 
age tariff rate, and lower than the rate 
charged for the independent merchant, 
but underwriters should not encourage 
the constant reduction of these rates, as 
present economic and merchandising 
conditions are changing so rapidly that 
hitherto unknown: business dangers 
might arise at any time to transform the 
present picture. 

The Interstate Underwriters Board 
has been organized, of which all of 
the established fire insurance companies 
are members, and this organization will 
provide the rates and forms for writing 
such risks on a basis which should keep 
this class a desirable one for all fire in- 
surance companies. The independent 
grocer on the other hand is in many in- 
stances joining associations, and while 
retaining his individual ownership, is 
nevertheless enjoying chain _ benefits 
through such associations, and the inde- 
pendent grocer so operating can be con- 
sidered much in the same light as the 
chain store operator. 


HARTFORD FIRE GAINS 

The Hartford Fire as of June 30 re- 
ports surplus of $32,275,125, against $24,- 
109,332 for a year ago, a gain of 33.8%. 
Assets were $96,601,429, compared with 
$89,104,313, an increase of 8.4%. Income 
of the company for the first half of the 
current year was $26,844,869, against 
$25,997,527 for the corresponding 1928 
period, a gain of 3%. 





Laboratories’ Standard 

Approved By The A. S. A. 
FIRST STEP IN BIG PROGRAM 
American Standards Ass’n to Back Labo- 


ratories’ Specifications of Electrical 
Apparatus 





The American Standards Association 
recently announced its approval, as an 
American standard, of Underwriters’ 
Laboratories’ standard for outlet boxes. 
This marks the completing of the first 
step in a comprehensive program for 
securing a nation-wide, formally recog- 
nized status of Underwriters’ Labora- 
tories’ specifications for electrical appa- 
ratus, devices and materials These speci- 


fications are applied by the Laboratories 
to manufacturers’ products submitted for 
test and classification and intended for 
use in the installation, in consumer prem- 
ises, of electric. wiring and apparatus for 
light, heat, and/or power, according to 
the National Electrical Code. 

In 1927 the American Standards As- 
sociation revised its procedure so that 
its review of standards could be expe- 
dited. Thereupon Underwriters’ Labo- 
ratories applied for, and was assigned to 
a so-called “proprietory sponsorship” for 
a project. 

The text of the newly approved stand- 
ard for outlet boxes is a compilation of 
requirements which, for some time, have 
been recorded in the National Electrical 
Code, in the standards of the National 
Electrical Manufacturers’ Association and 
in the specifications of the electrical de- 
partment of the Laboratories. The ap- 
proved text was prepared in co-opera- 
tion with a committee of NEMA and be- 
fore submittal for approval was circu- 
lated for review and comment to all in- 
terested manufacturers as well as to a 
number of member and co-operating bod- 
ies of the A. S. A. group. 





JERSEY SPECIALS MEET 





Hear of Work for Prevention of Cruelty 
to Children at First Fall Meet- 
ing in Newark 
The work of the New York Society 
for the Prevention of Cruelty to Chil- 
dren was explained in detail Monday 
evening by Colonel Ernest K. Coulter, 
general manager of the society, to the 
members of the New Jersey Special 
Agents’ Association at their monthly 
dinner-meeting held in the Elks’ Club, 
Newark. Col. Coulter stated that more 
than 400,000 children had come under the 
care of the organization since its incep- 
tioin sixty years ago. He also explained 
the work of the Big Brother Movement 
which acts in concert with the Society. 

The association is making plans for 
an active season and proposes to have a 
number of interesting speakers address 
the members of the organization at their 
monthly-dinner meetings throughout the 
fall and winter season. This plan was 
tried out last season and proved so suc- 
cessful that it has been decided to con- 
tinue it for another year. 

The organization is rapidly growing in 
membership and will take a more active 
interest in matters that concern both the 
special agent and the agent and in legis- 
lative work. At the meeting Monday 
Walter Sammis, Jr., special agent for 
the Fireman’s Fund, and E. W. T. Gray, 
Jr., special agent for the Travelers, were 
elected members of the association. 
Previous to the dinner, the executive 
committee held a meeting. In the ab- 
sence of Paul Thompson, president of 
the organization, Vice-President G. 
Voorhies presided. The next meeting 
will be held on Monday evening, Qctober 
14, at the Elks’ Club, Newark. 


WESTERN BUREAU MEETING 


The semi-annual meeting of the West- 
ern Insurance Bureau will be held at 
Briarcliff, N. Y., on October 1, 2 and 3. 
President Ralph Rawlings will preside at 
this meeting. : 
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New England Reports 
Heavy Farm Losses 


STOCK COMPANIES ARE WARY 





Few Willing to Underwrite This Busi- 
ness Except as Accommodation; 
Some of the Hazards 





Several recent substantial losses on 
farm property in New England have 
brought the matter of farm insurance 
to the front there and an inquiry of 
local agents and company officials brings 
out the interesting information that at 
the present time there are few stock 
companies writing this class of business. 
Of course, the agency mutuals write it 
more or less freely, while the grange mu- 
tuals go into it extensively. 

Farm lines are being written as accom- 
modation lines in some cases but to make 
a practice of general acceptance of farm 
business is confined to a limited num- 
ber of companies. In the opinion of a 
prominent underwriter in Boston it is a 
question of whether over-insurance or 
lightning causes the heaviest loss ratio 
in this class of business. By over-in- 
surance he means that the property is 
over-insured as to market value. As a 
matter of fact, the majority of farms are 
under-insured as to replacement value. 

One man who has had a wide expe- 
rience in handling New England business 
of this class and has paid especial at- 
tention to it expresses the opinion that 
the moral hazard that the companies 
have to contend with causes the great- 
est loss ratio. 

City People Buying Farms 

For some time an important element 
which has resulted in increasing moral 
hazard in farms is the growing consis- 
tency of city people who have accumu- 
lated a little money to buy a farm with 
the idea of settling down in the country 
to raise a little truck garden or a few 
chickens and taking it easy. The ma- 
jority of farm properties in this field can 
be purchased today way below their act- 
ual replacement value. The city man is 
more apt to try to get as nearly ade- 
quate insurance as possible with the re- 
sult that when he begins to get sick of 
his bargain and desires to get back near 
the white lights, he does not feel at all 
badly if the property burns. This is not 
a libel on city people buying farm prop- 
erty for probably none buy with the in- 
tension of having the property burn. It 
just happens that way, however. 

Probably the Home of: New York 
writes the largest volume of farm busi- 
ness premiums in New England. This 
company has always been strongly relied 
upon by the local agents to take care 
of these lines and it has attempted to 
handle the business as scientifically as 
possible. Very likely the America Fore 
group is next in the field of farm in- 
surance. This group operates along the 
lines of the Firemen’s Fund. These com- 
panies have a farm inspection slip which 
must be filled out pursuant to the is- 
suance of a policy. This calls for the 
true value of the farm, market value of 
the farm, including the buildings, how 
long the farm has been occupied, amount 
of mortgages and the total amount of 
insurance carried in all companies, also 
whether it is occupied by a tenant or the 
owner. These companies positively insist 
on the three-quarter value claim which 
limits recovery to three-quarters of the 
— of the property at the time of the 

re. 





W. VA. INJUNCTION GRANTED 

Federal Judge McClintic at Charleston, 
W. Va., last week gave a permanent in- 
junction against Insurance Commissioner 
Lawson prohibiting interference with 
agency contracts. About a year ago the 
West Virginia Uniformity Association 
offered agents in that state a contract 
effecting separation of mixed agencies. 
At the same time the companies secured 
a temporary injunction which is now 
made permanent because the insurance 
commissioner made no attempt to fight 
the restraining order. 





Pointing prospects to Alliance 
Insurance and the Alliance Agent 











THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Head Office: 1600 Arch Street, Philadelphia 





ERIE AGENTS ELECT 

I. D. McQuistion of the Leo Schlau- 
decker Co. was elected president of the 
Erie, Pa. Association of Insurance 
Agents at its annual meeting a few days 
ago. H. L. James of William P. Hayes 
& Son was elected secretary and dele- 
gate to the national convention at De- 
troit. Faulkner of the Leo 
Schlaudecker Co. was named treasurer. 


George O. Loesel and Mr. James were 
named directors. 





WITH STATE FARM COS. 


W. T. Martindale, director of organi- 
zation of the Indiana Farm Bureau Fed- 
eration for six years, has resigned to 
become head of the public relations de- 
partment of the State Farm Mutual Auto 
Insurance Co., and the State Farm Life 
of Bloomington, IIl. 


NIAGARA FIRE ASSETS 

The Niagara Fire of New York, as of 
June 30 reports surplus of $11,178,737, 
compared with $8,768,923 for June 30 of 
last year. Assets were $29,139,945, 
against $27,256,282 a year ago. Income 
for the first half of the year was $6,- 
199,056, compared with $8,802,062 for the 
1928 period. The Niagara had a capital 
increase of $2,000,000 a year ago. Pre- 


mium of the same amount was contrib- 
uted to surplus. 





TURKISH CROP INSURANCE 


Following the Roumanian example a 
new plan is being worked out in Tur- 
key providing compulsory insurance of 
crops. This business will be handled by 
the newly founded Nationale Reassur- 
ance, which has been given the reinsur- 
ance monopoly for Turkey. 








Chanin Building 


Germanic Fire 


Insurance Company 
of New York 


New York City 





Capital. . . $1,000,000.00 


Sonim 








| Statement as of June 30, 1929 


Surplus. . . $1,506,406.86 


Surplus to Policyholders. . . $2,506,406.86 
Gain in Assets—First Six Months Operation 
$218,000.00 





Opportunities for Progressive Agents in Profitable Cities and Towns 











Chapman Retires As 
Fireman’s Fund Manager 


S. M. BUCK WILL SUCCEED HIM 





Chapman Head of the Western Depart- 
ment at Chicago 10 Years; Buci: 
Many Years in the Game 


W. A. Chapman has resigned effective 
October 1 as manager of the Western 
department at Chicago of the Fireman’s 
Fund and will be succeeded by S. M. 
Buck, now U. S. manager of the Neth- 
erlands. In the fifteen years during 
which he has successively and success- 
fully filled the position of assistant man- 
ager and manager Mr. Chapman has 
“won the admiration and esteem of all 
with whom he has come in contact, not 
alone for his unswerving loyalty to our 
company, but for his uniform courtesy 
and support of its agents,” says Presi- 
dent J. B. Levison of the Fireman’s 
Fund in a letter to agents. Mr. Chap- 
man carries with him in his retirement 
the best wishes of the company’s ofiicers 
for many years of good health. He has 
been given a liberal allowance and will 
go shortly to Tampa, Fla., where he has 
a son. 

Harvey A. Bush and William H. Gart- 
side continue as assistant managers at 
Chicago and Walter A. Sawyer as 
agency superintendent of the Western 
department. 

Mr. Chapman has been manager for 
ten years, succeeding John Marshall, Jr, 
when Mr. Marshall was called to the 
home office as vice-president. He had 
previously been assistant manager for 
some years and prior to that had had 
a long experience with the Connecticut 
Fire both in the field and in the West- 
ern department office. Mr. Chapman has 
been a modest, hardworking, capable ex- 
ecutive, respected by his associates. 
While not as prominent in various or- 
ganizations as some of the other West- 
ern managers, he is a director of the 
Underwriters Salvage Co. of Chicago, a 
member of the executive committee of 
the Western Adjustment & Inspection 
Co., chairman of the membership com- 
mittee of the Union and a member of 
its committee on publicity and education. 

Career of S. M. Buck 

Mr. Buck was born in Columbus, Miss, 
forty-four years ago and moved to Texas 
at the age of twelve. He was educated 
in public schools and at the Southwest- 
ern University, Georgetown, Tex. He 
entered a local agency in 1904 and be- 
came special agent in south Texas for 
the Northern of London in 1913. In 
1916 he was appointed special agent for 
the National of Hartford in Texas, and 
in 1919 was transferred to Virginia, 
Maryland, and District of Columbia as 
state agent for the National and affilli- 
ated companies with headquarters at 
Richmond, Va. 

Two years later Mr. Buck .was trans- 
ferred to the home office of these com- 
panies at Hartford as agency suwuperin- 
tendent. When the Transcontinental was 
organized in 1925, he went to Chicago 
as assistant secretary and underwriting 
manager of H. G. B. Alexander & Co, 
United States managers, and later was 
promoted to vice-president of the man- 
aging corporation. When H. G. 3. Alex 
ander & Co. retired from the manage- 
ment in 1927 he was appointed manager, 
which position he held until January |, 
1929, when he became assistant Unit 
States manager of the Netherlands In 
surance Co. 


FORM NEW AGENCY IN NEWARK 

A new agency is being formed in New 
ark which will be known as thie j 
strom-Williams Co. The ‘new concef 
will be capitalized at $25,000 and 
write all fire lines. Paul H. T. Haf- 
strom, who has been a genera! insu! 
ance broker in New Jersey 2" é 
York, will. be president and Alva 
Tracy Williams, real estate broket 
treasurer and secretary. The firm plats 
to have branch offices in Paterson, Je 
sey City and Elizabeth. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 








NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$56,065,676.33 — $19,562,549.89  $13,500,000.00  $23,003,126.44 — $36,503,126.44 





HENRY M. GRATZ, President NEAL BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. oa TR BS [. BARSESE, V.-Pres’t ARCHIBALD KEMP, 2d 2d V.-Pree’t 


THE GIRARD F. & M. IN SURANCE CO. 


OF PHILADELPHIA, PA. 


$ 6,036,606.06  $ 2,834,467.72  $ 1,000,000.00 $ 2,202,138.34  $ 3,202,138.34 





NEAL BASSETT, President 
H. HASSI 


A. INGER, Vice-Pres’t WELLS T, BASSETT, Vice-Pres’t ARCHIBALD KEMP. ‘aa View Pra’ . gaia 
MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 


> 4,881,357.40  $ 2,770,413.44  $ 600,000.00  $ 1,510,943.96  $ 2,110,943.96 





NEAL nr, President JOHN KAY, Vice-Pres’t and Treasurer 
H. HASSINGER, Vice-Pres’t WELLS , on, — Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$ 5,021,040.53 $ 2,502,743.59  $ 1,000,000.00 —$ 1,518,296.84 $ 2,518,296.84 





H. TRIMBLE, Presi be naa 
JOHN KAY, vee 4 A. H. HASSINGER, V.. oe 4, MA, ez AGREE, V.-Pres’t ARCHIBALD KEMP, ak V.-P; 


peseoe SUPERIOR FIRE Th INSURANCE CO. 


F PITTSBURGH, PA. 


$ 4,837,239.59  §$ 2,492,228.84 § 1,000,000.00  $ 1,345,010.75 § 2,345,010.75 





W. E. WOLLAEGER, Presi NEAL eH Vice-Pres’t 
JOHN KAY, V. pret e H. HASSINGER, V. one as eee | man V.-Pres’t ARCHIBALD KEMP, 


2d V.-Pres’t 
CONCORDIA FIRE IN SURAN CE CO. 


MILWAUKEE, 


$ 5,359,804.52 $ 2,486,092.08 $ 1,000, 000. 00. $ 1,873,712.44  $ 2,873,712.44 





CHARLES bo CKMAN, Presiden L. BASSETT, Vice-Pres’t 
JOHN KAY, V.-Pres’t A. H. HASSINGER, V. ae WELLS T. eta V.-Pres’t ARCHIBALD 


KEMP, 2d V.-Pres’t 
CAPITAL FIRE I IN NSURAN CE CO. 
$ 666,598.88  $§ 196.08 5 “300,000.00. $ 366,402.80 $ 666,402.80 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President 


. WM. BURTON, Vice-Pres’t 
E. J. DONEGAN, Ist V.-Pres’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON Vice-Pres’t 
ORGANIZED 1874 


METROPOLITAN CASUALTY INSURANCE CO. 
OF N . ¥. 
$15,452,308.70 $10,173,698.43  $ 1,500,000.00 $ 3,778,610.27 —$ 5,278,610.27 


EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey: 
WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
Chicago, Illinois Toronto, Canada San Francisco, California 
H. on = MASSIE & RENWICK, Limited, W. W. & E.G. POTTER, Managers 

H. R. M. SMITH Managers 


Ass’t Manager 
JOHN R. COONEY 
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Mixed Agencies Upheld 
As Good For Business 


WOULD LET AGENTS DECIDE 





General Agent of Lion Assurance and 
Eureka-Security Writes Open Letter 
Against Separation 





I. M. Fisher, president of I. M. Fisher, 
Inc., general agents at Los Angeles for 
the Lion Assurance, the Eureka-Security 
Fire & Marine and Monarch Underwrit- 
ers, has addressed an open letter to 
agents of his companies stating his op- 
position to “separation” andg declaring 


— 


that an agent’s business is his own and 
he therefore has the right to represent 
any companies he chooses, irrespective 
of their organization affiliation. Mr. Fish- 
er contends that mixed agencies are good 


for the business of fire insurance as they 
tend to stimulate competition and that 
companies are not justified in becoming 
incensed because they believe an agent 
is not distributing his risks in accordance 
with the hopes of some company heads. 

In his letter Mr. Fisher says: 

“The practice of having our companies 
represented by agents who also repre- 
sent companies which pay either larger 
or smaller commissions than we do and 
which conduct their business -in a man- 
ner different from that followed by us 
has never caused us great concern. We 
have thought that the agents themselves 
controlled that situation, and should the 
plan become economically unsound or un- 
fair to them or detrimental to public 
interests they would, of their own voli- 
tion, quickly bring it to an end. 

“It appears to be the consensus of 
opinion among insufafice agents through- 
out the greater part of the United States 
that mixed agencies are workable and 
desirable and as a result mixed agencies 
are in great preponderance. They most 
certainly serve to stimulate competition, 
and healthy and honest competition is a 
good thing for any business. We there- 
fore are unable to find any demand from 
the agents for discontinuance of_ the 
plan, nor can we find where separation 
has. been successfully accomplished in 
any territory. 


Upholds Mixed Agencies 


“We appreciate the fact that if. you 
have a mixed agency it is undoubtedly 
mixed because of the advantages that 
came to you through adopting such a 
course. You have built on that basis, in 
many cases covering a long period of 
time, and we are glad that we are not 
compelled to subscribe to some plan that, 
if effected, would bring to you so much 
confusion and inconvenience and tend 
to destroy the good will which you have 
created with your insureds and your com- 
panies and which is your most valuable 
asset. 

“Please understand that we are not 
asking for any change On your part. It 
is,not necessary for you to declare to 
us what you will do with any other 
company in your agency. We do not have 
any stringent contract to present to you 
as soon as you close the door to other 
company representation. We are not 
seeking to retard or destroy the Ameri- 
can agency system, and we are not in- 
tetested in creating a multiplicity of com- 
pany owned offices, strategically located, 
and operated by salaried employes. We 
want you to be adequately compensated 
for your labor and we are ready to go 
the limit to help you build and increase 
your business. We are content to let 
you judge to what volume of business 
our services entitle us, and we do not 
ask for a written permit to examine your 
records to make sure that you are hon- 
orable in your dealings with us. 

“As far as we are concerned you may 
represent the companies you consider de- 
sirable. Your agency is your business; 
you may run it as your own. We will 
gladly do all that we possibly can to 
make it a pleasant and profitable occu- 
pation for you.” 








agents. 





| NEWARK FIRE INSURANCE COMPANY 


- Newark, N. J. 
Incorporated 1811 





A Company with a continuous 
‘and unblemished record of over 
a Century in protecting the 
interests of policyholders and 





Agents Wanted Where Not 
Represented 





REPUBLIC FIRE FIGURES 

The Republic Fire of Pittsburgh, one 
of the Corroon & Reynolds group of 
fire companies, reports earnings and gain 
to stockholders for the first six months 
of 1929, applicable to the $10 par value 
stock, of $702,854, equal to $7.02 a share 
on the 100,000 shares of common stock 
outstanding. These earnings compare 
with $4.81 for the entire year of 1928 on 
the same number of shares. The June 
30 statement shows assets of $4,770,209, 
an increase of $694,033; premium reserve 
of $985,867, an increase of $143,119, and 
voluntary reserve of $1,581,248, an in- 
crease of $545,607 over the respective 
December 31, 1928, figures. The capital 
is $1,000,000 and the net surplus also 
$1,000,000. 


A ‘Twister 





Siete 


EXPORT OF_N. Y. FIGURES 
The New York Insurance Department 
has completed its examination of, the 


Export Insurance Co. showing that on 
March -31, 1929, the company had ad- 
mitted assets of $3,620,000, with liabili- 
ties of $925,935, leaving a net surplus of 


$2,094,351 and a capital of $600,000. The ~ 


company paid net commissions in 1928 of 
about 5% of the net-premiums written. 
The marine business was written through 
Marsh & McLennan at brokerage rates 
and the cotton shore’ fire- risks were 
wholly reinsured on a favorable basis. 
All of the atitomobile, lake hull and lake 
grain business was reinsured at a slight- 
ly higher rate of commission than origi- 
nally paid. 





HEN a man sees a “twister” like this coming 
down the pike, it’s time for him to pack up and 
But then it’s too late to save anything 


depart. 
but his skin. 


Most of the people in your community give little 
thought to the windstorm danger unless there has been a 
recent storm in the vicinity. 
“neighbors” of the irresistible power of the wind and 
have provided them with the best possible insurance’ pro- 
tection, you have done a good turn which may save them 


from financial ruin. 


New York Office 








THE GEORGIA HOME INS. CO. 


WILFRED KURTH, Pres. 





If you have warned your 


59 Maiden Lane 





Offices Incorporate 

















The tendency of insurance agencies to 
incorporate in New York State has been 
marked since the liberalization of its 
corporation: laws five »years ago. Since 
August 15.nine concerns to engage in 
the insurance business have been char- 
tered by the secretary of state. They 
are: 

Brooklyn Club Service, Inc., Brook- 
lyn, capital 200 shares no par value, gen- 
eral insurance brokers. David Hairis, 
Bess Harris, Morton Abrahams, incor- 
porators. | 

S. M. Cloud, Inc., New York City, :en- 
eral insurance agents, capital 100 shares 
no par value. S. M. Cloud, S. A. Wolff, 
J. F. Wharton, incorporators. 

Caspari-Zuckerman, Inc., New York 
City, general insurance brokers, $26,000 
capital. David Zuckerman, Fannie Horo- 
witz, Arthur Caspari, directors and sub- 
scribers. . 

William. L. Koerner, Inc., Mount Ver- 
non, insurance and securities. William 
L. Koerner, Anna Koller, Louis Koerner, 
incorporators; capital $10,000. 

Light & Abrahams Inc., Queens bor- 
ough, New York City, general insurance 
business, capital $50,000. Henry Schwae- 
ber, Arthur Schwaeber, Jack Schwacber, 
incorporators. 

Frank- A.- Fox, Inc., Monticello, Sulli- 
van. county, capital $10,000. Frank A. 
Fox, Fred Golderman, Emiliano Gonzales, 
incorporators. 

Thalheimer, Inc., New York City, gen- 
eral insurance agents, $10,000 capital. 
Margareta Thalheimer, Sadie Hazlett, 
Louis F. Felix, incorporators. 

Coakley & O’Connell, Inc., New York 
City, $1,000 capital, insurance brokers. 
Abraham Kaplan, Emanuel Redfield, Hy- 
man Greenberg; incorpotators. - 

Seaboard Associates, Inc., White Plains, 
general insurance agency and brokerage 
business, capital 100 shares no par value 
stock. Albert T. Strieder, Harry H 
Mann, John S. Nies, incorporators. 








WESTERN UNION MEETING 


50th Anniversary Gathering Will Begin 

September ‘23 at Old Point Comfort; 

Big Program Prepared 

The Western Union will celebrate its 
fiftieth anniversary this year with a big 
meeting at Old Point Comfort, Va, 
starting September 23. There will bea 
banquet that night with President W. B. 
Flickinger presiding. John M. Thomas, 
vice-president of the Fire Association of 
Philadelphia, -will act as‘ toastmaster, an 
the chief speaker will be Chester Leas- 
ure, manager of the resolutions and ref- 
erendum department of the United 
States Chamber of Commerce at Wash- 
ington. Charles R. Tuttle of Chicago, 
western manager of the Insurance Co. of 
North America, will give a biographical 
talk. about persons identified with the 
Union in the old days. «John F. Stafford 
of the Sun will provide some motion pic: 
tures largely centering about Unio 
members. A. F. Powrie, Fire Associa: 
tion, is chairman of the banquet com- 





"mittee. 


A report of the achievements of the 
Union in which will be given the high 
spots along the way is being prepare 
jointly by a special committee consisting 
of John C. Harding, Springfield, chalt- 
man; J. R.. Wilbur, America Fore; RB. F: 
Barbour, Northern of England, and the 
standing public relations committee 0 
which Mr. Harding is chairman, the ot 
er members being F. R. Big:low, >! 
Paul F. & M.; F. P. Hamilton, Queen: 
C. F. Shallcross, Royal, and W. P. Rob 
-ertson, Alliance. This report wi'! deal i 
a general way with the historic:! aspec! 
cf the Union’s accomplishments. It w! 
center the attention of the fraternity ” 
the highlights of the organization. 


JERSEY MUTUALS TO MEET 

The New Jersey State Association z 
Mutual Fire Insurance Companies it 
hold its annual convention on Octobet 
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Owners of valuable jewelry 
should be protected by a 
Jewelry floater. The 
“America Fore” Companies 
now write All Risks insur- 
ance on jewelry and .furs. 














Phe CONTINENTAL 
FIDELITY- PHENIX 
NLA G A ROA 
AMERICAN EAGLE 
First AMERICAN 
MARYLAND 


FIRE INSURANCE COMPANIES 
Eighty Maiden Lane, New York,NY 


ERNEST STURM, Chairman of the Board 
PAUL L.HAID, President 
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Valued Policy Suit 
Over Costly Paintings 


INSURER QUESTIONS VALUE 





Claims One Painting Stolen, Put Down 
at $69,000, Is Not an Original 
Da Vinci as Policy Said 





A question of law has been raised in 
the case of Pio Sterbini, plaintiff, against 
the Royal Exchange of London, defen- 
dant, in an action pending in the Su- 
preme Court of New York, involving 
the interpretation of a valued policy, 
covering ten original paintings made by 
masters in the sum of $95,000, against 
loss by theft among other contingencies. 

A loss by theft occurred while the 
paintings were on exhibition in Miami, 
Fla. Among the paintings stolen and 
covered by the policy was one entitled 
“Temptation of St. Anthony” by Leo- 
nardo da Vinci, which was valued in the 
policy at $69,000; other paintings stolen 
including the da Vinci aggregated a loss 
of $95,000. 

The insurer raises an important ques- 
tion of law in its claim that the da 
Vinci was not an original by the mas- 
ter. The court will be called upon in 
its interpretation of the terms of the 
valued policy to determine whether an 
insurer can assert this claim, for the 
reason that in the policy upon which 
suit has been brought, it specifically re- 
fers to “Temptation of St. Anthony by 
Leonardo da Vinci” to be valued at 
$69,000, and the other paintings are spe- 
cifically referred to and valued at the 
sums mentioned, totaling $95,000. 

There is included in the policy a clause 
providing that the amounts set opposite 
the various paintings are “the values of 
the said articles for the. purpose of this 
insurance.” The interpretation to be 
placed upon the valued policy by the 
court in this action will be of interest 
in insurance circles, particularly in view 
of the recent comments made relative 
to the effect of valued policies. 

David Goldstein and Alex Davis ap- 
pear as attorneys for the plaintiff, and 
Burlingham, Veeder, Masten & Fearey, 
represent the defendant insurance com- 
pany. 





MOYER WITH SOUTHERN FIRE 


The Southern Fire of New York an- 
nounces the appointment of M. E. Moyer 
as state agent for Pennsylvania. Mr. 
Moyer entered the insurance business in 
1914 as inspector for the Underwriters 
Association of the Middle Department, 
resigning in 1917 to enter the U. 
Navy. In 1919 he returned to his for- 
mer connection as district secretary at 
Cumberland, Maryland, remaining. there 
until he accepted a special agency for 
the Svea and Hudson in Pennsylvania, 
Maryland and Delaware. In September, 
1923, he became special agent for the 
Continental in central Pennsylvania and 
in April, 1927, was placed in charge of 
the entire America Fore group in the 
same territory. 





FORM NEW BROOKLYN AGENCY 


A new fire and casualty agency has 
been formed in Brooklyn called the 
Brooklyn Franklin Corporation with 
headquarters at 148 Montague street. 
William Eisenberg, formerly identified 
with the Lockwood Agency, Inc., is pres- 
ident and general manager of this office, 
which has been appointed agent in the 
Brooklyn territory for the Brooklyn Fire, 
United States Merchants & Shippers, 
Federal Insurance Co. and the Potomac. 
The agency will also handle the Long 
Island territory for the Liberty Bell. 
Constant A. Davidow, formerly connected 
with Kearns & Edlund, has gone with 
the Brooklyn Franklin Corporation in 
charge of the casualty department. 





SOUTHERN FIRE IN INDIANA 


The Southern Fire of New York has 
been admitted to Indiana to write fire 
and allied lines. 
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BETTER customer —a better friend — and a better 


booster! Just because the agent made it his business 


to explain Rent insurance to this client. At first the client 


didn’t realize that his rent income could be covered as well 


as his property. An analysis of his holdings and a careful 


explanation of the various types of Rent policies soon showed 


him. \Vhen the blow came he was able to congratulate his 


agent instead of condeming him. * 7 7 r sf 7 


That’s the difference between the insurance expert and the 


“policy peddler”. Most agents of this company belong to the 


former class and know exactly which of their clients are Jand- 


lords with an income from rents, which of them live on their 


own property and which hold valuable leases. They make it 


their business to tell these men in advance about Rent, 


Rental Value, Leasehold and Use and Occupancy (business 


interruption) Insurance. t ¢ ¢ ¥, * 3 e 


THE EVER OOL, 
wo] ONDON 
» GLOBE. 


Insurance Co crv 


Executive Offices: 1 Pershing Square, Park Ave. at 42nd St.,New York, N. Y. 


Pacific Coast Dept., San Francisco, Calif. 





THE NATIONALINSTITUTION WITH A WORLD WIDE BACKGROUND 
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Big Investment Gains ’ 
Of the Continental 


LIST OF HOLDINGS IS GIVEN 





Market Value of Securities Abcut 
$5,000,000 More Than Prices Carried 
On the Books 





The earnings record of the Continental 
of the America Fore Group during re- 
cent years has been an impressive one. 
Although there was a considerable gain 
in the net underwriting profits of the 
company. in 1927 and 1928; the upward 
trend of the earnings ‘is chiefly due to 
the market appreciation of the securiiies 
held in the company’s investment port- 
folio, according to an analysis of the 
company by Bauer, Pogue, Pond and 
Vivian. 

Of the total assets of the company, 
97% is invested in bonds and stocks. The 
more impressive of the stock holdings, 


_ comprising 57% of the assets, are listed 


below with their value on the books of 
the company and their market price as 
of August 29: 


App. 
Carried Val. 
at Aug. 29 
1000 Chesapeake & Ohio..... 225 273 
GOOO;AtchISOR occ is ccccses 225 294 


10000 Atlantic Coast Line .... 185 195 
5000 Chicago & N.-Western.. 85 102 
10000 Del., Lack. & Western.. 121 163 


7500 Illinois Central ........ 140 147 
5500 Louisville & Nashville... 143 150 
502 N. Y. & Har. guar...... 250 297 
S500 NN: V. Conteh: ...acsce 205 250 
5000 N. Y., N. H. & H. pf.. 115 123 
8000 Norfolk & Western..... 230 280 


2500 Pittsburgh & Lake Erie, 142 156 


10000 Southern Pacific ....... 130 149 
3000 Southern Railway ...... 145 153 
2000 Union Pacific pf........ 81 85 
1200 Canadian Pacific ....... 225 234 


7890 Cent. Han. Bk. & Trust 375 437 
5000 Am. Tel. & Tel. 
2100 Consol. Gas of N. Y... 130 172 
5100 Internat. Tel & Tel..... 95 141 
1050 Pub. Service of N. J... 105 118 


5000 Allied Chemical pf. .... 120 121 
1000 Ati: Caniras ike ceceios 150 175 
7400 Continental Can ....... 75 88 
10500 Corn Products ....... ae 109 
8100 General Electric ...... 320 391 
6000 Kennecott Copper ..... 84 90 
2000 Breage © ccc iccicsccieces 47 52 
2000 Kroger Grocery Co. B.. 84 88 
1900 National Bircuit ....... 185 209 
4600 Otis Elevator ..... avese> 56D 401 
13200 Stand. Oil of Cal. ...... 72 76 
12000 Prairie Oil & Gas...... 55 58 


8000 Standard Oil of N. J... 57 72 


4400 Union Oil of Cal. ...... 47 54 
6000 Vacuum Oil .......... eoraas 128 
11250 Woolworth ........... . 97 


9240 Chase Nt. Bk. with rts.. 190 219 


The present market value of these se- 
curities is approximately $5,000,000 more 
than the amount at which they are car- 
ried on the books of the company. There 
is a reserve of $5,500,000 for market de- 
preciation in these stocks. 


SPRINGFIELD FIGURES 

The Springfield Fire & Marine reports 
an income for the first half of 1929 
aggregating $9,289,992, compared with 
$9,494,302 in the corresponding period 
last year, a decrease of 2.1%. Disbiirse- 
ments were $8,397,130, against $8,57°.874, 
a decrease of 2.1%. Surplus on June 30 to- 
taled $14,756,636, compared with $11,268- 
096 at the same time in the previous 
year. Assets increased from $34,771,585 
to $39,595,647 on June 30 this year, 2 gain 
of 13.8%. 


FIREMEN’S PROGRESS 

The Firemen’s of Newark, as of June 
30 had surplus of $22,605,628, against 
$12,038,379 a year ago. Stockholders 
contributed $13,500,000 to surplus during 
the year in connection with a capital in- 
crease. Assets were $57,202,014, com- 
pared with $39,362,455, a gain of 45.3%. 
For the first half of the year income © 
the company was $7,918,880, against $7,- 
rgd for the 1928 period, a gain of 
2%. 
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ye WORLD FIRE ann MARINE sSecceaaan COMPANY 
THE CENTURY INDEMNITY COMPANY 


HARTFORD -CONNECTICUT 


tna Fire Group agents know that these three companies will guide 
them through any and all of their ever-arising insurance problems. 






































Evils Of Inadequate Covers 


By W. H. GARTSIDE, 


Second Ass’t. Manager, Western Dep’t., Fireman’s Fund 


W. H. Garstide, second assistant man- 
ager of the Western department at Chi- 
cago of the Fireman’s Fund, has written 
some pointers on the lack of adequate 
insurance upon public buildings which 
should make local agents sit up and as- 
certain whether public property in their 
districts is fully insured. .An attempt to 
save a few dollars in premium charges 
is more often than not an erroneous 
policy to follow Mr. Gartside writes in 
his article,-from the “Fireman’s Fund 
Record,” which is presented herewith. 

Public officials, by virtue of their office, 
are often the trustees for public prop- 
erty and they are sometimes careless, 
or at least unbusiness like, in the atti- 
tude they take on questions of insurance. 

There are numerous instances of the 
total destruction by fire or windstorm 
of public buildings such as courthouses, 
city halls, jails, public libraries. sehool 
houses, etc., where the amount of in- 
surance carried has been very inadequate 
with the result that the taxpayers are 
obliged to stand a large part of the loss 
and furnish the money to rebuild. 
Church Property Outstanding Example 

The trustees of church properties are 
guite frequently negligent in such mat- 
ters, or if they are not negligent, use 
questionable judgment in saving a few 
hundred dollars in premiums and taking 
a chance of losing thousands. The aver- 
age church can raise a few hundred dol- 
lars to pay insurance premiums without 
much difficulty whereas the raising of 
larger sums for rebuilding is often a very 
difficult job and means considerable 
sacrifice on the part of many for, in 
some cases, quite a few years. 


The Home Fire and Marine recently 
paid a total loss on contents of a brick 
and frame building occupied as a town 
hall and jail. The value of the property 
was found to be $9,287 with a loss of 
$7,004. The insurance was $3000 only 
under a policy written for five years. If 
the policy had been written for five years 
with an 80% co-insurance clause, for 
which the usual credit in rate would have 
been allowed and the amount of insur- 
ance had been adjusted to 80% of the 
value, there would have been approxi- 
mately $7500 instead of $3000, and the 
premitmm would have been $116 more 
than was paid for the $3000 policy. The 
village would have recovered the full 
amount of its loss. $7,004. instead of los- 
ing $4000. In this particular instance, 
the premium savings for one hundred 
years would not have been sufficient to 
pay for the loss. 

Big Problem for Trustees 

This is a comparatively mild instance 
of the short sighted business policy, as 
far as insurance is concerned, of some 
who are responsible for the protection of 
the property of others. In many cases 
the losses have run into very large fig- 
ures. The question of adequate insur- 
ance is one that the trustees of property 
should give even more careful and thor- 
ough consideration to than that of in- 
surance on their own property. 

The St. Louis Board of Edu.cation 
is said to have lost upward of $1,000,000 
of school property in the tornado of 
1927. The School Board had a “Self 
Insurance” fund to replace windstorm 
losses and there was only $75,000 in this 
fund when the storm struck. 








WATCHING BUILDERS’ RISK 

Fires during the construction of the 
modern skyscrapers will be reduced if 
the close supervision and watchfulness 
now being inaugurated by the Chicago 
Fire Insurance Patrol is a success. The 
patrol, upon the recommendation of 
Chief Frank C. McAuliffe, has selected 
the new forty-five story home of the 
Chicago Board of Trade which is rapidly 
ascending skyward across the street 
from the Insurance Exchange, as the 
subject of a careful fire prevention test. 
With the full co-operation of the con- 
tractors, Hegeman-Harris & Co., the pa- 
trol has delegated one of its officers to 
inspect the entire structure carefully 
each day. In addition to this the con- 
tractors have been careful to extend the 
emergency standpipe as fast as a new 
floor is added, hand extinguishers have 
been distributed through the building, a 
barrel of water has been placed on each 
floor, and elevator service has been as- 
sured for any hour of the day or night. 





PEOPLE’S FIRE GEN’L AGENT 

The Peoples National Fire has ap- 
pointed E. E. Olinger & Co. as general 
agent in Oklahoma and Kansas, with 
headquarters in the Local Building, 
Oklahoma City. Mr. Olinger was previ- 
ously in the general agency business in 
Oklahoma with H. C. Upsher as part- 
ner, but sold out his interests about two 
years ago and lived since in California. 
Now he returns to the general agency 
field. 


PUBLIC FIRE’S GROWTH 

The Public Fire of Newark, formed in 
April, 1928, shows admitted assets as of 
August 31, 1929, of $8,702,490. This is an 
increase of $3,502,490 since the day the 
company began business. with $5,200,000 
assets. The liabilities of the company 
now consist of a reserve for losses of 
$416,812; reserve for unearned premiums 
of $4,449,521 and reserve for taxes and 
other liabilities of $163,154. This leaves 
a surplus to policyholders of $3,673,002, 
of which $1,000,000 is capital and the 
balance net surplus. Since April 10, 1928, 
the company has written $6,950,416 in net 
premiums and paid $1,115,388 in net 
losses. President J. T. Dargan states the 
loss ratio of the company is lower for 
the period from January 1, 1929, to Au- 
gust of this year, than from May 1 to 
December 31, 1928. 





GREAT AMERICAN CHANGES 

The Great American has made several 
home office changes. John G. Loose, who 
has been executive special agent in the 
Eastern department, has been trans- 
ferred to the Southern department as ex- 
ecutive special agent. William O. Mc- 
Lelland, who has been agency superin- 
tendent in charge of the New England 
department, has been appointed execu- 
tive special agent in the Eastern depart- 
ment to succeed Mr. Loose, and Charles 
V. Munier, who has been agency super- 
intendent at the home office without spe- 


. Cific territory, has been assigned to the 
- New England department. 
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Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. (Denmark) 
Eagle Fire Insurance Company (New Jersey) 


Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. | 























National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1929 


es ON es Sa Anica Meas a, Se Es oo os nba ea $ 3,000,000.00 
UR) er BO sy 9 | eer ane 26,805,114.51 
NET RN ie so xa eae ned sis a\6To: oe +. ace os a pd alana tions 16,597,595.55 
CONTINGENT RESBRVE FUND..................e0000. 1,500,000.00 
ee 8 Sp ees ee eee eee 46,402,714.06 
TOTAL SURPLUS TO POLICYHOLDERS............. 21,097,599.55 


F. D. Layton, President S. T. Maxwell, Vice-President 
Vice-Presidents 
R. M. Anderson, G. F. Cowee, C. C. Hewitt, C. L. Miller, C. B. Roulet 
F. B. Seymour, Secretary end Treasurer 
Secretartes 
R. C. Alton, L. C. Breed, H. B. Collamore 
Assistant Secretaries 
W. C. Browne, W. W. Corry, W. H. Hinsdale, W. O. Minter, ° S. W. Prince 
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GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE CO. sii 


Home Office, 50 Union Square, New York City 





420 Lexington Ave.—LEXington 5715 
245 Fifth Ave.—ASHland 1772 
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Fire Prevention Week 
( October 6-12) 


OR the first time since 1919, fire loss 
} records for 1927 showed a considerable 

decline from the previous year in the 
total value of property destroyed. This is 
concrete evidence that, the nation-wide Fire 
Prevention activities sponsored by stock 
fire insurance companies are bearing fruit. 
But this is only a start in the right 
direction. 




















Fire Prevention Week this year takes 
place October 6-12. As in former years, 
Franklin agents will be among the leaders 
in fire prevention activities. Many of them 
will put forth even greater efforts, as a 
fitting reminder that the Franklin com- 
pletes its 100th year of operation. 


Wilfred Kurth, 
President. 
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—and still going strong 





beginning of the Franklin, with a 

few brief interruptions, the nation’s 
fire loss has steadily increased until now it amounts to ’’ 
nearly half a billion dollars in one year’s time. All who are 
connected with stock fire insurance should cooperate in the 
molding of public opinion to stop the terrific fire waste. 


LD vee the past 100 years, since the 
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How One Agency Has 
Mastered Credit Evil 


ALWAYS AFTER SLOW PAYERS 





T. S. Peck Agency of Vermont Threat- 
ens Cancellation; Refuses to be 
Over-Lenient 





Any new information on correcting the 
credit evil is welcomed by local agents 
who are searching for ideas on how to 
better the collection of outstanding pre- 
mium accounts. John E. Traill, treasurer 
of the T. S. Peck Insurance Agency of 
Burlington, Vt., has given more than the 
usual amount of thought to this subject 
and his agency has mastered this problem. 
He gives some of his ideas and cites the 
results of his method over a period of 
years in the September issue of “The Ac- 
celerator,” the monthly publication of the 
Boston and Old Colony companies of Bos- 
ton. Mr. Traill’s suggestions follow: 


When the extension of credit in the 
payment of insurance premiums is used 
as a means of expanding the market 
or greater volume of business, then there 
are sure to be shoals: ahead for the 
agent. 

Agents should and can correct this evil 
if they will only apply themselves to the 
task. 

Let’s give the situation serious consid- 
eration and adopt relief measures for 
immediate use, “a change of daily diet 
and proper exercise.” The amount of 
outstanding overdue premiums on the 
average agent’s books is surprisingly 
large. This is the result of lack of care 
and attention on the part of the agent. 
It occurs especially in the bookkeeping 
department, and even before that de- 
partment is reached, going on from bad 
to worse until the wheel-chair stage is 
reached. 


Long Credit Not Necessary 

Inquiry among agents, field men, and 
company executives at various times dur- 
ing the past several years discloses that 
many agencies are carrying at the end 
of the year, or say January 15, in pre- 
miums forty-five days old and more, an 
amount equal to 20 or 25% of their net 
premiums for the year. The strange part 
of this is that they are reconciled to this 
fact and believe the condition necessary 
in order that they may continue to 
hold the business of these assureds. We 
will now demonstrate that it is not only 
unnecessary but a grievous error which 
is heading the agent on to the rocks. 
These agents have permitted this condi- 
tion to develop. It hasn’t been forced 
upon them. 

There is one remedy: Agents in some 
of the western states have been advocat- 
ing an automatic cancellation clause in- 
corporated in the standard fire policy. 
More power to them! 

Here is another remedy which comes 
from an Illinois agent who claims he 
“has found a practical solution of the 
premium collection problem. He has ex- 
plained to all his clients that he must 
pay his premiums to the companies at a 
fixed time and has printed on all his 
bills a statement that if the premium is 
not paid within 30 days from the issu- 
ance of the policy a carrying charge of 
10% will be added.” 

What’s wrong with that picture? 

I believe the insurance commissioner’s 
convention would be justified in adopting 
resolutions recommending to the com- 
panies the fixing of a dead line beyond 
which no agent must go in extending 
credit to policyholders. 

The life companies have not seen fit to 
deviate from their long-established rules 
for premium payments, and most life 
policyholders know how well these rules 
have worked. 

Spot Cash Motto of Big Business 

The most successful business houses, 
the chain. stores, the mail-order houses, 
insist on spot cash. 

You are furnishing protection through 
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the largest financial institutions in the 
country, at spot cash prices, and permit- 
ting the assured to pay when you catch 
him. 

Let me suggest the following: Attach 
to all fire policies a sticker printed in 
red ink reading— 

: Cancellation Notice 

“Particular attention is called to the following 
notice and condition of this contract: 

“You are hereby notified that unless the pre. 
mium on this policy is paid on or before the 
20th day of the month next following the date 
this policy takes effect, the company wil! exer. 
cise its right of cancellation as provided in 
said policy.” 

This cancellation notice does not com- 
pel the agent or company to cancel, nor 
is it automatic. It has a psychological 
effect and is a real collector. In fact, 
some of our largest clients, rather than 
have the sticker attached to their poli- 
cies, request the policies to be stamped 
“Paid,” and their remittance is in our 
hands as soon as policies are delivered 
and examined, often before the premiums 
are actually due. 

Many agents have discontinued the use 
of the expiration notice. Our experience 
is that the expiration notice is of great 
value in procuring prompt remittances, 
It is surprising how many customers, on 
receipt of the notice, call and arrange 
for renewal and pay the premium in ad- 
vance, which would not often happen if 
there were no notice. Our notice, mailed 
the fifteenth of the month preceding ex- 
Ppiration, contains this message: 

“Please advise us at an early date of any 
change desired in your insurance. In the ab- 
sence of instructions or advices, renewals will 
be prepared and the insurance continued as 
heretofore, unless advised to the contrary by 
this office, 

_ “If you will permit us to co-operate with you 
in the handling of your insurance we can be of 
real service to you. 


“Anticipating a continuance of your patron 
age, we are. .. .” 


All transmitted letters accompanying 
policies bear this message in large type: 
“Premiums Are Due and Payable on 

the Effective Date of the Policies” 

All customers’ accounts are drawn of 
at the end of each month, listed, and 
mailed. White billheads are used for 
current month items. They carry the 
same message as the transmittals. Blue 
billheads are used for items due previous 
to current month and carry this mes- 
sage: 

“This insurance has been in full force since 
the date of issue, and as the account is now 
overdue remittance should be sent to us a 
once. 


“Premiums are due and payable on the effec 
tive date of the policies.” 

For what we consider overdue accounts 
we use a form letter printed in type- 
writer type as follows: 

“Your attention is again called to overdue 
insurance premium as follows: 

(Date of Policies, Company, Number, 
Premiums.) . 

“We have protected your interests by keeping 
this insurance in full force since the effective 
date of the policy. 

“Company requirements and special instruc 
tions compel us to collect this account IMM 
DIATELY. 

“Check in full payments by first mail! is there 
fore requested and your prompt respons: will 
appreciated.” 


On the fifteenth of each month, having 
crossed off all paid accounts on our first 
of the month list, we mail statements 
for all unpaid accounts, using such bill 
head or form letter as deemed propet. 
Suspicious accounts receive specija! attet- 
tion and a personal call from 2 repre 
sentative of the agent to collect at onct 
or determine future action. 

Occasionally we are obliged to collect 
through an attorney, but not often 

Our motto is: Keep everlastincly after 
them. 5 

Here are some of the results obtained 
by the use of the foregoing me‘nods i 
the agency with which I am c:nnect 
based on the experience of the ‘ast fif 
teen years: 


Results of Years of Effo:' 


On January 15 of any year in that 
period—accounts 45 days old avd, over 
i. e., uncollected premiums due prior f 
December 1 

The maximum was 2 7/10% of ‘he pre 
ceding year’s net premiums; the min 
mum 1.26%. 

Accounts charged off: Total for fiftees 


(Continued on Page 29) 
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National Ass’n. Meets At Detroit 


(Continued from Page 1) 


means of increasing an agent’s profits 
rather than on some of the controversial 
company-agent problems, 

Insurance Commissioner Howard P. 
Dunham of Connecticut, who is also 
president of the National Convention of 
Insurance Commissioners and a veteran 
insurance department head, had his au- 
dience listening attentatively this morn- 
ing in his talk on “Modern Tendencies” 
when he declared that fire insurance 
commissions were too high and that they 
would have to be reduced if there were 
not to be complaints of excessive acqui- 
sition costs on the part of the public 
and state insurance commissioners. How- 
ever, he eased the atmosphere somewhat 
when he said he believed the real sub- 
stantial local agent would prosper better 
under reduced commissions because he 
would then be freed from the competi- 
tion of a host of unqualified agents who 
are now in the field for business attract- 
ed by excess commissions. In addition, 
the public would get the benefit of re- 
duced expenses and would feel more 
friendly toward the business. 

Markham On Sole Agencies 

George D. Markham of St: Louis, past- 
president of the National Association, 
and a sage whose wisdom is respected, 
again brought his fight to the convention 
floor for elimination of multiple agen- 
cies and a return to the sole agency. He 
spoke this afternoon, calling his paper, 
“Commissions versus Limitations.” Mr. 
Markham took the attitude that contin- 
gent commissions, reductions of commis- 
sions and qualification laws will not 
bring about a restoration of ideal and 
fair conditions for the local agent but 
that a return to the sole agency system, 
where representatives of the same com- 
pany are not competing against each 
other in the same town would be of in- 
estimable help. 

Albert Dodge, of Buffalo, N. Y., in 
leading the discussion on “The Value of 
an Accident and Health Department to 
a General Office,” pointed out that this 
branch of the business was greatly un- 
developed with only about 10% of the in- 
surable prospects protected. He pre- 
sented a good many valuable ideas on 
how to solicit accident and sickness lines 
and gave his slant on the most effective 
methods of advertising. His part in the 
discussion was well received by those 
Present. 

A. Duncan Reid on “Go-Getters” 

Close attention was given to the mes- 
sage from A. Duncan Reid, president, 

lobe Indemnity, in respect to the short- 
comings of the “order-taker” type of 
agent as compared with the progressive- 
ness of the “go-getter” producer. With 
characteristic frankness Mr. Reid said 
that the “order-taker” must be brought 
to the realization that he must revamp 


his outlook on the casualty-surety busi- 
ness to such an extent that he must 
become an “honest-to-goodness” special- 
ist. And in defense of the American 
agency system, the Globe Indemnity 
president said: 


“If you had been working with the 
American agency system for some thirty 
years as I have, and if you have the 
deep-rooted conviction that I have that 
the agency system as such is logical and 
justifies its existence as a part of the 
economic ‘business necessities of the 
present day, you would conclude with 
me that the hope of the future develop- 
ment of the casualty-surety business, so 
far as the agency system is concerned, 
lies wholly with the so-called ‘go-getter’ 
type of agent.” 

The convention opened informally yes- 
terday when a large number of agents 
who had arrived early got together and 
talked over old times. The National As- 
sociation’s executive committee was in 
session with the state association officers 
yesterday morning and in the afternoon 
both groups held separate meetings. Last 
evening the get-together dinner in the 
grand ball room of the Book-Cadillac 
started things off with a bang. Greet- 
ings to the agents were brought from 
the Governor of Michigan, from the Na- 
tional Association of Casualty and 
Surety Agents, from the Ontario Fire 
and Casualty Insurance Agents’ Associa- 
tion, from the Michigan State Associa- 
tion and the Detroit Association. 

At the meeting yesterday of the ex- 
ecutive committee and the state asso- 
ciation officers it was voted to put be- 
fore the convention a proposed code of 
ethics for agents. It pledges agents to 
give full service to assureds, to live up 
to agreements with companies, to main- 
tain friendly relations with other agents 
and to increase friendly relations with 
the public. 





Mastering Credit Evil 


(Cantinned from Page 28) 


years, $282.71, or an average of $18.84 per 
year. 

In otir smallest year during that period 
the net premiums were over one hundred 
thousand dollars and not a_ dollar 
charged off. 

We have accepted no notes since 1926. 

We never paid a cent of interest on 
borrowed money, for we never borrowed 
a dollar to carry customers’ accounts or 
for any other purpose. Never signed a 
note. 

We have never found it necessary to 
add to our cash capital or to turn back 
into the business any part of the profits. 

For the greater part of the year we 
have on deposit at interest, or other- 
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wise invested, our surplus and three- 
quarters of our current year’s profits, 
thus earning a nice little sum to help 
pay the rent. 

If the agents would unite in educating 
the public up to the necessity for prompt 
payment of premiums, and keep everlast- 
ingly at it, there would: be no wheel- 
chair insurance agents. + 

If you cannot get co-opération from 
your neighborhood agents, adopt the 
plan for your own and you will be sur- 
prised with the results. 





WON’T TAKE OWN POLICIES 

J. B. Winkelman, Hartford Fire agent 
at Calistoga, Cal., tells in the latest is- 
sue of the “Hartford Agent” how folks 
in his country who sell mutual insurance 
won't buy it for their own protection. 
Mr. Winkelman has recently sold two 
Hartford automobile policies to officers 
of an organization which is actively so- 
liciting automobile insurance for a mu- 
tual farm insurance company in Cali- 
fornia. 
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B. L. Hewett Is Named 
Sole Manager in West 

FOR BOSTON AND OLD COLONY 

His Brother, Harry B. Hewitt, Will Con- 


tinue as Assistant Manager; Raw- 
lings’ Departure Regretted 








Definite assurance has been given by 
the home offices of the Boston and Old 
Colony that B. L. Hewett, who has been 
co-manager with Ralph Rawlings of the 
companies’ western department at Lan- 
sing, Mich., will be continued as sole 
manager. Mr. Rawlings withdraw from 
the organization about a fortnight ago 
in order to accept the presidency of the 
new Monarch Fire & Marine of Cleve- 
land which is now about ready to step 
into the middle western field as a strong 
insurance fledgling. 

Mr. Hewett, who will carry on for the 
Boston and Old Colonv. has been in 
closer touch with the office organization 
of the western department, managing 
this end of the work in the past while 
Mr. Rawlings worked throughout the 
territory as contact man. This relation- 
ship was an old one as Mr. Rawlings 
broke into the business some thirty years 
ago when Mr. Hewett, then with the 
Michigan Millers’ Mutual Fire, sum- 
moned him to that organization and aid- 
ed him in learning the ropes out in the 
field. Their business association con- 
tinued and they finally took over man- 
agement of the Boston’s western depart- 
ment in 1918 after having been affiliated 
with the company since 1907. 

Harry B. Hewett, who has been assist- 
ant manager under his brother and Mr. 
Rawlings, will continue in this capacity 
under the new Lansing set-up. 

Notification of the changes is being 
given agents throughout the territory 
during the week in letters being sent 
out from the home offices by William 
R. Hedge, president of the Boston. A 
copy of this letter, already provided the 
Western department, expresses’ the 
company’s regret at the departure of 
Mr. Rawlings and announces the selec- 
tion of Mr. Hewett as sole manager. 

Mr. Rawlings visited the Boston and 
Old Colony offices at Lansing during the 
past week to wind up his affairs and 
clear out his desk preparatory to moving 
to Cleveland. He is at present officiat- 
ing as the temporary president of an- 
other Lansing company, the Columbian 
National Fire, which has been purchased 
by the interests organizing the Monarch 
F. & M., and will be operated until such 
time as the new carrier obtains its li- 
cense in the various states. 


PACIFIC AMERICAN TO EXPAND 


Preparations are being made to enter 
the Pacific American Fire of Los An- 
geles in Colorado, Utah and Nevada 
within the next two months, according 
to Vice-President D. W.. Pierce. Ac- 
companied by Assistant Manager Rich- 
ard M. Carr, Mr. Pierce was a visitor 
this week to the National Association 
of Insurance Agents’ convention at De- 
troit and for several days will be a vis- 
itor in New York and other Eastern 
seaboard centers with a view to making 
preparations for entering the company in 
a few of the Eastern states about the 
first of next year. 








GUARDIAN FIRE GAINS 


The Guardian Fire of New York re- 
ports earnings and gains for the first 
half of 1929, applicable to the common 
stock, of $1,469,341, equal to $9.80 a share 
on the outstanding 150,000 shares, as 
compared with $10.31 a share for the en- 
tire year of 1928. The financial state- 
ment of the company as of June 30 
shows total assets of $9,512,444, an in- 
crease of $1,599,366; premium reserve of 
$2,838,925, an increase of $325,070; vol- 
untary reserve for contingencies,.$2,000,- 
000, an increase of $750,000, and surplus 
to treatyholders of $4,124,526, a gain of 
about $440,000 over the respective figures 


for December 31, 1928. 





NEW N. J. FIRE CO. 
Tentative plans are being made for 
the organization of a new fire insur- 
ance company in New Jersey which is 
to be capitalized at $400,000 with a sur- 
plus of a similar amount. The company 
will be a non-affiliated organization and 
will write general fire lines, aircraft, 
windstorm and tornado. Real estate and 
building and loan interests are backing 
the company. H. Hinckley MacCaulley, 
realtor of Newark and New York, is the 

prime mover in the new venture. 


FIREMEN’S REPORT UNTRUE 

W. W. & E. G. Potter, managers of 
the Firemen’s of Newark group of com- 
panies for Arizona, California, Idaho, 
Montana, Oregon and Utah, deny as 
wholly untrue reports that the compa- 
nies intend to return to membership in 
the Board of Fire Underwriters of the 
Pacific. 





WITHDRAWING FROM TURKEY 

Several companies writing reinsurance 
business in Turkey have withdrawn from 
that market, according to reports. Some- 
time ago a large number of companies, 
mostly British companies in the direct 
business, withdrew on account of the im- 
pending restrictions. The reinsurance 
companies now withdrawing are: Vic- 
toria of Berlin, National d’Assurances et 
de Reassurances of Paris, and the two 
Trieste companies Assicurazioni Gener- 


ali and Riuonione Adriatica’ di Sicurta. © 


The latter two, however, continue to 
work direct through their Turkish sub- 
sidiaries. 





AETNA FIRE DIVIDEND 
The directors of the Aetna (Fire) of 
Hartford this week declared the regular 
quarterly dividend of $5 a share, pay- 
able October 1 to stockholders of record 
September 11. 





KENTUCKY AGENCIES MERG® 

P. P. Edwards and R. C, Eversole of 
Frankfort, Ky., doing a general insur- 
ance business in the past few years 
under the firm name of Edwards & 
Eversole, have purchased the London In- 
surance Agency, the oldest and larzest 
insurance agency in London, Ky., from 
8 More and consolidated the busi- 
ness with that of their own. This trade 
gives Edwards & Eversole nine fire in- 
surance companies. They are also 
agents for the Fidelity & Casualty and 
The Prudential Life. 


INDEPENDENCE FIRE AGENT 

Milton P. Kirtland, trading as the Gen- 
eral Fire Agency with offices in the 
Bible House in New York City, has been 
appointed New York metropolitan dis- 
trict and suburban agent of the Inde- 
pendence Fire of the Corroon & Reyn- 
olds group. 
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HIS is what we mean by agency co-operation: On Tuesday afternoon, 

July 2,a $1,000,000 fire started in Mill Valley, California. On Wednes- 
day morning, July 3, a general officer of our Companies, at the head of a 
staff of trained men, opened adjusting headquarters in a Mill Valley store 
building. For four days and four nights — while the flames swept through 
the nearby mountain canyons and threatened to wipe out the business 
district and neighboring towns as well—the work of checking, set- 
tling and paying losses went on. On Saturday, July 6, the last claim 
had been paid and the temporary office closed. Our companies were 
interested in losses involving property values amounting to approximately 
$200,000. ({ This is the sort of co-operation that has given our Companies 
a position of leadership in thousands of offices throughout the country. 
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] i HY-do you buy your clothes 


from one merchant in preference 
to another? 


{isn’t it largely because you are 
in the habit of doing business with 
him? You turn to him asa matter 
of course when you need a new suit 
or overcoat. 


{[But suppose his store was closed 
by a fire at a time when you 
needed new clothes. Would you 
wait for it to reopen? Or would 
you go to one of its competitors? 





{You would probably do the 

latter. And it’s quite possible that 
you would be so well impressed 
with the competitor’s goods or 
services, that you would get into~ 
the habit of doing business with 
him. 


{{Loss of old customers who get 
into the habit of dealing with com- 
petitors while he is unable to serve 
them is one of the reasons why 
even the fully insured merchant 
cannot afford to have a fire. 


It is one of the reasons why he 
should buy his fire insurance in 
The Travelers and cooperate with 
the Travelers inspectors to elimi- 
nate the factors which are likely 
to cause a fire. 
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Hitwitle 1928 Fire Results 


Underwriting Profit Smaller Than in 1927, But Still Satisfactory; 
Effects of Stabilization of the Franc; Summer Drought 
Hit Most Farm Writing Companies 


As most fire insurance companies have 
now published their reports for 1928 our 
contemporary “La Reassurance” of 
France, has made its annual review of 
French fire insurance which this time 
offers an interesting picture: The fig- 
ures shown by the companies cannot be 
compared with those of the preceding 
year without taking into account the ef- 
fects of the now legally established stab- 
ilization of the French Franc. (The pres- 
ent rate of exchange is about 4 cents 
in United States currency.) Before legal 
stabilization the French companies car- 
ried foreign business on their books at 
pre-war rates of exchange. Now this 
has been changed to current rates of 
exchange, naturally causing a large in- 
crease in the premium income as well as 
losses shown which does not correspond 
to an actual increase in business, but 
merely to the prior undervaluation of 
the foreign business on the books. 

The other big factors influencing the 
1928 accounts of most French companies 
was the drought of the summer 1928, 
which is most strongly reflected in the 
accounts of those companies doing a 
large agricultural business to which class 
belongs the mutuals. La Providence 
states that their losses for own account 
have not been affected on account of 
their reinsurance policy. Amounts shown 
in the 1928 accounts as “difference of 
exchange” or under similar headings, 
vary according to the different size of 
the foreign business written by the com- 
panies. 

Ratio of Underwriting Profit 


In some cases as much as Frs. 8,847,- 
395 (Soleil) and 6,527,078 francs (Union) 
are reported. The reports state that 
competition was as sharp as during the 
last few years and that the premium 
level continued downward. Nevertheless, 
most companies still show an underwrit- 
ing profit, The average underwriting 
profit of companies covered by the sta- 
tistics compiled in “La Reassurance” 
was 4.01% of premiums as against 5.38% 
in 1927 and 4.52% in 1926. The twenty- 
two stock companies included paid over 
seventy million francs in dividends to 
their stockholders, which represents 46% 
of the paid-up capital. The stock dividend 
tax of 18% was borne by the companies. 

The increase in business of the mu- 
tuals has been fairly constant for the 
last few years and is again 11. 5%. The 
stock companies show an increase in 
premium income of 17% as against 8% 
in 1927 and 14% in 1926. This figure, 
however, as already explained has to 
be discounted and the “difference of ex- 
change” items should be deducted. Re- 
insurers fared well according to figures 
contained in the accounts and “La Re- 
assurance” estimates the total under- 
writing profits made by the re-insurers 
of the French fire companies at 131,000,- 
000 francs. 

The mutuals did not do so well as the 
stock companies or the re-insurers, the 
percentage of losses for the direct writ- 
ing companies being 40% in 1928 as 
against 35.8% in 1927 and 35% in 1926, 
but for the mutuals the loss ratio 
jumped to 48.9% from 25% in 1927 and 
23.2% in 1926. Commissions were 18.4% 


for the stock companies and 19.1% for 
the mutuals, and general expenses 14.1% 
for the stock and 24.4% for the mutual 
companies. 


French Company Taxes 


Taxes paid were 371,521,214 francs for 
the thirty-seven leading stock and mu- 
tual companies covered by the statistics, 
or about 4.58% of Premiums as the share 
which the companies themselves are pay- 
ing. Taxes altogether on stock i insurance 
amounted to almost 21%. of premiums, 
the difference being borne by policy- 
holders. 

The largest French fire company, the 
Union, had a premium income of about 
$10,000,000. Second is the. Assurance 
Generales with about $6,000,000, followed 
by l’Urbaine, Nationale, Soleil and Abe- 
ille. Of the mutuals the largest is the 
Mutuelle du Mans of Le Mans with 
$1,300,000. All the stock companies and 
most of the mutuals show a profit and 
an increase of premium income, with 
the exception of the Urbaine, which re- 
ceived 1,228,631 francs less than in 1927. 





TO ATTEND CONWAY DINNER 


Numerous persons prominent in insur- 
ance and politics will be present at the 
dinner given Insurance Superintendent 
Albert Conway at the Hotel Astor on 
October 22 by the General Brokers’ As- 
sociation of the Metropolitan District, 
Inc., in addition to Governor Roosevelt 
and Mayor Walker, whose names have 
already been published. Others who have 
accepted invitations to be present are: 
Joseph A. McGinnies, speaker of the as- 
sembly at Albany; Bernard Downing, 
minority leader of the assembly ; Charles 
C. Lockwood, state transit commissioner ; 

F. Cunneen, insurance department 
manager of the U. S. Chamber of Com- 
merce; N. Y. State Senator B. R. Wales, 
chairman of the senate insurance com- 
mittee; Former Insurance Superinten- 
dents James A. Beha and Francis R. 
Stoddard; Albert Dodge, president of the 
New York State Association of Local 
Agents; John J. Canning, president of 
the Insurance Federation of New York; 
Frank L. Gardner, past president of the 
National Association of Insurance Agents, 
and others. 





KLINE SUCCEEDS RESPESS 
Verner Kline, for twenty-seven years 
with the Niagara Fire, of which ten 
years was spent as assistant secretary 
in New York, has gone to Kentucky to 
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$15,000,000.00 
24,465,534.40 


T SURPLU 


27.7 29,318.71 
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SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$42,729,3 18.71 


LOSSES PAID POLICY HOLDERS 


$204,088,888.03 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 
WESTERN DEPARTMENT 
310 South Michigan Avenne, Chicago, II. 
GC. R. STREET, Vice-President 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 


MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 


CHICAGO—Wwm. H. McGee & Co., Gen’! Aéts.,1 





AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 








N. J. SOCIETY MEETING 

The executive committee of the New 
Jersey Society of Insurance held a meet- 
ing last week at the office of the Ameri- 
can of Newark for the purpose of ar- 
ranging for the lecturers at the coming 
fire and casualty classes of the society 
which open in October. The fire classes 
will be held in the American of Newark 
Building and the casualty classes in the 
Globe Indemnity Building. 








take up field work as special agent for 
the Niagara, Niagara-Detroit Underwrit- 
ers and the Maryland. He succeeds W. 
B. Respess, who resigned on September 
1. Mr. Kline will have his headquarters 
in Louisville, adjoining those of the Am- 
erica Fore Group. 
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“THE OLDEST SCOTTISH INSURANCE OFFICE” 
United States Head Office 
555 Asylum Street, Hartford, Conn. 
New York City Office 
1 Liberty Street, New York 


William L. Brown 
Asst. Mor. 











AJAX AND ESSEX FIGURES 





Two Newark Companies File Statements 
of Financial Standing as of 
June 30, 1929 

The statement for the first half of 
1929 of the Ajax Fire of Newark shows 
that the company’s assets consist of 
bonds, stocks and other investments to- 
taling $573,783; cash in bank and on 
hand, $33,284; premiums and other items 
in course of collection, $38,792; intcrest 
due and accrued, $3,358; other acdmit- 
ted assets, $8,282. Their liabilities con- 
sist of capital stock of $220,000; reserve 
for insurance in force, $104,539; reserve 
for losses in process of adjustment, $11, 
631; reserve for taxes and expenses, $1,- 
500; surplus, $339,829. Surplus to policy- 
holders amounts to $539,829. 

In the assets column of the Essex Fire 
of Newark may be found bonds, stocks 
and other investments to the amount 0 
$638,387 for the first half of the year. 
Other items include cash on hand and 
in the bank, $33,375; premiums in course 
of collection, $36, 386 : interest due and ac- 
crued, $4,795; other admitted assets es 
273. The company’s liabilities show 
serve for losses in process of =< 
ment totaling $10,255; reserve for insur- 
ance in force, $91, 142; reserve for ‘axes 
and expenses, $1,575; capital $245,825 and 
a net surplus of $391, 420. The surp: br to 
the policyholders amounts to $637,245. 
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SCOTTISH UNION & NATIONAL INSURANCE CO. | 


United States Main Office: Hartford, Conn. 
J. H. Vreeland, Manager 


Assets $9,411,332.56 


Policyholders’ Surplus $3,710,699.84 
A Nine Million Dollar Company, Fifty Per Cent of Whose Assets Will Cover All Liabilitic: 


HALL & HENSHAW, AGENTS 


John, Gold & Platt Streets 





Liabilities $5,700,632.7” 


New York City 
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Frankfort Marine 
Risks Are Reinsured 


MUCH OF IT GOES TO LONDON 





‘Allianz & Stuttgarter Not Willing to As- 


sume Liability of Marine 
Underwriting 





Consequences of: the troubles that 
have overtaken the Frankfort General 
have been shown in the London market 
by the offer, says the “London Times,” 
on behalf of Continental companies, of 
reinsurances on fleets and_ individual 
ships which had been placed originally 
with the German office. In: some cases 
new reinsurances have actually been ef- 
fected, and some of the rates quoted 
have, proportionately to the term, been 
above those originally accepted by the 
Frankfort. : 

It has appeared that the Allianz and 
Stuttgarter, which has been ready to as- 
sume responsibility for some of the di- 
rect insurances of the Frankfort, has not 
been attracted to the marine business. In 
the statement credited to the Allianz 
which was quoted by the correspondent 
of “The Times” at Berlin, it was pointed 
out that marine insurance had been un- 
profitable for years, and that “the Allianz 
had no motive whatever, and would have 
been very imprudent, to accept liabili- 
ties the settlement of which must neces- 
sarily have led to heavy losses. ; 

The statement that the marine busi- 
ness of the Frankfort must inevitably 
have resulted in loss is noteworthy. How- 
ever that may be, the transaction of ma- 
rine insurance differs from the conduct 
of other forms of insurance, owing to 
the very long time—often a period of 
several years—which is required for the 
winding up of a hull account. In most 
of the other forms of insurance conduct- 
ed by the Frankfort the Allianz should 
be able, within a few months, to form an 
idea of how the business is likely to 
devel: »p. 





HULL RISKS CHOKE MARKET 

Difficulties encountered with the cov- 
erage of the “Bremen” will probably 
arise even more acutely in future cases. 
The “Conte Azzurro” (Blue Count) and 
“Guglielmo Marconi” which are now be- 
ing built have a gross tonnage of over 
40,000 Br. reg. tons and will have a value 
of over £3,000,000. The Italian Hull 
Syndicates, the Consorzio, and _ the 
Genoa group will even with their Lon- 
don reinsurers not be able to place these 
amounts which by far exceed the world 
market capacity for ocean hulls. The 
Italizn Government is said to have prom- 
ised ifs assistance to the owners of the 
Ships and will probably guarantee the 
excess remaining after exhaustion of the 
markets, 





DELAYS BALANCE SHEET 
,_ According to L’Assicurazione, Rome 
insurance paper, the Unione Italiana di 
Riassicurazione has obtained the per- 


Mission of the authorities to delay the. 


making up of its balance sheet as per 
December 31, 1928, until December 31, 
929. According to the Italian commer- 
tial code balance sheets have to be 
made up within three months from the 
end of the year. The law on private 
Msurance companies extends this term to 
Six months for insurance companies. The 
Nione had a premium income of 35,- 
$42,405 lire in 1927. Its loss percentages 
Were 54%, 66%, 66% and 78% respec- 
tively for the years 1924-1927. One-third 
of the company’s stock is held by the 
ational Insurance Institute of Italy 
founded by the government in 1922. 


Bering Sea Barred As 
Trans-Pacific Route 

LONDON UNDERWRITERS’ ACT 

Although This Route Across Pacific Is 


Shorter Hazards Are too Great 
Marine Men Declare 








The Institute of London Underwriters 
announces an amendment to No. 4 of the 
Institute Warranties, by which the pro- 
vision that an insured vessel shall not 
sail for or from any port or place in 
the Bering Sea is rendered in the more 
absolute form of the technical phrase 
“No Bering Sea,” which means that the 
insured vessel may not enter the pro- 
hibited waters without invalidating her 
policies. 

The reason for this amendment is that 
while under the old form trade to Be- 
ring Sea ports was prohibited, there was 
no stipulation that a vessel should not 
sail through the Bering Sea. In fact, 
Japanese vessels, which are insured with 
a warranty similar to that of the In- 
stitute of London Underwriters, do voy- 
age through the Bering Sea via the Uni- 
mak passage when trading from Van- 
couver and North Pacific ports to Japan. 
This route, although on the map on Mer- 
cator’s projection it appears. to consti- 
tute a long deviation, is actually shorter 
than the direct route across the Pacific. 

It may be recalled that only last Feb- 
ruary the Meiyo Maru was lost off the 
Unimak passage, and that in March the 
Taibu Maru, bound from Vancouver for 
Yokohama, lost her propeller in the Be- 
ring Sea and had to be towed over 2,000 
miles to her destination. Now, although 
Japanese steamers are insured in Japan, 
on Japanese conditions, large reinsur- 
ances go to London, and it is expected 
that the amendment of the Institute 
warranty now recorded will enable the 
Japanese Hull Union, which controls 
such matters, to amend the Japanese 
warranty in similar terms, so that rein- 
surances will be on conditions similar to 
those of the Institute Warranties. 

Further, it is hoped that several Con- 
tinental marine insurance markets, which 
have adopted either the Institute War- 
ranty or one very similar, will also adopt 
the present amendment. It is also to be 
noted that while under the old warranty 
voyages to Vladivostok were permitted 
without additional premium between 
May 1 and November 1, in the new war- 
ranty the closing date of this open pe- 
riod is October 31. 


Go After Collision Premiums 


New Deductibles and Lower Charges For Protection in the East Make 
This Form of Insurance More Attractive 


By WALTON H. GRIFFITH, 


Automobile Manager, America Fore Companies 


Faced with the situation that collision 
is the form of damage most likely to 
occur to the automobile owner’s machine, 
and realizing that a very large percen- 
tage of the car owners are not carrying 
collision insurance, automobile underwrit- 
ers have been seeking some solution of 
the problem which would enable the 
companies to offer more attractive forms 
of collision coverage. At the same time, 
the car owner must be offered a reason- 
able cost, for it is certain that the cost 
of protection against collision damage 
under existing forms has kept many car 
owners from carrying it. Confronted 
with the necessity of fire and theft in- 
surance (mandatory if the car is fi- 
nanced) and the importance of public 
liability and property damage, the car 
owner has discarded collision insurance 
as being beyond his reach at the pres- 
ent premiums. 

_ More Protection—Lower Cost 

In an effort to make collision protec- 
tion more saleable, the Eastern Automo- 
bile Conference has carefully. studied a 
great many forms which are being used 
in various territories to extend some kind 
of collision coverage, and have concluded 
that none of these forms are as satis- 
factory as the present forms, if the. de- 
ductible amounts are adjusted to give.a 
wider selection for the car owners to 
choose from and the premium cost is 
held as low as possible for the protection 
involved. The scale of deductibles which 
has. been approved provides the utmost 
latitude for a car owner to choose just 
how much of any loss he is willing to 
stand, for the deductibles run $25, $35, 
$50, $75, $100, $150, $250 and $500. Under 
the $25 deductible the owner of a small 
car such as Fords, Chevrolets or Whip- 
pets will get protection against a good 
many more accidents than if he was 
limited to $50 as the smallest deductible 
form. From the other viewpoint, the 
car owner who is willing to assume the 
loss under any severe smashup can take 
$150, $250 or $500 deductible (depending 
on the car he owns) and secures this 
protection at a very low cost. Many 
agents and brokers feel there will be a 
real demand for the “catastrophe cover” 
at a low premium, and there is no reason 
why this form should not be sold ex- 
tensively. 

Better Cover For Light Cars 

The revised scale of premiums for the 
new deductibles has been worked out to 
give these lower deductibles like $25 and 
$35 for a premium very close to that 
formerly charged for the $50 deductible 
form and the revised collision section 
of the Manual shows the complete range 
from $25 to $500 on any car. Most of 
the collision insurance written hereto- 





APPLETON & COX, Inc. 
8 South William Street, New York 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,871,180.46 
_ Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $10,841,544.57 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,388,613.59 
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fore has been on the cars listing from 
$1,200 up and it is hoped that these low- 
er deductible clauses will go a long way 
towards making the cover attractive for 
the owners of light cars. With more 
than twenty-five million cars registered 
in the United States, the danger of col- 
lision damage grows greater every day 
and every car owner ought to be a real 
prospect for collision insurance on some 
basis. If the revised plan of deductible 
proves a business getter in the eastern 
territory, it will undoubtedly be adopted 
for use elsewhere, for each automobile 
conference has been giving much thought 
to the collision problem, feeling that 
there is something wrong somewhere 
when only such a limited percentage of 
car Owners are carrying insurance pro- 
tection against such a common hazard. 
Start Your Campaign Now 

We furnish our agents with a supply 
of our collision stickers to be attached 
to every fire and theft policy, and we 
are firmly convinced that it will pay each 
one of them to go after every cus- 
tomer for collision coverage under some 
one of the new deductible forms. They 
can also use these stickers on a letter 
or in connection with our other automo- 
bile leaflets, but all will find it pays big 
dividends to follow up with a personal 
explanation and recommendation of a 
certain form for each car owner. 

Remember that collision, liability and 
property damage can be suspended dur- 
ing a winter lay-up of the car (permis- 
sible only in eastern conference terri- 
tory) and let’s get started now on a con- 
certed drive for the goal of “A collision 
coverage on every fire and theft policy.” 
—Reproduced from the “Auto-Graph.” 


RUSSIAN FUNDS TO STAY HERE 

Supreme Court Justice Crain of the 
New York State Supreme Court last 
week decided that the surplus funds of 
the liquidated United States branches of 
the five Russian insurance companies 
should remain in the hands of the New 
York State Superintendent of Insurance. 
The five companies are the Moscow Fire, 
Second Russian, First Russian, Northern 
of Moscow and the Russian Reinsurance 
of Petrograd. Creditors of these compa- 
nies will not be barred from presenting a 
claim to these surplus funds but claims 
on behalf of the Soviet Socialist Repub- 
lic will not be recognized nor will those 
of the companies’ Russian directors be 
recognized. 








NORTH RIVER STATEMENT 

The North River of New York shows 
an income of $6,153,943 in the first half 
of 1929, compared with $5,843,050 in the 
same period a year ago, an increase of 
5.3%. Disbursements were $5,372,569, 
compared with $5,419,311, a decrease of 
almost 1%. The surplus on June 30 
amounted to $13,379,932, compared with 
$5,541,910 in the preceding year, a gain 
of 57%. Assets on June 30 last were 
$27,209,644, compared with $22,016,390, a 
gain of 23.5%. 


WHERE INSURANCE TAXES GO 

Fees collected from insurance compa- 
nies operating in Wisconsin produce a 
state revenue of $2,377,071 according to 
an official statement just issued by M. A. 
Freedy, commissioner of insurance.. The 
department’s appropriation for expenses 
was slightly over 2% of the fees. The 
state revenue is over 97% of the collec- 
tions. 








The Dubuque Fire & Marine of Du- 
buque, Iowa, has taken out a group life 
policy covering employes. It is in The 
Prudential and the policy is contribu- 
tory. 
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Noted Lawyers At 
Insurance Counsel Meet 


BIG HOT SPRINGS ATTENDANCE 





Presiding Officer Was E. A. Jones of 
Fidelity & Casualty; Bullitt Reviews 
Sacco-Vanzetti Case 





Insurance lawyers of national reputa- 
tion addressed the International Associa- 
tion of Insurance Counsel at its annual 
meeting this week at the Homestead, 
Hot Springs, Va. A large attendance 
was on hand including many of the dele- 
gates. to the International Claim Asso- 
ciation convention which convened ear- 
lier in the week. 

In his opening remarks to the gath- 
ering Edwin A. Jones, vice-president and 
general solicitor, Fidelity & Casualty, 
who is president of the organization, 
dwelt upon the stability of the law, 
pointing out that when there is instabil- 
ity it is in the courts and perhaps in 
the lawyers. Mr. Jones gave illustrations 
as to the manner in which there is in- 
stability in the law, such as when one 
judge reaches one conclusion on a state 
of facts and another judge an opposite 
conclusion on the same array of data; 
or when some courts render one form 
of written decision and later reverses 
this with the same judges concurring in 
the same opinion and never a quiver of 
reference to its former decision. 

Cunneen on U. S. Chamber’s Activities 

Among the speakers was Terence F. 
Cunneen, insurance department manager, 
United States Chamber of Commerce, 
who has been active this year in ac- 
quainting various groups and organiza- 
tions with the objects and activities of 
this national body. Mr. Cunneen re- 
viewed the steps leading up to’ the 
Chamber’s formation seventeen years 
ago, pointing out that prior to this meet- 
ing it had been practically impossible to 
obtain the opinions of business on na- 
tional problems. He described how the 
U. S. Chamber concentrated the opinion 
of business men of the country on na- 
tional questions affecting commerce and 
industry and made that opinion available 
to Congress, the nation’s chief executive 
and the public. 

Coming to the work of its insurance 
department, Mr. Cunneen said the pri- 
mary object was to give the policyholder 
a better understanding of the principles 
of insurance and the institution which 
carries on the business. 

Among other valuable contributions the 
insurance department has adopted the 
principle that special insurance taxes 
should be reduced to the total in each 
state which will adequately provide for 
the state’s departmental supervision and 
that a uniform method of taxing policy- 
holders should be adopted in all states; 
it has supported the principle that com- 
pulsory automobile insurance will not af- 
ford the proper remedy for the situation 
it attempts to correct; it is urging the 
adoption of the “Model Arson Law”; it 
has sponsored an_ inter-chamber fire 
waste contest in co-operation with the 
National Fire Waste Council. 

The, 
Mr. Cunneen pointed out, is now being 
extended to include new developments in 

(Continued on Page 42) 


insurance department's activity,. 


Claim Men in Annual 
Session at Hot Springs 


WELCOMED BY 





“JOE” BUTTON 


Off 





President Gallaher’s Talk Leads 
Attractive Program of Speakers; 
Entertainment Features 





With an unusually large attendance of 
Claim men gathered together from all 
parts of the United States, the twentieth 
annual convention of the International 
Claim Association got under way at the 
Homestead, Hot Springs, Va., on Mon- 
day with a cordial address of welcome 
from Joseph Button, Virginia commis- 
sioner of insurance and banking, fol- 
lowed by a response from Horace S. 
Bean, president, Eastern Casualty of 
Boston. The convention covered the 
first three days of this week with many 
of the members staying over for the In- 
ternational Association of Insurance 
Counsel gathering which was held on 
Wednesday and Thursday. 

Gallaher Winds Up Busy Year 


H. P. Gallaher, president of the asso- 
ciation, followed Mr. Bean with a pleas- 
ing talk on the amount of truly valuable 
and instructive work that had been done 
during his year as president. He spoke 
highly of the part the International 
Claim Association had played in chang- 
ing the mental attitude of the “man in 
the street” toward the claim adjuster. 

It was Mr. Gallaher’s pleasure to ex- 
press thanks to the officers and members 
of the committees who had worked with 
him during the year and he mentioned in 
particular Secretary Louis L. Graham, 
Treasurer F. L. Templeman, E. Laurence 
Earl, chairman executive committee; E. 
D. Millea, chairman entertainment com- 
mittee, and last but not least, T. F. 
Hickey, chairman program committee, 
who had secured the speakers and ar- 
ranged a most interesting program. 

Distinguished Line-up of Speakers 

Following the reports of the officers 
and committees of the association, the 
convention swung into its program of 
speakers, hearing first from Irving Ben 
Cooper, special counsel, New York Med- 
ical Society, on “False Medical Certifi- 
cates.” Then came Stewart La Mont, 
third vice-president, Metropolitan Life, 
with a discussion on the “Multiple Re- 
sponsibilities of the Claim Adjuster,” re- 
viewed in another column. 

A comprehensive discussion of “Tuber- 
culosis as a Disability’ by Dr. Wm. M. 
Stockwell, superintendent and medical 
director of the Connecticut State Tuber- 
culosis Sanatorium, aroused the interest 
of the claim men, as well as Wm. Mar- 
shall Bullitt’s talk on “Preparation of 
Suits for Trial.” Mr. Bullitt, who hails 
from Louisville, and is well. known to 
the insurance fraternity as a distin- 
guished lawyer, was also on the program 
of the International Association of In- 
surance Counsel. His topic at that 
gathering was, “An Impartial Review of 
the Sacco-Vanzetti Case,” illustrated 
with lantern slides. 

The last outside speaker on the Inter- 
national Claim Association program was 


(Continued on Page 41) 


Augspurger Answers 
Critic of N. Y. Auto Act 





THE NAT’L AUTOMOBILE C. OF C. 


A. A. A. Leader Calls “Totally Unfound- 
ed” View That Law Makes State a 
Collector for the Carriers 








The National Automobile Chamber of 
Commerce through its general manager, 
Alfred Reeves, came out a short time 
ago in opposition to the provisions of 


the new safety-responsibility law in New 
York State, taking particular exception 


to that part of the act which said a- 


driver’s license would be suspended if 
judgment arising out of motor vehicle 
accidents had not been paid. General 
Manager Reeves pointed out that it 
made the state a collector of judgments 
and an agent for insurance Companies. 
And such a function, in his opinion, is 
not a part of the state’s activity. 
Augspurger Replies to Reeves 

The daily press gave such wide pub- 
licity to the views of the National Auto- 
mobile Chamber of Commerce without 
printing the other side to the situation 
that The Eastern Underwriter communi- 
cated with Owen B. Augspurger, chair- 
man of the committee of the American 
Automobile Association which drafted 
the safety-responsibility act, for an ex- 
pression of his opinion. Mr. Augspurger 
makes the following response, declaring 
that Mr. Reeves’ views are totally un- 
founded: 

“It seems to me that Mr. Reeves of 
the National Automobile Chamber of 
Commerce has entirely missed the point 
of the constructive legislation sponsored 
by the American Automobile Associa- 
tion, the largest organization of motor 
vehicle owners in the world. This legis- 
lation has received the practically unan- 
imous approval of automobile clubs, the 
daily and periodical press, and business 


organizations throughout the _ entire 
country. 
“It is my personal ‘prediction that 


within a period of five years we will all 
look back with astonishment at our in- 
difference today to the tremendous num- 
ber of lost lives of children and wage- 
earners, resulting in the startling eco- 
nomic loss of life and property caused 
by automobile accidents. 
Quotes Superintendent Conway 


“The  safety-responsibility law  as- 





sumes, however, that every automobile 
driver is innocent until he has proved 
himself a menace to the public on the 
highways. By the A. A. A. bill, upon 
which this new law is based, a driver 
can disclose himself to be such a nien- 
ace in either one of two ways. First, 
by a serious offense against safety, such 
as driving while intoxicated, or second, 
by a final judgment rendered against 
him because of his reckless, careless or 
negligent driving. 

“Tf such a proven menace, he will be 
permanently put off the highway and 
cannot drive again until he furnished 
protection to the public for any damage 
he may do in the future. These are the 
important provisions of the law and are 
obviously designed to protect the inno- 
cent. public. 

“To quote Albert Conway, superin- 
tendent of insurance in New York State, 
the new law ‘should have considerable 
popular appeal as it will improve the 
chance of obtaining sufficient funds to 
keep families from destitution in the 
event that the wage-earner of the family 
sustains serious injury through automo- 
bile accidents.’ 


State Not a Collector for Companies 


“The criticism ascribed to the National 
Automobile Chamber of Commerce that 
the state will be forced to serve as a 
collector for insurance companies is of 
course totally unfounded. If a driver al- 
ready carries insurance, any judgment 
up to the insurance policy limits must, 
of course, be paid by the insurance com- 
pany, as usual. If, however, an irre- 
sponsible driver has not protected the 
public by carrying insurance, the only 
ones interested in the payment of that 
judgment are the wives or little children 
of the persons killed or injured, ani not 
an insurance company, because no ivsut- 
ance company is involved. 

“In either case the state has nothing 
whatever to do with the collection cf the 
judgment and it is therefore idle to say 
that the state is forced into the cullec- 
tion business. Probably less than |% of 
all judgments rendered in automobi'e ac- 
cidents are based upon accidents actu- 
ally without fault of the driver. Is it 
fair to say to the ninety-nine out of 
every hundred drivers whose fau!! re- 
sults in injuries: ‘You shall not b« able 
to cause any future injuries to little chil- 
dren or others unless you not only fur- 
nish them with protection against such 
injuries but also to pay for the d:mage 
you have already done.’” 





GUARDIAN LIFE 





© Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
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B-own Supported By 
onstableé In 1930 Rates 


2-DAY BAY STATE AUTO DEBATE 





Bo:ton, Revere and Chelsea Motorists 
Register Angry Protests Over In- 
creases; Helped by Politicians 





For five and one-half hours on Mon- 
day irate Massachusetts motorists, most- 
ly from Boston, Chelsea and Revere, ar- 
gue with Insurance Commissioner Mer- 
ton L. Brown over the proposed 1930 
automobile rate schedule which calls for 
big increases in the rate for these spe- 
cific cities. The politicians were out in 
force, too, and the Spacious Gardner 
auditorium at the Boston state house 
was well filled throughout the day. The 
mobbing of the state house by angry 
citizens did not materialize as predicted 
by the daily press. 

Tuesday morning the representatives 
of the insurance companies had their 
innings, the principle speaker being Will- 
iam J. Constable, secretary of the Mas- 
sachusetts Automobile Rating & Acci- 
dent Prevention Bureéatt. In a carefully 
prepared statement defending the com- 
missioner’s tentative tate schedule, Mr. 
Constable replied to the charges made 
the previous day that the companies 
were grossly negligent in handling loss 
claims. He told the commissioner that 
if any speaker would present specific 
cases his bureau would furnish the full 
facts in the case and satisfy any fair- 


minded person that the charges were un- 
true. 


Protests from Mayét and Ex-Governor 

In this manner Mr. Constable went 
on record against such an accusation by 
the Chelsea representatives that the 
companies “are givitig out the people’s 
money without investigation”; that they 
were settling claims with little or no 
basis, in fact, off a somewhat lavish 
scale. His defense of the commissioner’s 
rates was in the face of a message from 
Mayor Nichols of Boston, through his 
corporation counsel, that he was far 
from satisfied with the 1930 schedule. 
The mayor objected especially to the 
manner in which the state had been di- 
vided into territories and said an appeal 
woul be made to the Supreme Judicial 
Court, “if you do not see fit to change 
your mind in this matter.” 


And even former Governor Fuller took 
a hand in the fray from his summer 
home at Rye Beach, sending a letter 
to Senator S. J. Broddine of Revere in 
which he expressed disapproval of the 
manner in which increased premiums 


have been distribtited; extended sym- 
pathy for the cities of Chelsea and Re- 
vere 


nd advaneed the theory that any 
jump in general rates should be borne 
only \y those tiotdtists who have had 
accidents. Frank A. Goodwin, ex-regis- 
trar © motor vehicles, as usual, appeared 
In protest, utging that the 1930 sched- 
ule re-nain as it is at present. Mr. Good- 
win created some excitement when he 
announced that he had in his possession 
a printer’s proof of a new zoning plan 
which he said tame to him from the 
Massachusetts Autotnobile Rating & Ac- 
cident Prevention Bureau. It was his 
timation that the insurance companies 
Oped to put this plan over with the 
Commissioner but the existence of it was 
denied by Merton L. Brown when he 
said that the only zones under consid- 
fration were those already announced. 
Constablé’s Statement 
Expressing the viewpoint of the insur- 
ance companies, W. J. Constable in his 
Statement said i part: “The figures 
collected undet the supervision of the 
Msurance departtnent and filed under a 
Plan established by the commissioner of 
Msurance are acetitate. To make cer- 
tain of the correctness of these data, the 
legislature, as suggested by Gov- 
€tnor Allen, made an appropriation en- 
abling the commissioner to verify the 











results? 


trained himself for it. 


sorts of products. 








You Need an Advertising Man? 


O can take hold of your advertising and produce 


Here’s a man who knows insurance and advertising 
equally well. He was born and brought up in the insur- 
ance business, liked the advertising angle and specially 


In less than three years he built up a successful local 
agency largely as a result of his advertising. He’s had 
considerable experience in writing advertising for all 


He’s under thirty and not afraid of work. He wants to 


locate with a progressive insurance company as adver- 
tising manager or assistant. 


If you are considering enlargement of your advertising department or 
have need of a man of real ability write Box M. W. J., The Eastern 
Underwriter, 110 Fulton Street, New York, N. Y. 














statistics furnished to him by the com- 
panies through the bureau. 

“The commissioner of insurance has 
this year checked up these statistics 
through a special force of examiners em- 
ployed and paid by the commonwealth 
for this particular purpose, and in his 
public statement has said that ‘the state 
examiners found the aggregate amount 
of (the companies’) reserves to be sub- 
stantially in accordance with the esti- 
mates of the department examiners.’ 

“This investigation by the insurance 
department resulting in a finding that 
the companies’ reserves were substantial- 
ly in accordance with the estimate of 
the Department examiners precludes the 
possibility of any question being raised 
as to the reliability or correctness of the 
figures this year and incidentally .refutes 
the allegation made last year. 

“Whereas the 1929 rates were based 
on the 1927 experience, the rates for 1930 
will be based upon the 1927 and 1928 ex- 
perience. The figures for the years 1927 
and 1928 definitely show that in the year 
1928 the losses both paid and unpaid did 
increase, due to a larger number of 
claims and a larger cost per claim. Like- 
wise the claim expenses for the year 
1928 increased because of the larger 
number of claims. 

“The motor vehicle owners must not 
be unmindful of the fact that the cost 
of intelligently managed claim depart- 
ments cannot be reduced if continued ef- 
fort is to be made to give real serv- 
ice. Because of the increase in claim 
cost in 1928 plus the increased cost 
of handling these claims,. the rates 
must be further increased for 1930 if the 
companies are to continue to be able to 


give the necessary service and to do 
business without a loss.” 
Defends Territorial Rating 

Mr. Constable went on to say that the 
principle of territorial rating was in fact 
a system of merit rating. He sponsored 
its soundness inasmuch as it recognizes 
good experience as well as bad exneri- 
ence. If applied uniformly, he said, it 
should produce proper rates for the neo- 
ple of Massachusetts. He continued by 
saying: 

“In the suggestions made to the com- 
missioner by the bureau a recommenda- 
tion was made for an increase in the 
allowance that the companies operating 
on an agency basis would make to the 
agents who render valuable service to 
motor vehicle owners. We believe that 
the constantly increasing work which the 
insurance agent is called upon to do, 
such as the preparation of registration 
certificates. the securing of registration 
plates. and similar services (which while 
not legally required are nevertheless ex- 
pected and demanded by motor vehicle 
owners) justifies an allowance that will 
permit agents to conduct their business 
of this class withont loss. 

“While the commissioner of insurance 
did not see fit to follow the bureau’s 
suggestions. in determining the allow- 
ance to the agent. we respectfully urge 
that this matter receive his further con- 
sideration. 

“So far as pertains to that nortion of 
the rates intended to cover the losses, 
the increase in rates nronosed py the 
burean is amply iustified bv the loss 
ratio exnerience of the comnanies and bv 
the inerexsed number of claims in 1928 
over 1927.” 








T. J. FALVEY, President 








MASSACHUSETTS BONDING AND INSURANCE COMPANY 


Surplus to Policyholders Dec. 31, 1928. 
$10,546,801.00 
Transacts Business throughout the United States writing 
Fidelity and Surety Bonds, Liability, Property Damage, 
Automobile, Personal Accident, Health, Burglary, Rob- 
bery and Plate Glass Insurance. 





Home Office: BOSTON 





. income of $1,342,977, and 


Newspapers Carry Ads ° 
On N. Y. State Auto Law 


TRAVELERS RAN THE LARGEST 





Company’s Producers Get Quick Re- 
sponse From Public; Also Co-op- 
erative Agency Advertising | 





The new safety-responsibility law now 
in effect in New York State has occa- 
sioned more insurance advertising in 
metropolitan and upstate newspapers 
than has probably appeared for an en- 
tire year. Special emphasis was put by 
both agents and stock companies on the 
advisability of meeting the law’s require- 
ments through insurance. In Buffalo, 
for example, the agents co-operated in 
page advertising and many producers 
advertised individually. Some of the 
companies also took space, with the 
Travelers probably carrying on the larg- 
est and most extensive campaign. This 
company used five full columns and six 
full columns in New York City and 
many of the upstate newspapers and the 
advertisement attracted wide attention. 

Theme of the Travelers’ Ad 


The theme of the Travelers’ message 
centered around two popularly worded 
summaries of the act and urged automo- 
bile owners to ascertain from their 
agents or brokers whether their present 
insurance was adequate to meet all the 
requirements of the act, or, if they were 
uninsured, to learn about how insurance 
might help them comply. Although the 
coupon used in the ad was so designed 
that it was to be sent to agents or brok- 
ers, many people apparently had no in- 
surance connections and sent their cou- 
pons direct to the company’s branches or 
to the home office at Hartford. These 
coupons were turned back for follow-up 
to agents and brokers who place busi- 
ness with the Travelers. Producers 
made unusual records in selling automo- 
bile insurance as a result of these inqui- 
ries. Out of the first thirteen coupons 
received at one of the Travelers’ 
branches, twelve orders were turned in 
by agents that very day. 

The advertising enterprise in connec- 
tion with the New York law spread be- 
yond the confines of the state and a 
group of agents in Hartford carried a 
full page co-operative advertisement in 
the Hartford “Courant” calling automo- 
bile owners’ attention to the changes in 
the Connecticut law, which became ef- 
fective two months ago. ‘ 





MAKES A FINE SHOWING 





American Surety Has Biggest Premium 
in Its History for First Eight 
Months; Assets Gain $7,807,311 

Not only did the American Surety ‘es- 
tablish a new record in premium volume 
for the first eight months of this year 
but its August 31 financial statement 
shows total resources of $31,435,584 as 
compared with $23,628,273 as of Decem- 
ber 31, 1928, an increase of $7,807,311. 

Total capital, surplus, undivided profits 
and voluntary reserves as reflected by 
this statement amount to $18,347,697 as 
compared with $11,127,831 as of Decem- 
ber 31, 1928, an increase of $7,219,866. 

These are the first figures available 
since the acquisition of the New York 
Casualty, and the increase in the Amer- 
ican Surety stock from $5,000,000 to 
$7,500,000 on July 1, 1929. ‘ 

The company reports for the eight 
months ending August 31, 1929, net earn- 
ings from underwriting and investment 
in addition 
profit on and appreciation in value of 
securities of $976,889. 





WOULD POST AGENTS ON COSTS 

The governing committee of the Mas- 
sachusetts Automobile Rating Bureau 
has requested the Massachusetts Insur- 
ance Department to inform agents and 
brokers of the loading for acquisition 
cost in the proposed schedule of rates. 
This schedule carries the same loading 
for acquisition cost and field supervision 
as the rates now in force. 
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W. F. Brennan Connects 
With Standard S. & C. 


TO MANAGE ENGINEERING DEP’T 





Company Also Appoints P. G. Cliff in 
Charge of its Newly Opened Boston 
Branch Office; His Career 





William F. Brennan, with twenty-four 
years of valuable engineering experience, 
has joined the Standard Surety & Cas- 
ualty as superintendent of its engineer- 
ing and inspection department at the 
home office. After completing his en- 
gineering course at the University of 
North Dakota, Mr. Brennan joined 
forces in 1905 with the mechanical en- 
gineering department of the Isthmus 
Canal Commission and occupied several 
important positions in connection with 
the building of the Panama Canal. In 
1908 he engaged in construction engi- 
neering in Porto Rico where he re- 
mained until 1910 and then returned to 
the Panama Canal where Col. George 


W. Goethals placed him in charge of 
approximately 3,000 men. 

His insurance career began in 1913 
when he joined the Fidelity & Casualty 
in charge of ifs engineering and inspec- 
tion activities in northwestern Canada 
with headquarters at Winnipeg. In 1917 
he was transferred to the F. & C. home 
office. When the United States entered 
the world war Mr. Brennan took charge 
of a large plant at Paterson, N. J., which 
was manufacturing boilers for the Ship- 
ping Board. The following year he as- 
sociated with the Globe Indemnity to 
handle its inspection department. 

From 1923 until the present time Mr. 
Brennan has been with the New York 
Indemnity as superintendent of its en- 
gineering and inspection department 
which affiliation he left on September 9 
to go with the Standard Surety & Cas- 
ualty. : 

Boston Branch Office Opened 

The Standard Surety & Casualty has 
also opened a Boston branch office at 
33 Broad street for the development of 
fidelity and surety lines under the man- 
agership of Percy G. Cliff. This office 
will serve the states of Massachusetts, 
Maine and New Hampshire. 

A graduate of Brown University in 


1915, Mr. Cliff affiliated with the Bos- 
ton branch office of the United States 
F. & G., as special agent, remaining until 
1920 when he became superintendent of 
the surety department of the Globe In- 
demnity in Boston. In 1924 he was ap- 
pointed manager of the surety depart- 
ment of the Metropolitan Casualty, which 
office he resigned in 1928 to become resi- 
dent vice-president, New England de- 
partment, Detroit Fidelity & Surety. He 
resigns to connect with the Standard 
Surety & Casualty. 





NEW OHIO COMPANY FORMED 


Capital Mutual Casualty Has Elected 
W. E. McGoodwin of Kentucky 
as President 

The Capital Mutual Casualty, a new 
company just formed in Columbus, Ohio, 
to write personal accident insurance, has 
elected W. E. McGoodwin, formerly of 
Bowling Green, Ky., as its president. 
Mr. McGoodwin, a native of Bowling 
Green, entered the insurance business in 
1909 and served first as an inspector for 
the Kentucky Actuarial Bureau. In re- 
cent years he has acted in managerial 
capacities for a number of companies. 
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driver of the other car as well. 


of through Continental service. 
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on collision was slight and since neither of the two cars involved was 
damaged appreciably, their drivers—one a native Bostonian and the other 
a California tourist—agreed to drop the matter. 
when the car of the latter was attached for $500 he was surprised and 
worried as to what course to pursue. 
mobile policy, he called at the Boston offices of the Company and explained 
his difficulty. Two adjusters were assigned to look after his interests. Within. 
a few hours they secured release of his car, absolved him of all responsibility 
for the accident, and established grounds for a suit for damages against the 
Thus a situation which had threatened to 
prove troublesome, and perhaps costly, was quickly and efficiently disposed 


The quality of Continental service to assureds 
is matched by the quality of the Companies’ 
A Home Office organization 
of nearly. 1,000 well-trained employees, under 
the guidance of a large staff of able executives 
offers business-building profit-winning assistance 


Therefore, a day later 


Remembering his Continental Auto-_ 








J. L. MARTIN HONORED 





Given Testimonial Dinner on His 1th 
Anniversary as Newark Branch Mar- 
ager of Standard Accident 


The fifteenth anniversary of J. L. Mar- 
tin as manager of the Newark brarch 
office of the Standard Accident was c:l- 
ebrated one night last week by a testi- 
monial dinner in his honor. The affair 
was in charge of his office associa’es, 
A. J. Forsyth was the toastmaster end 
the guests included a delegation from 
the New York City branch office. 

Mr. Martin was the recipient of a grat 
many vB of seiner from 
agents of the -c + many of whom 
have been with Me artin since his 
first year in New Jersey. He was «Iso 
presented with a, golf bag. 

The speech-making centered around 
the early trials and,tribulations of the 
Newark office aad Mr. Martin recalled 
how he and his stenographer constituted 
the entire branch office when he started 
in, occupying a small'room in the Kinney 
building. Today the office occupies prac- 
tically the entire ninth floor of the new 
Chamber of Commerce. building and is 
the fourth largest branch of the com- 
pany in the country. 





NEW POST FOR HARRY USHER 





Becomes Superintendent of Accident and 
Health Department Aetna Life’s 
New York City Office 

Harry A. Usher, who has been a spe- 
cial agent with the New York branch of- 
fice of the Aetna Life & Affiliated Com- 
panies, has been appointed superinten- 
dent of the accident and health depart- 
ment, and will be assistant to C. A. Gif- 
fin, manager of this department in the 
New York office. , faa 

Mr. Usher went with the Aetna in 
1922 as a special agent, after two years 
with the accident and health department 
of the Travelers. In 1927 he instructed 
the life insurance men of the Hart & 
Eubank agency on accident and health 
matters. i 

In his production: work with the Aetna, 
he has formed many friends in the in- 
surance business,, who: wish him every 
success in his new position. 





INTERSTATE AUTO LIABILITY 





Congress Asked to Pass Compulsory In- 
surance Measure by Wisconsin 
Legislature 

Congress is urged in a_ resolution 
adopted by the legislature of Wisconsin 
and laid before the United States Sen- 
ate on September, 4, to pass legislation 
requiring that all.motor vehicles oper- 
ated across state lines into states having 
compulsory automobile liability insurance 
be covered by liability. insurance for 
damages to persons. 

The resolution was referred to the Ju 
diciary Committee of the Senate. 





” GEORGIA CAS. NEW OFFIC#S 


In preparation for its removal to New- 
ark, N. J., the Georgia Casualty has 
taken the entire second floor of « five 
story building at, “William and 5road 
streets, Newark, which the compary will 
occupy about October 1, ; This office will 
be the executive headquarters o' the 
company. The Newark branch office. 
now located at 31 Clinton ’strec!. will 
also move into the new! quarters. 





HARTFORD LIVESTOCK RES:/LTS 


The Hartford: Livestock on Jun 
had a surplus of $614,158. Asse’s de- 
creased to $1,570,576 from $1,573,205 4 
year ago: The income was) $378,653 for 
the first six months of this year, com- 
pared with $381,675 forthe 1928 period. 





ot BF Stes 
RELIANCE CASUALTY SHOW ING 
Net premiums written, by the Reliance 
Casualty of Newark for the first ‘alf of 
the year totaled $264,071, The net losses 
paid for the same period, amounied 10 
$61,713. ayy 
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They are on the job every tick of the clock. They follow 


every man second by second, minute by minute, hour by hour 


through daylight and dark whether he is at work, at home or at 


play. They are ever present hazards. Insurance, however, works 
just as hard and just as long. The man who protects his earnings 
with a Glens Falls Accident Policy may rest assured that he will have 
protection to checkmate that accident no matter when or where or 


at what hour of the day or night it may occur. 


Since accidents work all the time, they create your opportunity 
to sell accident insurance every day and it can be done. Start 
now and keep it up—today, tomorrow and every day. 
Accidents are confined to no place or person. They are 
perniciously persistent and have the horrible 
habit of hitting the uninsured 


man and woman. 
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Protective Indemnity 
To Start Early in 1930 


PREFERRED ACCIDENT MATE 





Will. Write All Casualty and Surety 
Lines; Potter on Reasons for 
Its Formation 





The Protective Indemnity, which was 
announced last week as the proposed 
running mate of the Preferred Accident, 
will set under way early in 1930 accord- 
ing to Wilfrid C. Potter, president of 
the parent company. The company 1s 
expected to do a nation-wide business, 
writing all casualty and surety lines. Al- 
though the initial capital and surplus has 
not yet been determined, it is under- 
stood that it will be in keeping with the 
financial prominence of the Preferred 
Accident, with the surplus most likely 
being at least double the amount of the 


capital. ; f 
In discussing the new company with 
The Eastern Underwriter this week 


President Potter pointed out that its for- 
mation was due to the desire of the par- 
ent company to have more of an agency 
representation in the various cities. He 
said that there are now some twelve 
large insurance groups, having one or 
more casualty running mates, thereby 
giving them a greater spread on casualty 
and surety business. 

Officers ahd directors of the Protec- 
tive Indemnity have not yet been de- 
cided but it is assumed that the officials 
of the parent company will take similar 
positions with the new organization. — 

The list of incorporators are Wilfrid 
C. Potter, Kimball C. Atwood. Jr., Lo- 
renzo Benedict, Robert E. Heywood, Ed- 
win B. Ackerman, Edward B. Twombly, 
Charles E. Ward, Frank Schapt, Thomas 
E. Gleason, Clement H. Soule, William 
Beasley and Harry A. Talbot. 





PROMOTION FOR A. E. FULLER 





Made Chicago Branch Manager of Na- 
tional Surety; Went to Sea a Cabin 
Boy; Has Master License Now 

The National Surety has promoted A. 
E. Fuller, a special agent in its Chicago 
branch office, to the managership of that 
office, succeeding D. W. Griffith who has 
been transferred to St. Louis as branch 
manager of the company there. 

Mr. Fuller, who has been in the insur- 
ance business for about three years with 
the National Surety in New York and 

chicago, is the holder of a maritime 

master’s license. He started roving the 
high seas as a cabin boy and worked his 
way steadily upward to his present rank. 
He left the sea to join the National 
Surety staff. 





TO OPEN SOUTHEASTERN DEP’T 

The activities of the Associated In- 
demnity Corp. of San Francisco are to 
be further expanded by the establish- 
ment of a southeastern department at 
Roanoke, Va., in charge of J. H. Andes, 
an experienced underwriter with more 
than twenty years in the business. 

It is the plan of the company to enter 
the states of Kentucky, Tennessee, North 
Carolina, Virginia and the District of 
Columbia, comprising the southeastern 
territory. 





REINSURES RECIPROCAL 


The Washington Insurance Exchange, 
Washington, IIl., a reciprocal, has been 
reinsured by the Suburban Auto Insur- 
ance Underwriters. 





PHILADELPHIA APPOINTMENT 

W. J. Roberts has joined the Philadel- 
phia staff of the Globe Indemnity in 
charge of its fidelity and surety. depart- 
ment. 





ENTERED IN ILLINOIS 
The Capital City Surety has been li- 
censed in Illinois to write casualty and 
surety lines. 





C. A. Craig, Pres. 








W. R. Wills, Vice-Pres. 


_ The National Life and Accident Insurance Company 


Ine. 
NASHVILLE, TENNESSEE 
Industrial Life, Ordinary Life, Health and 


Accident Insurance 





W. S. Bearden, Sec. & Treas. 











RETURNS TO FEDERAL SURETY 





H. T. Millard Appointed its Chicago 
Manager with Wide Territory; For- 
merly with Century Indemnity 

The Federal Surety through President 
W. L. Taylor has appointed Hugh T. 
Millard as resident vice-president in 
charge of its Chicago territory. Mr. 
Millard will run the service office of the 
company there and also have supervision 
over production in Wisconsin, northern 


Illinois, including Cook county, and 
northwestern Indiana. 
After graduating from the Detroit 


College of Law in 1914, Mr. Millard con- 
nected with the Aetna Casualty & 
Surety, working both in the field and in 
the home office surety department under 
the late Daniel Gage. He resigned from 
the Aetna in 1921, to go into the gen- 
eral agency business in Cleveland. 

In 1923 he became connected with the 
Federal Surety, first as field representa- 
tive and later as a departmental head at 
the home office. He later resigned his 
home office post to become the middle- 
west manager of the Century Indemnity, 
which position he recently left to return 
to the Federal Surety. 





AUGUST A GOOD MONTH 


Franklin Surety Writes $117,096 as 
Compared with $108,674 in. July; Ex- 
pect Over a Million for Year 
Continuing its fast production pace set 
early this year, the Franklin Surety 
rolled up an August premium volume of 
$117,096 as compared with $108674 writ- 
ten during July. It is expected that the 
total writings for the first full year of 
the Franklin Surety will exceed $1,000,- 
000 although the officials of the company 
originally estimated that the volume 

would be $600,000. 








NAME STATE MANAGER FOR S. C. 

The Consolidated Indemnity & Insur- 
ance Co. has appointed John R. Land, 
Jr., as state manager for South Carolina 
with headquarters at Columbia. He was 
formerly state manager at Charlotte, 
N. C., for the Standard Accident. 





NEW BOSTON AGENCY 
A new insurance agency has been 
formed in Boston under the name of 
Moore, Olive & Co., with headquarters 
in the Insurance Exchange building. 





SYDNEY H. POOL DEAD 
Sydney H. Pool, one of the veterans 
in the Fidelity & Casualty field organi- 
zation and for more than forty years its 
Philadelphia branch manager. passed 


away at his home in Ardmore this week. 





OKLAHOMA COUNTY REPORT 





Probing Commission Would Require 
Compensation Insurance for Road 
Building Employes 

Arthur Burkett, chairman of the 
Oklahoma insurance commission ap- 
pointed to probe the condition of county 
policies, has recommended to the county 


commissioners that workmen’s compen-. 


sation insurance be taken out on all em- 
ployes in the road building department. 
Under the state law the county is only 
liable for injuries to this class of work- 
man, Burkett explained. 

The commission further recommended 
that the board cancel all liability insur- 
ance on the thirteen county-owned auto- 
mobiles. This insurance, which prom- 
ises to pay the damages for the county 
in the case of persons injured b- the 
automobiles, is useless, Burkett said, 
since the courts have held that the 
county cannot be sued. The policies 
total $130,000 and have cost the county 
$160 in premiums this year. 

The probing commission, made up of 
three insurance men, report that the 
county’s insurance policies reveal indif- 
ference on the part of insurance agents 
as to needs and saving of money for 
the county. 





BRITISH SHOOTING INSURANCE 


Among the many risks now covered by 
insurance in Great Britain are those run 
by “the man with the gun.” For a 
trifling premium owners of game shoots 
and their guests can be indemnified 
against their legal liability to pay com- 
pensation for bodily injury to persons 
not in their service, caused by shooting 
accidents. 

The policy covers also the heavy ex- 
penses which may be incurred in de- 
fending unjust claims. Damage to or 
loss of guns can be insured against. The 
risk includes the bursting of barrels, but 
not, of course, wear and tear. 





FARMAN LINES IN GERMAN POOL 


The passenger accident insurance of 
the Farman Air Lines, one of the lead- 
ing concerns in French aviation, has 
been covered by the German Air Pool. 
The policy used is the same as that writ- 
ten for the Deutsche Luft Hansa, the 
leading German aviation enterprise. The 
Farman line was originally placed with 
the French air pool,’ and last year in 
England. 





The Peoples Mutual Automobile In- 
surance Co. of Fort Wayne, Ind., has 
been formed. 
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TRAVELERS BOSTON CHANGES 


W. J. Hines Made First Assistant 
Manager and J. P. Fi trick As- 
sistant Manager; Théir Careers 

William J. Hines, assistant manage:, 
casualty lines, of the Boston branch of- 
fice of the Travelers, has been mad: 
first assistant manager, casualty line:, 
in that office, filling a vataticy caused b+ 
the récent death of Assistant Manager 
Walter A. Quinlan. James P. Fitzpa:- 
rick has also been promoted from fiel | 
assistant to assistant manager, casualt , 
lines, of the same office. 

Mr. Hines has been agsociated wit, 
the Travelers for nearly seventeen year;, 
all of which time has been spent in the 
Boston office. He started inh the casi - 
ier’s department in 1912, and prior to hs 
promotion to the position of assistant 
manager, casualty lines, 6n Jtine 1, 192%, 

-he held the positions of counterman, si - 





_-pervising counterman, spétial agent and 


special assistant. 

Mr. Fitzpatrick became connected with 
the Travelers as claim investigator in 
1920. He was appointed a field assistant, 
casualty lines, on October 1, 1923, and 
was assigned to Manchester, N. H. In 
August, 1926, he was transferred to Bos- 
ton.. The promotions of Mr. Hines and 
Mr. Fitzpatrick to their few positions 
were effective September 1 


FILE ANSWER AND CROSS BILL 


Aetna C.-& S. Want to Fix Liability for 
Alleged Shortage in Virginia 
Suicide’s Accounts co 

The Aetna Casualty &, Surety has 
filed an answer and cross bill to a suit 
brought by the board of supervisors of 
Warren county, Virginia, against the 
sureties on the bond of A. L. Warthen, 
former county treasurer, who commit- 
ted suicide last year. Purpose of this 
cross bill is to fix the liability for an 
alleged shortage in Warthen’s accounts 
on individual sureties. 

An audit showed that at the time of 
Warthen’s death, he was indebted to the 
county for $81,542.14. When the short- 
age was first uncovered Several years 
ago, the Aetna Casualty & Surety was 
‘on his bond for $43,000. Warthen was 
then in the midst of a campaign for re- 
election. When the surety company 
threatened to cancel the bond, friends 
came to his rescue agreeing to indemnify 
the company provided it remained on the 
bond, To this the compatiy agreed, and 
Warthen was re-elected despite ihe 
shortage in his accounts. The company 
declined to renew the bond at its ex- 
piration. 

Another surety company subsequently 
went on his bond for $90,000 and it is 
understood that it wa8 also indemnified 
by personal friends of the treasurer )e- 
fore it would agree to bond him. 


BRITISH INQUIRY 











Unemployment Insuraiiéé Investigation 
Starts Out Behind Cilssed Doors; 
Appointed by Labér Minister 
Sir Harold Morris, K. C., presided cover 
the first meeting of the committee ap- 
pointed by the Minister of Labor (Mar- 
garet Bonfield) to cotisider certain as- 
pects of the Unemployment Insurance 
Acts, which has. jyst been held in | on- 
don. Precedure was discussed, an: it 
was stated that the first evidence will 

be heard in camera. * 

The committee will report, eventu.lly, 
to the Minister on the constitution ind 
procedure of statutory authorities »er- 
forming the functions of insurance >ff- 
‘cers and courts of teferees under the 
acts, and the nature of the evidenc to 
be required as- to the fulfilment of the 
conditions or the absetice, of the is- 
qualifications for the fecefpt of unem- 





ployment benefit under , e acts. 
LICENSE “REVOKED 


The broker’s licen8e of Abraham Yar- 
mark of Brooklyn Has been revoke: by 
the New York State Instirance Depart- 
ment. 
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/ETNA MEETS 
EVERY TEST 


( The promptness and 
fairness of Aitna claim 
service is proverbial — 
$920,000,000 paid to 
Etna policyholders in 
79 years. 


N 


Policyholders of the 
#Etna Life Insurance 
Company are protected 
by legal and special re- 
serves to more than 
$330,000,000 and a capi- 
tal and surplus of $49,- 
000,000. 





Etna rates are stand- 
ard, based on the com- 
bined experience of 
the leading stock in- 
surance companies. 


From coast to coast 
20,000 Etna repre- 
sentatives assure Atna 
policyholders prompt 
service anywhere, any- 
time. 





An Etna “release of 
attachment ” bond, fur- 
nished without charge 
up to the limits of the 
policy, permits an 
Etna automobile lia- 
bility policyholder to 
go on his way without 
delay. 2 New York Sun, July 10, 1929 





There is satisfaction in knowing that when you sell an tna Combination 
Automobile Policy you are providing your client with a policy that meets 
every test. 


/LETNA LIFE INSURANCE COMPANY 
and Affiliated Companies 


ETNA CASUALTY & SURETY CO. STANDARD FIRE INSURANCE CO. 
AUTOMOBILE INSURANCE CO. of Hartford, Conn. 
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Ives Urges Open Fight 
Against Socialism 


RAPS GOVERNMENT OWNERSHIP 





Casualty Speaker at Electric Light and 
Power Convention Gives Stock Com- 
pany Viewpoint on State Insurance 





A strong criticism of the governmental 
socialization movement was made by a 
Henry Swift Ives of the Association of 
Casualty & Surety Executives in a talk 
last week before the annual convention 
of the Pennsylvania Electric Association 
at Bedford Springs, Penn. Mr. Ives im- 
pressed upon his audience that they owed 
it as a duty to themselves not only to 
help each other in the fight against gov- 
ernment ownership, openly, frankly and 
without apology, but also to help the 
other fellow. He said in part: 

“Government ownership should not be 
the menace it seems to be. It ought to 
be easy to combat through honest and 
sincere industrial co-operation. It many 
times has been condemned at the bar of 
public opinion both in practice and in 
theory. It is in substance nothing more 
than the inoculation of the dynamic en- 
ergy of private enterprise with the palsy 
of politics. It is the indolent offspring 
of loafing minds and loitering. amhitions 
and its ancestry may be traced back 
through a long line of dawdling politi- 
cal soothsayers. As a theory it lacks 
imagination, originality, inspiration and 
romance. As an actuality it is a dull, 
stupid, langorous method of carrying on 
the work of the world.” 


The Insurance Slant 


Referring to the opinion held by the 
casualty and surety companies represent- 
ed in the Association of Casualty & 
Surety Executives on government own- 
ership Mr. Ives said: 

“These companies have invested their 
surplus and reserve funds in the basic 
industries of the country in order to pro- 
vide security for their policyholders. A 
considerable part of this investment is 
in the stocks and bonds of so-called pub- 
lic utilities and the railroads. To my 
mind it is a preposterous theory which 
would deny to us the right to protest 
against the socialization of these allied 
public service corporations for the pur- 
pose of protecting our policyholders 
against the depletion of their security 
which we hold for the most part as 
trustees for them. But this same theory 
is now being employed to prevent the 
electric light and power industry from - 
protecting its employes, its patrons, its 
shareholders and insurance company 
policyholders, who have a very real but 
undisclosed equity in its properties, 
against the ham-stringing of its business 
by political buccaneers. The same gen- 
eral principle applies to all other private 
enterprises afflicted by the same men- 
ace.” 

The speaker declared that radical agi- 
tators really are less responsible than 
are many otherwise conservative citizens 
for the promotion of the socialization 
movement. He pointed out: “There are, 
indeed, altogether too many substantial 
property owners and business men who 
are ardent and loyal capitalists when 
their property or their business is con- 
cerned but who are inclined to be just 
as ardent and just as loyal socialists 
when the other fellow’s property or busi- 


ness is concerned. And there are others . 


in the same classification who have been 
foolish enough or dumb enough to per- 
mit themselves to be led into making 
short excursions along socialist by-paths 
under influence of the lure of the usual 
radical flim-flam about social justice—a 
thing utterly unattainable under social- 
ism and now being rapidly attained 
under capitalism, if they only knew it.” 
Endorses Martin Insull’s Views 

Mr. Ives took the liberty of quoting 
from a recent address by Martin Insull, 
president, Middle West Utilities Co. of 
Chicago, in which Mr. Insull had empha- 
sized that the unfortunate thing is that 


business as a whole stands idly by while 
the government goes into the other fel- 
low’s business, overlooking that theirs 
may be the next attacked. Mr. Insull 
also said: “Has not the time arrived 
when all business should combine to 
make it thoroughly understood in this 
country that the proper function of gov- 
ernment is to govern business, not en- 
gage in it, and that industry has the 
right to protect itself against such a 
course by any honest and _ truthful 
means ?” 

After reading Mr. Insull’s comments 
the speaker declared that he endorsed 
every word of the statement and was 
sure that the Association of Casualty & 
Surety. Executives endorsed the general 
principles Mr. Insull had enunciated. so 
clearly and sq forcefully. He then said: 

“It may surprise you, as it does most 
people, to know that the institution of 
insurance is one of the greatest suf- 
ferers from government ownership prop- 
aganda. This is especially true of that 
wide field comprehended within the term 
casualty insurance. Seventeen states al- 
ready have gone into the business: of 
selling workmen’s compensation insur- 
ance and in seven of these private com- 
panies are not permitted to compete with 
the state fund, the state enjoying a com- 
plete monopoly. Pennsylvania even has 
a state fund, and I am wondering if 
any public utility companies patronize it 
without realizing that they are patroniz- 
ing a state competitor of a legitimate 
private enterprise? In West Virginia 
and Ohio, however, the state has driven 
out all private companies from the com- 
pensation insurance field. In the for- 
mer state the coal operators were re- 
sponsible and in the latter the scheme 
had the support of some important busi- 
ness interests. I am wondering if the 
coal operators and business men in these 
states would endorse a similar plan ap- 
plied to their own enterprises. Two 
states have experimented with life .in- 
surance and there are also a number 


of minor public funds involving fire in- — 


surance on public property, surety bonds 


for public officials and hail insurance for 
farmers. 
Dangers of State Insurance 

“The greatest single danger from state 
insurance is the fact that if the. state 
takes over the business the immense re- 
serve and surplus funds maintained for 
the protection of policyholders will be- 
come an easy prey for spoilsmen. These 
funds would be available for political 
speculation, for the purpose of gaining 
control of public utilities, mills, eleva- 
tors, packing plants and other properties 


which it might be desired to socialize, 


and for the subsidizing of classes, blocs 
and parties. It is this real ‘money in 
sight’ (to borrow a term from the Amer- 
ican Bar Association) at which the dem- 
agogues are looking with greedy eyes, 
and the radicals are furthering the move- 
ment towards state insurance well know- 
ing that it is a short step from the con- 
trol of insurance with its immense in- 
vestments in other properties and the 
socialist millennium.” 





LEADS IN PROMPT PAYMENTS 

The Industrial Commissioner of New 
York has ranked the Globe Indemnity 
first among fifty-one companies doing 
business in this state for the promptness 
of payments of compensation in uncon- 
troverted cases. This is for the first six 
months of 1929. The company also 
stood first for the same period of time 
last year. 





J. C. KIMBEL PROMOTED 


J. C. Kimbel, who has been an exam- 
iner in the industrial claim division of 
the Commercial Casualty for the past 
two years, has been promoted to the post 
of chief underwriter of the industrial 
underwriting department, assisting 
Theodore W. Budlong in the handling 
of its affairs. 





ENTERED IN NORTH CAROLINA 


The Federal Surety has been licensed 
to transact business in North Carolina. 











EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 





Through its reinsurance affili- 
ations the Excess Insyrance 
Company of America can sup- 
ply LICENSED REINSUR- 
ANCE for Maximum Capa- 
city Requirements for all 
Casualty and Surety Lines - 
Excess and Share 





84 William Street 








Executive Offices: 


Telephone: Beekman 0890 


- New York City. 

















Says Public No Longer 
Hostile to Claim Men 


H. P. GALLAHER’S REMARKS 





Believes International Claim Associa:ion 
May Take Pride in this Change 
‘ In Attitude 


H. P.- Gallaher, president, Inte:na- 
tional Claim Association, in his add:ess 
on Monday, the opening day of. the 
twentieth annual convention of the a;so- 
ciation at Hot Springs, Va., featured the 
change in the mental attitude of the 
“man in the street” toward the claim 
adjuster. He said that for many y-ars 
large portions of the general public re- 
garded the claim department as a means 
instituted by the insurance companies to 
avoid just liability failing to recognize 
that insurance companies, like all other 
business firms, must watch expenditures 
very closely. 

Mr. Gallaher felt that the Interna- 
tional Claim Association could take pride 
in this change from a frankly hostile at- 
titude toward claim adjusters into what 
is now an air of friendly co-operation. 
He pointed out that by inculcating its 
standards into so many companies en- 
gaged in the handling of claims, and by 
welding claim practice into a homogene- 
ous method, the Claim Association had 
demonstrated to policyholders, to agents 
and to beneficiaries that claims are prop- 
erly settled, and that in the vast major- 
ity of cases they are expeditiously han- 
dled: “Surely this changed public opin- 
ion,” he said, “cannot but result in in- 
creased good will with its consequent 
benefit to the companies concerned.” 

Mr. Gallaher was also gratified over 
the cordial interchange of opinion on vi- 
tal questions among the companies, say- 
ing that it was the only procedure to 
measure up with one’s ideals for the 
business as a whole. 








EXPENSE CONSTANT IN N. J. 





A. R. Lawrence of Compensation Rating 
Board Answers Frequently Asked 
Questions. Regarding It 
While the introduction of the’ uni- 
form $5 expense constant in New Jer- 
sey has been attended with very little 
administrative difficulty or misunder- 
standing by the companies, A. R. Law: 
rence, ‘chairman, Compensation Rating 
& Inspection Bureau, points out that the 
following questions have occurred 4 
number of times, prompting him to re- 

cord: the correct answers to them. 

1. Is it necessary to provide for the 
separate exhibit of the expense cor- 
stant on all policies regardless of the 
fact that premium may be collected and 
earned on a minimum premium basis? 

Ans. It is necessary to separately ex- 
hibit the New Jersey $5 expense con- 
stant for every policy regardless of the 
amount of premium collected or carned 
and regardless of how such tota! pre- 
mium charge is determined. A careful 
reading of the rule, Manual p.ge 9 
(N. J.), can permit of no other com- 
struction. 

2. When writing a three year policy 
on the per capita basis covering a pri 
vate residence, should the expens= con- 
stant be increased? 

Ans. No. The expense constant as 
erected and applied in New Jersey 18 4 
flat charge per policy and is no: sub- 
ject to adjustment up or down ex ept 4S 
provided under “cancelations.” The 
uniform charge of $5 is equally pplic- 
able and proper for a three year policy 
as for the standard one year ter. 
The minimum premium rule under res! 
dences, estates and farms discloses that 
the minimum premium for a thrice yeaf 
policy is obtained by multiplying the 
annual minimum premium as_ pw )lishe 
on the state rate sheet by three and 
diminishing the result by the fict sum 
of $10. Example: A policy covering oné 
outservant for one year will be rite? 
at the per capita charge of $7 and mitt 
mum premium of $12. 
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La Mont Gives Birdseye View 
Of The A. & H. Claim Adjuster 


Metropolitan Life Executive In International Claim Association Talk 
Says Adjuster Should Be A Combination Of A 
Doctor, Lawyer And Detective 


The qualities which go to make a suc- 
cessful claim adjuster, his multiple re- 
sponsibilities to the general public, his 
company and society as a whole, and 
his attitude on suspicious claims, were 
all biended together into an interesting 
talk by Stewart M. La Mont, third vice- 
president, Metropolitan Life, before the 
annual convention this week of the In- 
ternational Claim Association at the 
Homestead, Hot Springs, Va. 

Mr. La Mont looks upon the adjuster 
in the accident and health field as some- 
thing of a doctor, lawyer and detective. 
He said he should have a keen sense of 
justice, a sportsmanlike instinct for fair 
play, a naturally judicial temperament, a 
truly logical mind, combined with a flair 
for the deeper analysis which will lead 
him to recognize merit alike in the usual 
and the unusual and yet sort out the few 
unjust claims from among the many just 
ones. 

Should Be a Diplomat 

“He should have imagination,” con- 
tinued the speaker, “not of the kind that 
sees wrong where there is none, or that 
suspects the many because of the machi- 
nations of the few, or that rears chi- 
merical defenses where factual ones do 
not exist, but of the kind that visions 
the processes, mental and_ physical, 
through which one bent upon fraud must 
have passed, thus to reconstruct those 
processes and so to uncover the facts. 

“Furthermore, he should be a tactician, 
a diplomat and a psychologist. When he 
puts his approval on a just claim a mere 
printed form and a prettily engraved 
check are sufficient to guarantee satis- 
faction; but when he denies an unright- 
cous one he is just beginning his seri- 
ous dealings with a dishonest person. 
And when he deals with that most diffi- 
cult of all cases, viz., the claim that is 
not justified under the policy but is made 
by the reputable, usually impatient and 
often honestly mistaken policyholder, his 
quality as a diplomat comes to its test,: 
for then he must explain without offense, 
satisfy without payment, demonstrate 
the mistaken basis of the claim without 
glving the impression that dishonest in- 
tent is suspected or rousing that false 
Pride that sometimes leads such a claim- 
ant to ‘cel that once having presented a 
Claim his personal prestige demands that 
he enforce it.” 

The speaker added: “With all this 
the adiuster needs to be gifted with 
much fortitude, with fine mental and 
aero balance—even with the ability 
ao it’ For though he may approve 

tty-vine claims and disapprove only 


a 'redth he may find himself under 
2g that single action; confronted 
ned ighly colored or distorted pictures, 
latin, reasoning or fanciful interpre- 


. means of which his action may 

: made to appear atrocious to those not 

p ““duain‘ed with all the facts. 
“an this does not mean that the claim 
"od is a remarkable individual, em- 
- ying a rare combination of extraordi- 
pid Qualities. Indeed, those of longest 
ig and greatest success would 
ihe y be most astonished if told that 
pd t fully into this description. It is 
subi od an analysis, possibly somewhat 
a aes of the developmental ef- 
fs 0 Special training and experience 

no lear character upon a straight- 

me ng, intelligent, studious and con- 
entious business man.” 

Claim Man’s Multiple Responsibilities 


In rapid order Mr. La Mont listed the 


¢ : ot 
a man’s responsibilities, first to his 
Panhy, serving it faithfully, but he 











pointed out that in no less manner does 
the claim man owe responsibility to pol- 
icyholders, individually and in whole. He 
should also be responsible to the general 
public, for insurance of any kind, the 
speaker pointed out, is merely a form 
of public service. And to his business 
he owes a responsibility for it is not 
alone the conduct of one or a few com- 
panies but of the composite whole by 
which the fabric of business is woven, 
and held up finally to the eyes of men. 
Continuing the speaker said: 

“The claim man owes responsibility to 
society not only to administer fairly in 
the distribution of benefits duly payable 
but to avoid creating recruits for either 
the class that preys on society by means 
of force or fraud or the class that preys 
on society through the medium of pueril- 
ity or mendicancy. 

“Finally, he should be responsible to 
the state to preserve accident insurance 
with its important value to the public 
and its low cost; to help stay the hand 
of the courts when at times they would 
destroy such a public service by wiping 
out the line of demarcation between in- 
jury and disease, between death due to 
injury and death due to disease, be- 
tween accident. and life and health in- 
surance.” 

Technical Defenses 

Coming to the question of so-called 
technical defenses, Mr. La Mont thought 
they were always a bothersome question, 
requiring the exercise of nice discretion 
as to whether and how they are to be 
used. His opinion was that whatever 
may have been done in the distant past, 
it is rarely if ever that a truly meritori- 
ous claim is denied on purely technical 
grounds, based upon acts or omissions 
not significant of fraudulent intent or ne- 
farious practice. He added: 

“Sometimes, however, claims wholly 
without merit are built entirely upon 
technical misinterpretations or whimsical 
reconstructions of the contract, or em- 
pirical substitutions are proposed, and a 
mere statement of the actual terms of 
the real contract is denounced as a 
technicality. 

“At other times claims wholly without 
merit may involve inexcusable breaches 
on the part of the insured, breaches 
which may well constitute an integral 
part of his predatory plans and may very 
properly be used as additional defenses. 
It is a good rule that a technical defense 
should be the last stated of several 
grounds of refusal to pay and even the 
last stated of several defenses set up in 
legal proceedings, both in trial and ap- 
pellate courts. 

“The percentages of claims rejected 
and reduced are important factors in the 
work of the adjuster but a greater de- 
gree of cleverness is not represented by 
higher percentages; indeed the reverse is 
true, for closer supervision and fuller in- 
formation in all cases has a restraining 
effect in those cases where aggression 
might be attempted. The more the com- 
pany knows and the more the claimants 
know the company knows, the more like- 
ly will claims be fairly made. 

“How to lower these percentages 
should be the subject of constant study 
and it may be well to work with the 
conception that prevention is better than 
objection. As illustrative of this may be 
cited the experience of a department in 
which the theory of unquestioning serv- 
ice and complete trustfulness had been 
carried rather far; presently abuses were 
reported and confirmed by study and in- 
vestigation; and the rejection rate never- 
theless was nearly the normal one in the 


business—because the more freely claims 
were admitted the more aggressions 
were attempted. A change of method 
was adopted involving requirement of 
more definite proof of claim, checked up 
by medical examinations and other re- 
ports in particular cases; presently the 
rejection rate was practically cut in half, 
because fewer unsupportable claims were 
made, the disability rate was lowered and 
the claim ratio was soon reduced. There 
can be no happier way to improve ex- 
perience. 


Work of Life Insurance Adjusters 


“Many life insurance companies, in the 
form of the total and permanent disabil- 
ity feature, are in effect dealing with ac- 
cident and health insurance. In conse- 
quence their claim men are being con- 
fronted with new and different problems. 
They must be alive to new possibilities, 
different forms of fraud, other necessi- 
ties of verification. Many of these good 
men have come into this association, 
where undoubtedly they contribute as 
much as they gain. Their work is pos- 
sibly even more difficult and trying than 
that of the ordinary accident and health 
claim adjuster. They are confronted with 
the problem that permanent disability 
does not necessarily mean a disability 
truly permanent; the word may have a 
purposely different meaning in different 
offices and thus require different action 
by different companies in an identical 
case. 

“And here the adjuster of the life in- 
surance company faces the same prob- 
lems that the accident and health ad- 
juster always has faced. There will be 
the same large percentage of meritorious 
claims, the same small percentage of 
fraudulent ones and the same small per- 
centage made through honest mistake 
misunderstanding or ignorance. And if 
the invalid claims are to be sorted out 
‘all must be subjected to proper require- 
ments of proof and verification of facts. 

“Thus in verifying the existence of dis- 
ability initially, in keeping informed as 
to its continuance and learning of its 
cessation, as well as in distinguishing be- 
tween death from accidental injury alone 
and death from disease or multiple 
causes, the work of the life insurance ad- 
juster and that of the accident and. 
health adjuster have become much the 
same and their paramount duty is identi- 
cal. that is, to devise such processes as 
will most surelv, quicklv. but in the most 
creditable and businesslike manner. veri- 
fv to their satisfaction the merit of each 
claim, or, when unfortunately the case, 
expose its wrongfulness—and that mere- 
ly means getting the facts. 

“The business of accident and health 
insurance is still in its youth. It was 
born to adventure and swaddled in ig- 
norance. In ahsence of charted experi- 
ence or scientific data it had to grow 
on a system of trial and error. But it 
has survived and has justified its being. 
Today it is a fount from which flows a 
constant stream of dollars. aggregating 
many millions annually, that saves sick 
and iniured men from worry or priva- 
tion. that supnlies the means of ade- 
quate care and treatment and therebv 
saves or lengthens life. that rescues sud- 
denlv bereft families from despair and 
provides for education of those who 
thereby may become shining lights of 
another generation.” 





WELCOME WTIC CHANGE 


Considerable notice is being given by 
the radio world to the new transmit- 
ting station of the Travelers. WTIC of 
Hartford. Paul Godlev of the Newark 
“Evening News” greeting it as “the new 
local.” The station is using its full 
power of 50,000 watts only during test 
periods, but when it commences using 
the power on all programs it will prob- 
ablv be received in the New York City 
districts as strongly as any local station. 
A reflector for the radio waves is being 
used to make the signals stronger in- 
land and to keen too mich of the energy 
from being wasted on the empty sea. 
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Claim Men’s Meeting 


(Continued from Page 34) 


Neil P. Beall, Cleveland lawyer, who 
spoke on “Sunstroke, Hydrophobia and 
Freezing.” This was followed by short 
talks by the members. 
Outdoor Sports Galore 

A drive through the beautiful moun- 
tain sections adjacent to Hot. Springs 
was provided for members and guests on 
Monday afternoon, the mode of convey- 
ance being horse-drawn broughams. And 
in the evening a bridge tournament was 
the attraction for the ladies and moving 
pictures for all. Tuesday afternoon there 
was the usual exciting tournament for 
golfers, also more motor bus rides. The 
big banquet came that evening, followed 
by dancing to music furnished by the 
most famous colored orchestra of the 
South. Swimming in the hotel’s own 
pool, tennis and interesting walks along 
mountain paths were continuous attrac- 
tions for the duration of the convention. 





NEW AIRPLANE DAMAGE POLICY 

The pilot who brings his plane to an 
emergency landing in the middle of a 
golf course cannot be severely censured 
for the damage he may do in the proc- 
ess. Lives must be saved regardless of 
property damage! But as the “Hart- 
ford Agent” points out in a recent issue, 
golf courses are expensive; and if a golf 
club in the hands of a player can slice 
up a divot as big as a platter, airplane 
wheels can put ruts into a green that 
may ruin it for playing for several weeks 
to come. This same issue of the “Hart- 
ford Agent” describes a new contract 
for the protection of golf clubs from 
such damage now being issued by the 
Hartford Fire. The contract covers air- 
plane damage under a blanket form to 
a limit of $25,000 for a period of three 
years. 
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The Woman’s Viewpoint On 
The Need for Auto Insurance 


Rights of Pedestrian Upheld by National Committee for Woman’s 
Financial Education; Believes Motorist Should Carry His 
Share of Financial Consequences for an Accident 


This article, prepared for The Eastern Underwriter by the National Committee for 
Woman’s Financial Education, is published for the perusal of agents as the viewpoint 


of the woman on automobile insurance and why this protection is necessary. 


The 


National Committee, formed in 1927 to provide the elements of financial education to 
the women who have lately got control of money but who have had no experience in 
the handling of it, deals with all matters on simple, human lines rather than on a 
scientific scheme and such has been the treatment in this article. 


Have you ever been on Staten Island, 
New York, about 7:30 of a fine Sunday 
evening in August and seen the line of 
automobiles with its head at St. George’s 
Ferry and its tail considerably nearer 
Midland Beach? In two or three ranks 
at that, and herded by mounted cops. 


Have you ever watched the stream of 
cars going into and coming out of the 
Holiand Tunnel at either end? Or on 
the Merrick Road on Long Island? Or 
have you been one of the crowd gath- 
ering at the corner of Broadway and 
43rd street about 8:15 p. m., waiting for 
the lights to change? 


Any one of these experiences will show 
you why automobile insurance is neces- 
sary for the pedestrian as well as the 
car owner and driver, and it must be re- 
membered that similar conditions exist 
in other cities and states. It is, of course, 
the owner—or driver—who pays for in- 
surance, but there are more reasons why 
he should do so than the apparently 
primary one, that of letting a corporation 
carry the risks instead of paying eventu- 
al damages out of his own pocket. 


The Motorists’ Responsibility 


One of the features of the spread of 
civilization beyond the field of industrial 
and household equipment into the realm 
of ethics, morals and conduct, is the 
growing sense of responsibility for one’s 
acts and their consequences. “No privi- 
lege without responsibility” is not only 
a good slogan; it is also a first class 
working rule. It was on account of the 
refusal to recognize the essential respon- 
sibilities of privilege that the French 
Revolution came to pass. 


It is eminently fitting that the motor- 
ist should pay for the building of new 
roads and the improvement of old ones. 
It is also just that the automobile manu- 
facturer should pay part of the cost of 
the building and upkeep of the roads, 
as his business depends almost directly 
upon such use. Other industries profit 
more or less directly through the use of 
the motor car, so that from one source 
and another funds can be raised to take 
care of the road problem. 


There is, however, another large class 
vitally concerned in the spread of motor- 
ism—the pedestrian. The increasing num- 
ber and variety of methods of transpor- 
tation have not visibly lessened the 
crowds of walkers. In fact,.it has rather 
increased them—which is quite normal, 
if one thinks it over. But—the increas- 


ing density of traffic and the speed of - 
traffic united have multiplied the prob- ° 


lems and the dangers for those on foot. 
Twenty years ago anyone predicting that 
in New York City traffic would stop and 
go at the changing of lights worked from 
an invisible and. distant center would 
have been laughed at as crazy. And if 
he had added that ordinary citizens on 
foot would perforce come under the same 
control, his hearers would have felt sorry 
for his family. Well—! 


The motorist invests a sum of money 
in a car, according to his means, needs 
and tastes, thereby extending his range 
of action and speed of motion. This ac- 


cession of power is accompanied by a 
very great increase in the space he fills 
and in the weight he controls. In short, 
he has become a technical nuisance and 
a possible danger. Some people who do 
not own cars even call him a dangerous 
nuisance. 


Protection for Pedestrians 


On the other hand it must not be for- 
gotten that the pedestrian has rights, 
and that they antedate those of the mo- 
torist. Even the car owner walks occa- 
sionally, thereby resuming his status as 
a pedestrian, and he would be the first 
to resent any infringement of his rights 
—as such—by a motorist. And the taxes 
paid by the ordinary citizen—car owner 
or otherwise—entitle him to the use of 
the streets and highways with due re- 
gard for the rights of others but with 
safety and reasonable comfort and con- 
venience for himself. 

Regulations, rules, laws and by-laws 
have been made and are being more or 
less enforced to safeguard the pedestrian 
without unnecessarily interfering with 
traffic. In spite of all these, accidents 
will happen; and the pedestrian must be 
protected—if not against accidents at any 

ute against the full consequences. A 
inotorist who knocks a man down and 
breaks his leg cannot heal the leg, but 
he can and should carry a reasonable 
share—if not the whole—of the financial 
consequences—doctors’ bills, attendance, 
loss of time and earning power, and so 
on. 

The point is that in any contact be- 
tween a pedestrian and a moving auto- 
mobile, the latter has an enormous physi- 
cal superiority. The pedestrian—as well 
as everyone else—recognizes this and 
consents to the use of the roads by en- 
tities possessing such overwhelming ad- 
vantages, only on condition that he be 
assured of compensation for damages in- 
curred through no fault of his own. 

Here is where insurance comes in. The 
car Owner cannot afford to assume the 
costs of possible: accidents, and the in- 
surance companies can do so at a rea- 
sonable charge based upon fairly exact 
figures. At the same time they can carry 
—on the same basis—the costs of possible 
damage to other cars and to the drivers’ 
own car. The whole business then be- 
comes a matter of fairly accurate fig- 
ures, and a man buying a car can esti- 
mate within a small margin of the cost 
per year, and finds himself able to ar- 
range his budget accordingly. 


Rights of State and the Companies 


There is another aspect of the matter 





which should have a very salutory effect 
upon the situation. It is entirely within 
the rights and powers of an insurance 
company to cancel an accident policy if 
the holder has too many accidents, prov- 
ing himself either incompetent or un- 
lucky. And it is within the rights of the 
state to refuse a license to a driver whom 
the insurance companies are unwilling 
to cover. Not only that, but the rights 
of the state as well as of the insurance 
companies can very easily be transformed 
into duties. When that happens, the 
congestion on the roads and in the hos- 
pitals will be greatly relieved—and in- 
surance premiums will be reduced. 

This system has had as much influence 
on the growth of the motor industry 
as anything else, not excepting the im- 
provements in gasoline, cars and roads. 
And the whole combination means a 
great deal when one looks at the price 
of the automobile stocks quoted on the 
Stock Exchange. 

The National Committee for Woman’s 
Financial Education was formed in 1927 
to provide the elements of financial edu- 
cation to the women who have lately 
got control of money, but have had no 
experience in handling or investing it. 
It has been found necessary to deal with 
all matters on simple, human lines rath- 
er than on a scientific scheme, for which 
reason the lectures and articles bearing 
upon the meaning of the manifold 
branches of finance have a somewhat 
unusual tone. There is no attempt to 
question woman’s intelligence, but it 
must be recognized that her point of 
view is different. The above discourse 
on automobile insurance may perhaps 
annoy a male reader, but is likely to 
carry a meaning for a woman. 


Thrift Exposition in October 


In order to show the scope and pur- 
pose of its activities the National Com- 
mittee has arranged a National Thrift 
Exposition which will be held at the Ho- 
tel McAlpin in New York City from Oc- 
tober 21 to 26. Here will be shown for 
the first time under one roof all possible 
ways and methods of dealing with money 
with a due regard for safety as well as 
an eye to profit. 

The idea has found great favor among 
those who have been looking for a prac- 
tical method of appealing to women ever 
since they realized that woman and her 
money was there waiting for an appeal 
that would reach her. Financial institu- 
tions such as savings banks, commercial 
banks, insurance companies, trust com- 
panies and others, are showing their in- 
terest in the undertaking in the most 
solid and acceptable manner, namely, by 
participation as exhibitors. 


Educational institutions, who are wak- 
ing up to the fact that they also are 
concerned in this movement—especially 
as regards preparatory education —are 
arranging to co-operate actively with the 
committee and in many ways with pu- 
pils, actual or prospective, under their 
influence. 

Finally, men and women who have the 
public welfare at heart and sufficient vi- 
sion to realize the needs and the dangers 
of the present situation have promised to 
speak during the week of the exposition 
and to aid the cause in any other way 
that may present itself. 

The exposition will be.the first of a 
series which the National Committee has 
planned to hold in large cities through- 
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Insurance Counsel Meet 


(Continued from Page 34) 
the insurance field. For instance, a study 
is being made now for aeronautics insur- 
ance. 
Hear From Wayne Ely 


Wayne Ely, prominent St. Louis attor- 
ney, was another headliner, having as his 
topic, “Statutes Which Impose Penalties 
Against Insurance Companies for Vexa- 
tious Refusal to Pay a Loss.” Mr. Ely 
said that a number of states impose such 
statutes, most of them applying only 
when the refusal to pay is vexatious or 
in bad faith. He pointed out that these 
statutes have been attacked as being re- 
pugnant to the quality clause of the 
Fourteenth Amendment to the Constitu- 
tion, and as making insurance companies 
the. victims of an unfair classification. 
Mr. Ely went to considerable detail pre- 
senting legal cases to prove his points, 
Ex-Governor Slaton On Autopsy Clause 

It was the pleasure of the International 
Association of Insurance Counsel to hear 
also from former Governor John M. Sla- 
ton of Atlanta, Ga., who is president of 
the Georgia Bar Association of that city, 
Former Governor Slaton discussed with 
clarity the topic, “Contractual Right of 
Insurance Companies to an Autopsy,” 
emphasizing that the verbiage in the 
present autopsy clause as enacted by 
statute in several states is adequate in 
its present form; that a consideration of 
its underlying principles and a study of 
legal decisions having a bearing on it 
will convince one that the clause is the 
outgrowth of experience, and that the 
substitution of different language may be 
ineffective, or so offensive as to destroy 
the salability of the contract. 

In a further discussion of the subject 
he said: “Apparently the federal and 
state courts are in accord in their atti- 
tude toward an autopsy clause. What 
can be done about it requires a concert 
of action between the underwriting and 
legal departments of the companies. 

“On the one hand the producers of 
business desire a contract which is sal- 
able. On the other hand the lawyers 
for the companies desire a clause which 
will be effective for the disclosure of 
such truth as may be essential to honest 
and legitimate defenses. 

“The problem is presented which calls 
for a solution. Harshness will result in 
destruction of business, and in legisla- 
tion that would unjustly embarrass the 
courts in the performance of their func- 
tion. The sense of fair play in the di- 
rection of the business of companies 
should dominate any action looking to 
a change of contract.” 

One of the attractions of the conven- 
tion was “An Impartial Review of the 
Sacco-Vanzetti Case,” illustrated with 
lantern slides, by William Marshall Bul- 
litt of Louisville, Ky. This aroused the 
keenest of interest. George W. Yancey 
of Birmingham, Ala., was also on the 
program with a splendid talk on “Quali- 
fying and Advising Jurors in Casualty 
Cases of the Insurance Carrier.” 
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out the United States, at the rate of 
three or four a year. It is unnecessaty 
to point out,the effect of this in com 
solidating the work by periodical cot 
centration of local interest. Also_this 
plan will serve to spread and _ solidify 
the actual work of the committee, which 
lies in the direct appeal by means 0 
lectures, articles and books, etc., all of 
which will be educational in purpose am 
on financial topics such as will prove.© 
interest and help to those in need 0 
them. 





STANDARD S. & C. IN UTAH F 
Utah is the latest state to be_entere 
by the Standard Surety & Casualty 
making thirty-three in which the com 
pany has been licensed to do business. 





The Travelers has put out a new 
safe deposit box burglary and robbery 
leaflet entitled “Plunderers Versus Pr 
tectors.” 
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